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There is an ideal JONES Speed Reducer for every 
industrial application. 
The JONES distributor is protected and a part of 
the Jones selling organization. 


Stocks are carried for your convenience in New 
York, Detroit, Chicago, Los Angeles and San 


Francisco. 


Our product and our policy will interest you. 
Why not join us? 


ones Worm Gear 


Speed Reducer 





























Elliott Paddock 


His hobby is making sales for as well as 
to Greenfield distributors 
























Robert Kurz 
Every mill supply distributor and hardware 
dealer in greater New York knows ‘‘Bob 
who has been selling Greenfield tools since 1913. 


NEW: the 406 Giant’ 
SCREW EXTRACTOR 


This month Greenfield announces a new tool, the result of many 
months’ effort to produce a screw extractor that works quickly, 
smoothly, efficiently—all the time. Here it is. Look at it. 


GREENFIELD 


MADE IN U.S.A. 


mae I/II III I9 
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Why the “Little Giant’ is Different 


Most everybody has tried various screw 
extractors. Some types often break in 
use and the user is worse off than ever. 
With others, the edges quickly wear down 
and the extractor no longer grips the 
screw easily, but has to be driven home, 
with the result that the broken screw is 
expanded and “locked” in the hole. 

This can’t happen with the “Little Giant.’ 
Its sharp edges take a quick, positive grip, 
and a turn or two starts the most obstinate 
screw. It saves time, trouble and temper. 
These two cuts show how the “Little 
Giant works “A” Drill the hole; “B” 
Turn the extractor and troubles are over 





Full Range of Sizes 


“Little Giant” Screw Extractors are avail- 
able in 13 different sizes ranging from the 


smallest—1/16” diameter at the small end 


CORPO! 


GREENFIELD. 





Paul T. Irvin 
Paul has spent over 20 years with Green- 
field. His territory is upper New York 
State, where he is making his experience 
help Greenfield distributors. 


to the largest—2-9/32” at the large end. 
They are sold singly or in any of a half- 
dozen convenient sets, each suited to the 
requirements of certain types of shops or 
service stations. There is even a “Little 
Giant” Screw Extractor with a special 
long shank for broken studs in Ford 
cylinder heads. 


SO CRE Ee 





Good Profit Possibilities 


Every Greenfield distributor should carry 
a stock of these new “Little Giant’ Screw 
Extractors. We plan to advertise them 
aggressively and have all Greenfield sales- 
men push them as they call on tool users. 
Orders will be turned over to the nearest 
distributor who can fill them. Our ex- 
perience up to date indicates an easy ready 
sale—they literally do “sell on sight” for 
they have the quality, the improved de- 
sign, and are priced right. 


Send for Circulars 
Liberal supply of circulars furnished when 
requested. When you place your order 
ask for as many as you can use. Write 
today for more details and quotations. 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


A. M. MORRIS 
General Manager 
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E. N. GRANTVEDT 
Sales Manager 
E. J. McOSKER 
‘ Sales Promotion Manager 
JOHN ORA 
Field Representative 
Chicago 
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D. R. EGBERT 
Business Manager, 
Construction Equipment 
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BRISTOS Make Your Product More Attractive to Buyers 


It’s not enough to make a machine 
merely strong and efficient—not when 
your competitor is offering one of equal 


merit, but of far more attractive design. 


Buyers are alert to every improvement, 
and also to every refinement in machine 
design. Production Capacity — Resist- 
ance to Vibration—Endurance—Safety 


—Appearance, these factors are closely 
checked. 


Bristo Set and Cap Screws are furnished 
in the full range of standard diameters 


and sizes; in nine extra small sizes— 


Bristo 


MANUFACTURED BY THE BRISTOL COMPANY, WATERBURY, CONNECTICUT 














Machines in which Bristo 

Set or Cap rews are 

used are neat, trim, 
modern. 


The perfect grip of the 
wrench in the dovetailed 
socket of a BRISTO af- 
fords free use of all the 


power needed for an 
extra tight set. 


«sSAFETY SET... 
SOCKET HEAD CAP 


smaller than 1/4 inch; and are also avail- 
able with the DARDELET Self-Locking 
Screw Threads. 


The completeness of the BRISTO line 
of Set and Cap Screws offers endless pro- 
duction possibilities that have proved in- 
valuable to inventive engineers who think 
of their work in terms of SALES. 


Yet they cost no more than ordinary 
set or cap screws. 

We'll gladly send you samples of Bristo 
Set or Cap Screws in whatever sizes you 
wish. Please write. 


Sc rews 
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RCAXONABLE 
RCASONT 


SN'T it reasonable to suppose that an organi 

zation that has made the strides that Republid 
has made in the past seven years must have had 
something as a foundation from which to build ¢ 
The entire basis of the growth of Republic has 
been the 5-point sales policy. Its absolute pro 
tection of the Distributor — its help to him — ana 
a line of merchandise that is unbeatable. 

















THE 5-POINT POLICY 
* * * * * 


1. A line of rubber items sufficiently complete to permit effectively sup- 
plying the requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering 
service results that should be reasonably expected. 


3. A price basis ‘inducing and making possible aggressive competition 
with reasonable profit return. 


4. Freedom from competition from his source of supply, either direct 
or indirect, among the trade covered by his day-to-day solicitation, 


5. Selling helps of reasonable amounts so that his sales force may be 
given the advantage of specialized training and a knowledge of 
the product sold. 


THE REPUBLIC RUBBER CQ@ 


YOUNGSTOWN, OHIO 
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Don’t 
samble 
with 
your 
customer’s 
confidence! 


In selecting you as a source of supply for in- 
dustrial equipment, your customers hold 
you responsible for the goods you sell them. 
They are placing their confidence in your 
judgment to select reliable lines at fair 
prices. 


If the products you sell fail to measure up 
to the standard expected of them, you have 
to bear the brunt of the criticism. 


Why gamble with the confidence of these 
customers? Select the lines with established 
reputations for good quality. Brown & 
Sharpe Tools is one of those lines. For over 
80 years they have given reliable service on 
every type of precision work. Your cus- 
tomers accept Brown & Sharpe Tools as 
standard for precision tool equipment. 
Brown & Sharpe Mfg. Co., Providence, R. I. 


[BS 


Brown & Sharpe 
Tools 


“World’s Standard of Accuracy” 








APRIL, 1931 MILL SUPPLIES 5 





How a famous manufacturer 
saved money with R B & W's 
PRECISE 

TOLERANCES 


WHEN a world-famous maker of auto- 


motive axles started to purchase from us a 


























nut that must be extremely accurate in size, 
we received instructions to work to certain 
tolerances, which left an allowance for lap- 
ping to size. 


From previous experience, this customer 
was unable to buy these nuts completely 
finished to the accuracy and uniformity re- 
quired, and so had been “‘lapping out’’ each 
nut, a costly procedure, but one which as- 
sured the desired result. 

After receiving several shipments of nuts 
from R B & W, made with the lapping 
allowance, our customer’s shop men dis- 
covered they were ‘lapping out’’ the identical 
amount from each nut, so closely were we 
adhering to a definite dimension within the 
tolerances specified. 

Surprised at the uniformity that was being 
maintained in the R B & W product, the 
customer finally changed the tolerance spec- 
ifications to those required in its finished nut, 
and eliminated the expensive ‘‘lapping out’’ 
operation in its own plant. 


RESULT: Reduced cost of product, with 
no decrease in quality. 

If you have an engineering problem in- 
volving the use of bolts and nuts, let us 
make suggestions based on 86 years of ex- 
perience in the manufacture of quality prod- 
ucts to meet -every demand of industry. 














RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


PORT CHESTER,N.Y. Sales Offices at Philadelphia, 
Detroit, Chicago, San 
ROCK FALLS, ILL. Francisco, Los Angeles, 


CORAOPOLIS. PA Seattle, Portland, Ore. 
, ‘ 
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Prestige, good will, repeat orders, new customers 
—all these have become valuable by-products of 
the sale of Whitman & Barnes drills, reamers and 
milling cutters. 












































These benefits are the direct result of Whitman 
& Barnes leadership and effective cooperation 
with its distributors. 








Such outstanding developments as Blue Diamond 
High Speed Drills and Hercules Major Drills give 
: W&B distributors distinct sales advantages and 
place them in a key position with the industrial 
user. 



































Aggressive distributors will find the features of 
a Whitman & Barnes franchise not only profitable 
but extremely attractive from the standpoint of 
|. 1. 43 the active leadership it provides. Correspond- 





z “| z ence is invited from those who are organizing to 








render an intelligent sales service in the new 
order of industrial distribution. 

















Catalog No. 93 illustrating the complete W&B line 
of carbon and high speed tools will be sent upon 
request. 


WHITMAN @& BARNES 


'NCORPORATEO 








Vanufactu rers of Canadian factory 
TWIST DRILLS : REAMERS - CUTTERS wea 8 CANADIAN DETROIT TWIST DRILL 
END MILLS - COUNTER BORES - ETC. ff ©O. LTD..WALKERVILLE ONTARIO 


ve. 
* 
bed 





NewYork DETROIT  Chucayo 


MAKERS OF FINE TOOLS FOR 77 YEARS 
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WRIGHT 
PRODUCTS 


Re 





TAGS 


Type “W” Electric Hoist 


Es 


Type “WH” Low Head- 
room Electric Hoist 


High Speed Chain Hoist 


DISTRIBUTORS 
= SERVE INDUSTRY 
ECONOMICALLY 


"y 











WRIGHT MANUFACTURING COMPANY 
BRIDGEPORT, CONNECTICUT 
An Associate Company of the American Chain Company, Inc. 
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It’s no trick-of-trade to make LARGE screws strong. The 
real test comes in the smaller sizes— which prove to cus- 
tomers your interest in selling them “ALLENS”. Through 
steady improvement in metallurgical formula and methods 
of working, Allen is making small- size screws of utterly un- 
paralleled strength. @ Consistently and nationally Jobber-distributed. 


THE ALLEN MErc. COMPANY 
a ate ee SA. 


A . 
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Features 
One-third lighter . . . Fewer parts than 
any other chain hoist . . . Simple design 
- rugged — most accessible . . . Hard- 
wt and ground ball bearin 
Planetary ty 
brake . . Bright slum h . 


“Inswell” chain . . . Tested to 50% TENT APPLIED FOS 
overload . . . Usual C-M guarantee . . . 
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The Surest 
Evidence of Value 


What is the surest evidence of the best 
value in mill supply catalogue compiling? 
It is obviously to be found where most 


of the distributors place their catalogue 
orders. 


Aside from the few quotations now 
outstanding, more than 90% of the 
mill supply distributors to whom Don- 
nelley’s have submitted proposals for 
catalogues in the last 20 consecutive 


months, have placed their orders with 
Donnelley’s. 








IT IS BETTER TO SECURE THE BEST 
CATALOGUE SERVICE THAN TO WISH YOU HAD 














= 
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It Pays 
to Get the Facts 


During the period in which Donnelley’s 
have completed the last 70 consecutive 
mill supply distributors’ catalogues, there 
have been only four mill supply distribu- 
tors who got proposals from Donnelley’s 
who have placed their orders elsewhere. 
(And none of these four distributors has 


yet received his catalogues.) 


Without expense or obligation to you, we 
shall be glad to make a survey of your 


catalogue requirements for quotation. 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECONDJSTREET CHICAGO, ILLINOIS 
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STARRETT SRCROMETER 
°. 
Screw Thread Comparator 
No. 2104 Range 0-1 inch 
No. 210B Range 
1-2 inches 


STARRETT MICROMETER 
No. 226 
One inch by thousandths 

Anaccurate tool moderately priced. 
In six sizes—t to 6 inches. Supplied 
singly or in sets. 1, 2, 3 and 4inch 
sizes furnished to read in ten 
thousandths at small additional 
cost. 


STARRETT MICROMETER 
No. 230 

Range 0 to 1 inch by thousandths 

With cut avvay frame for usein 

places where ordinary anvil can 
pot be inserted. No. 231 is same 

tool except graduat for ten 

housandths. 


STARRETT SCREW 
THREAD MICROMETER 
No. 575—One inch 
Capacity range from 575A (8 to 
13 threads) to 575D (32 to 40 

threads). 

No. 585—Two Inch 
Capacity range from 585A (4% 
threads to 7 threads) to 585D (22 
to 30 3). 


STARRETT MICROMETER 
No. 127 


Range—o to 4 inches, 4 to 8,8 to 12, 
12 to 16, 16 bo 20, 20 to 24, by 
thousandths. 

Used by U. S. Government for 
heavy Ordnance work. Frames 
steel plate covered with hard rub- 
ber. Interchangeable tail spin- 
dies of different lengths are pro- 
vided to give above capacities. 


Make sure 
your eustomers know 
alt the Starrett mikes 


There are twenty-two distinct types of 
Starrett Micrometers. Each one of them 
is designed to take care of a particular 
kind of measurement — or a particular 
kind of user. 


Acquaint your customers with the 
complete line of Starrett mikes and 
you automatically uncover a wide and 
profitable market. 


Write for additional copies of Starrett 
Catalog No. 25 **E G’’, 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U.S. A. 








icrometers 


STARRETT MICROMETER 


No. 2 


Range 1 to 2 inches by theusandths 
Furnished with lock nut at end of 
desired. 


ie Wi 


STARRETT MICROMETER 
No. 436 
Plack enameled Frame 
Range 1 inch by thousandths in 6 
sizes, 1 to 6 inches. Supplied singly 
orin sets. Priced low. 


STARRETT MICROMETER 
No. 3 
Range 0 to 1-inch by thousandths 
A popular Starrett “ Mike”’ for 
all-round use. Lock nut furnished 
at end of frame if desired. 


STARRETT MICROMETER 
No. 222 
For measuring Sheet Metal 
With 2 and 6 inch Frame Depth 
ginch depth furnished with % 
inch screw movement.6 inch depth 
has 1 inch screw movement. Each 
size has regular Starrett 
sleeve adjustment. 


STARRETT MICROMETER 
No. 224 


Range 2 to 6 inches, 6 to9, 9 to 12, 
12 to 16, 16 to 20, 20 to 24 by 
thousandths. Supplied singly or in 
sets. Interchangeable anvil gives a 
capacity that means a big saving 
in tool equipment. Black enameled 
Frame, well balanced and excep- 
tionally easy to handle 











MILL SUPPLIES 








Insures Suecess 














With good pilots, backed by expert mechanicians and efficient 
management, successful commercial airplane travel is assured. 

In merchandising mechanical rubber goods, B. W. H. also relies on 
its organization, effectively developed under intelligent and rigid 
training and perfected through years of successful demonstration and 
operation. 

Our organization provides the willing and eager service of the 
best informed men in the mechanical rubber goods industry—yours 
to consult on the most productive course to follow in building bus- 
iness with the industrial consumer. The services of these executives 
constitute a pooling of specialized ability and a wealth of authori- 
tative information on modern and successful practice relating to 
mechanical rubber goods. 

Backed by our staunch belief in the principle that the mill supply 
jobber is the legitimate channel for serving the industrial consumer, 
the B. W. H. organization functions continuously in the distributor’s 
interests—his success and our success always inseparable. 

There is no feeling of reliance more satisfactory than that expe- 
rienced by the distributor whose factory connections are strong and 
sound and are established on this progressive basis. 


BOSTON WOVEN HOSE & RUBBER CO. 





a camenivce oe © © © © © © © «© MASSACHUSETTS 
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A “continued story” 


Right now Mr. Valve Buyer is 
reading about this new Fig. 106-A 
lenkins Standard Bronze Globe 
alve with the one-piece screw- 
over bonnet and slip-on stay-on 
disc holder. He is buying this 
ponies. too — through supply 
ouses everywhere. Are you get- 
ting your share of this profitable 
business? If not, write at once 
for particulars. 





€ reads every month 


HIS is Mr. Valve Buyer. He may be an architect, plumbing or heat- 
ing contractor, building owner, manager, an engineer, superintendent 
or purchasing agent. He is reading a continued story . . . the story 
of Jenkins Valves which reaches him month after month in his favorite 
trade journal. 
He has known Jenkins Valves for many years known them as 
fine valves which always live up to their reputation for long, economical 
and efficient performance. 
As a result, he is responsive to Jenkins advertising and the personal con- 
tacts of Jenkins service representatives who frequently call upon him. 
And when he needs valves, Mr. Buyer goes to his supply house. 


When he comes to you, show him Jenkins. The sale will take care of 
itself. 


JENKINS BROS. 


80 White Street 133 No. Seventh St. 524 Atlantic Ave. 646 Washington Blvd. 1121 No. San Jacinto 
New York, N. Y. Philadelphia, Pa. Boston, Mass. Chicago, Ill. Houston, Texas 


JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn., Elizabeth, N. J.; Montreal, Canada 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 


FOUNDED IN 1910 BY ELMER CRAWFORD 


And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Applying we Product 


equal importance 
to analyzing the 
market with re- 
gard to industrial users— 
customers and prospective 
ones—is the job of cor- 
rectly applying ‘individual 
products to the specific 
needs of those users. 

In the development of 
its Industrial Moderniza- 
tion and Market Determi- 
nation Plan, Mitt SupPLies 
lays great stress on the 
necessity for selling. prod- 
ucts best fitted to do the 
job at hand. In order for 
distributors to function 
properly under this new 
program, it is essential that 
manufacturers supply them 
with adequate information 
concerning their products. 

To simplify this work, 
Mitt Suppties has devel- 
oped the “Product Appli- 
cation Chart” reproduced 
on this page. When prop- 
erly filled in by the manu- 
facturer, this chart will 
give distributors definite 
sales information, showing 


0! 


to the JOB 


An Explanation of Mill Supplies’ 
Product Application Chart 


PRODUCT APPLICATION CHART 




















exactly what the market is 
in various types of plants 
for individual items. Col- 
umns are provided for 
production, maintenance, 
power plant and miscel- 
laneous applications and 
there is additional space for 
remarks on special advan- 
tages of products in indi- 
vidual industries. 

The data called for by 
this chart plus that given 
in the “Market Analysis 
Chart,” explained ast 
month, enables the distrib- 
utor to know definitely 
where to concentrate sales 
efforts, both as to custom- 
er and product. Obviously, 
knowledge of this charac- 


_ ter will make for more in- 


telligent sales effort. Manu- 
facturers will receive better 
representation; users supe- 
rior service ; and distributors 
increased sales and profits. 


Further information concerning 
Mitt Supprties’ Market Determina- 
tion Plan will appear in next month’s 
issue. Copies of the Product Applica- 
tion Chart explained here, as well as 
the Market Analysis Chart referred 
to last month are available free on 
request. 
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Number six in a series of arti- 
cles pointing out sales oppor- 
tunities on specific products 


By H. W.' BARCLAY 


Gordon Vaughn, salesman, The W. M. Pattison Supply Company, Cleve- 
land, selling taps and dies to R. DeAnglis of the Ohio Gear Company. 


How Specialization 
INCREASES PROFITS on 


Research Editor, Mill Supplies 


Machine ‘Tool Accessories 


Recent case studies bring out the fact that 

the specialized distributor shows over 800% 

greater gross profit per salesman than the 
non-spectalized distributor 


OES it pay a distributor to 
specialize on machine tool 


accessories? Are the profit 
possibilities sufficient to warrant 
concentration of sales effort? 

These questions, it seems to me, 
can best be answered by presenting 
the results of two case studies which 
we have conducted just recently. 
One distributor specializes, the 
other does not. The figures used 
in these case studies are taken from 
1930 sales figures. 

The non-specializing distributor 
employs 17 salesmen and did an 
annual volume on machine tool ac- 
cessories of $237,000. His gross 
profit was 7% or $16,590. 

The second distributor specialized 
and with 6 salesmen produced an 
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A multiple drilling operation on 
a cylinder block in an automo- 
tive plant. Vertical twist drills 
are drilling valve rod guide holes. 


> 


annual volume of $225,000 at a 
gross profit of 21%, or $47,250. 

A comparison of the results 
brings out the fact that the special- 
ized distributor, while doing a 
smaller volume, shows over 800% 
greater gross profit, per salesman, 
than the non-specialized distributor. 
He is selling service as well as tools, 
and users are willing to pay a fair 
price for that. The non-special- 
ized distributor, on the other hand, 
is selling price entirely and as a 
result his profit suffers tremen- 
dously. 

Price competition on many ma- 
chine tool accessories has been very 
severe. A majority of distributors 
cooperating with us in a recent sur- 
vey report that they are forced to 
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SPECIALIZATION 


VERSUS NON-SPECIALIZATION 








CASE STUDY No.1 
17 GENERAL SUPPLY SALESMEN 
SELLING MACHINE TOOL ACCESSORIES 

















17 GENL SUPPLY 
SALESMEN 
$ _ ; fe 
237,000 PER SALESMAN 
OLunE |] GROSS PROFIT 
$ 13,941 GROSS PROFIT 
reat F vOUDIE PER SALESMAN 
INEeS, | 4975.87 | 

















CASE STUDY No.2 


6 SPECIALIZED SALESMEN 
SELLING MACHINE TOOL ACCESSORIES 


6 SPECIALIZED 














SALESMEN 
¥25,000 
ANNUAL | GROSS PROFIT 
VOLUME PER SALESMAN Cross RROFIT 
fee F537, 600. | PER SALESMAN 
47,250 ANNUAL 
VOLUME $7,875 



































sell certain items at or below cost when selling and op- 
erating expenses are taken into consideration. 

This condition can and should be corrected. It can 
be helped considerably by following the plan outlined 
by the specialized distributor just referred to. He 
uses a strictly selective policy in securing manufac- 
tured products offered for resale, choosing only lines 
which are advertised nationally to stimulate consumer 
demand, and are accepted as being of high quality. 

He also uses a selective policy in managing his sales- 
men. First, he classifies customers according to po- 
tential requirements. Plants using cutting and thread- 
ing tools in production are rated as “A” plants and 
specialized selling is applied only to them. Mainte- 
nance users are served by general supply salesmen. 
Specialized salesmen are given a thorough education in 
the uses and applications for the type of tools handled. 
The men spend several days at the factories, learning 
how to apply confidential data which is not ordinarily 
obtainable. The consequence is that when they are 
ready to undertake the actual selling of tools, they are 
thoroughly capable of doing a real creative job. 

This distributor goes further by grouping for spe- 
cialization several items used in production by metal 
working plants, including small machine tools, abra- 
sives, welding equipment 
and machine tool acces- 


the fact that because many distributors are not set up 
to offer this kind of specialized service, the big plants 
are not ordering as large a proportion of their total 
machine tool accessory requirements from distributors 
as the small ones. In the case of plants buying from 
$20,000 to $55,000 per year, distributors secure but 
25.7% of the business, leaving a potential of 74.3%. 
Industrial buyers report that the conditions shown 
by this survey are largely due to the fact that they are 
usually forced to go direct to the manufacturer for 
special sales information required in order to select the 
proper tools for production operations. Contact with 
individual marfufacturers, district managers and sales- 
men for manufacturers bears out this fact, for it shows 
that the accepted policy of dealing with distributors is 
to provide them only with general sales data such as is 
available in catalogs, but to withhold essential informa- 
tion which would enable them to do a real selling job. 
It is little wonder, therefore, that distributors are not 
securing all the business to which they are entitled. 
Sales facts are essential to intelligent sales effort and 
manufacturers must provide distributors with those 
facts. In selling without the necessary information, 
distributors must compete entirely on a price basis, get- 
ting orders as a grocer gets orders for sugar. 
There is no more dis- 
couraging picture in the 





sories. As a_ conse- 
quence, when his sales- 
men call upon any user, 
they are able to offer 
complete service on any 
one -of the important 
types of products regu- 
larly used. 

The salesmen are 
trained to sell the idea of 
standardization and the 
economies that can be 
obtained by applying the 
correct product to each 
job. As a result, this 
distributor has secured 
an excellent volume of 
profitable business. pe 

A survey of 20 typical Aas 
machine shops reveals Li 


PERCENTAGE OF .. 





HOW 293,000 MACHINE TOOL . 
ecg igrig ACCESSORY PURCHASESIARE DIVIDED — 





ae ae Ti WaLUR. OF MACHINE TOOL 
ACCESSORIES PURCHASED BY. TYPICAL PLANTS *» - 


entire industry than the 
present competitive situ- 
ation in marketing many 
items classed as machine 
tool accessories. Most 
distributors and many 
manufacturers frankly 
admit that when all costs 
are included, present re- 
sale -prices are not ade- 
quate to provide a profit 
on the business of large 
users. ‘This condition is 
reflected into other in- 
dustries through uncon- 
trolled price cutting re- 
sorted to as a measure of 
ae last resort. In many 
cases, even the small 
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Cutting oil is used in large quantities by metal working plants. 


This automatic finishing machine, in 


an automotive plant, is typical of many machine tools requiring cutting oil. 


Profit Possibilities 
in METAL WORKING 


PLANTS 


The development of improved shop practices 
in metal working plants has opened up new 


HOP practices in metal 

G ovine plants are im- 
proving year by year. 
New and improved methods 
are being developed right 
along which cut down pro- 
duction and maintenance 
costs. Of course, this pro- 
gressive trend in the industry 
opens up new opportunities 
for the wideawake distributor. 
The trend toward closer 
production limits, for exam- 
ple, is increasing the market 
for precision tools and gages. 
The general reduction in ma- 


Number six in a_ regular 
monthly series of articles dealing 
with distributors’ markets. 
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sales opportunities for distributors 














WHAT ARE METAL WORKING 
PLANTS? 


No. of Machine Tools | 


Used in 1930* 


fo nl implement plants 
Railroad repair shops, car builders 
Typewriter, calculating machine and cash 

register manufacturers 
Aircraft and aircraft engine manufacturers 
Diversified iron and steel products mfrs. .306, it 
Textile machinery builders 22,514 
Motor vehicle plants 
Non-ferrous metal products mirs 
Electric equip 
Pump, fan and air compressor mfrs 
Construction equipment manufacturers. . 
Hydraulic, mining mach. builders 

> a shops and misc. machinery mfrs. . 

ngine mfrs., steam, diesel, oil, water. 

Food machinery builders 
Motor vehicle body and parts mfrs 
Woodworking machinery manufacturers 5,142 
Conveying and transmission mach. a. 22; 433 
Paper and printing machinery mfrs.... 10,720 





*The demand for machine tool accessories in 
each division of the metal working industry 
will correspond to the relative number of ma- 
chine tools operated 














chined tolerance limits per- 
mitted to pass _ inspection 
means that better and more 
efficient production tools are 
being required. There has 
been an increase in the use 
of welding equipment esti- 
mated at more than 350% 
during the past five years. 
At present, no well-equipped 
metal working plant is oper- 
ating without at least one 
outfit and many plants have 
complete welding depart- 
ments. Polishing and plating 
equipment has also come into 
more general use. Sales of 
this type of supplies have 
shown a steady increase with 
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WHAT DO METAL WORKING PLANTS BUY? 
Nuts, bolts, cap screws 

Unclassified tools 
Testing apparatus 

OURS SHOE NOR 5s 56 05s v0 onb<aesccsaseeenne 

Clutches 

Speed reducers 

Machine tools 1,419.00 
Welding wire 235.00 
Abrasives 233.00 
Grease and lubricating oils 67.00 
Tool room supplies 317.00 
Machine tool accessories 565.00 
Brooms and brushes 191.00 
Mechanic’s hand tools 172.00 
Steel and iron 29,855.00 
ee Se re ore rrr 261.00 
Electric motors 704.00 
Chain and electric hoists 277.00 
Conveyors and parts 435.00 
WU Gt CIE GEIR. co isos cv cécccavesestas 370.00 
Fans and blowers 37.50 
Tumbling bowls 91.00 
Metal working plants use a lot of abrasives. This opera- Air compressors 162.00 
tion shows an outboard motor cylinder block being honed. Sand blast equipment 458.00 
Power transmission equipment 370.00 
Ball bearings 219.00 


many distributors. Due to the growing use of contin- aan ce 
uous production the demand for high-speed finishing Steel shop furniture 120.00 
units and abrasives of all types for attachment to grind- |} Cutting oil eg 
° > R Miscellaneous supplies 1,618.00 
ing machines, has increased tremendously. OREN 6. 

While there are many factors favorable to the dis-_ || mua ee eee 
tributor in the metal working industry there are two || 
serious barriers to business which must be recognized. 

First, many processes encountered in the metal work- 
ing industry today require special dies, tools, abrasives 
or machines which are not stock products. In a recent 
survey, metal working plants reported that the per- 
centage of special tools, abrasives and machines used 
now amounted to 29% of their total purchases whereas 
10 years ago this percentage was not more than 15%. 
This situation cannot be met profitably by most dis- 
tributors, but it affects only a little over a quarter of 
the market and the remainder, of course, is very much 
worth going after. 

The second difficulty develops out of the demand of 
many metal working plants for sales information which 
-will definitely show how production costs can be re- 
duced by using more efficient types of standard supply 
products. Because these problems must be solved by 
the production or mechanical departments, distributors’ 
salesmen often do not know of them unless they are 
specifically mentioned by the men who specify the make 
of supplies purchased or who evaluate the need for 


supplies. This situation, of course, makes it paramount Welding finished or semi-finished metal parts is becoming 


. eae standard practice in many plants. Steam piping used 
that salesmen contact regularly (Continued on page 70) for main boiler header is being welded here. 


























WHO EVALUATES THE NEED WHO SPECIFIES THE MAKE WHO DECIDES WHERE TO 
FOR SUPPLIES OF SUPPLIES BUY SUPPLIES 


Title Title Title 


General Manager General Manager General Manager 


Purchasing Agent Purchasing Agent 

Plant Superintendent Plant Superintendent 
Production Superintendent Production Superintendent 
Maintenance Superintendent 
Master Mechanic 


Purchasing Agent 
Plant Superintendent 
Production Superintendent 


Maintenance Superintendent Maintenance Superintendent 


Master Mechanic : 
Tool Room Foreman Master Mechanic 
Storekeeper Storekeeper 
Miscellaneous Miscellaneous 


Storekeeper 
Miscellaneous 





























Matthew F. Roberts, who, as general purchas- 
ing agent, Atlantic Refining Company, buys 
more than a million dollars of industrial sup- 
plies and equipment a year from the distributor. 


over a million dollars a year. Yet, in all of the 
years I have been here I have never been called 
on by the sales manager, manager, or president of any 
of the local distributing houses. 
Perhaps it is easy to look through the knot-hole and 
say, “The players didn’t function properly.” But it seems 
to me that if I were a dis- 


() purchases from the industrial distributor run 


SALESMENI 


By MATTHEW F. ROBERTS 


General Purchasing Agent, Atlantic Refining 
Company, Philadelphia 


In his years of buying experience, 
Mr. Roberts has come in contact with 
hundreds of salesmen. He relates here 
some of his experiences and indicates 
specifically what he expects of a 


salesman 


stance, the buyer would still feel that he had a source of 
contact with the house; if complaints were not handled 
properly, he would feel free to take his grievance to a 
“higher court.” 

Direct-selling manufacturers see to it that important 
users are contacted by officials at regular intervals. At 
least three times a year and sometimes oftener, manufac- 
turers’ representatives come in here with the officers of 
their companies, many of whom operate factories as big 
in scope as the Atlantic Refining Company. If these 
important business men can find time to visit their 
accounts personally, surely local distributors, whose 
business establishments I can almost see from the win- 
dow of my office, might do at least as much. 








tributors’ sales manager, I 
would arrange a schedule 
which would enable me to 
accompany each of my sales- 
men on the rounds of their 
territory at least 3 times a 
year. By that I mean if a 
salesman calls on an account 
12 times a year, the sales 
manager should accompany 
him at least 3 times. His 
results would be two-fold. 
First, he could study his 
man at work, and advise him 
in the handling of the buyer. 
Second, he could foster a 
friendly spirit between the 
buyer and his company by 
making him feel that his 
business was wanted. He 
could establish a contact 
which would be of inestim- 
able value. If the salesman 
changed positions, for in- 
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EIGHT POINTERS FOR 
SALESMEN 


. Represent a house which can be held 


in high regard. 


. Make calls regularly. 


3. Know your lines or at least your cat- 


alog. 


. Waste no time bluffing. 
. Be interested in developing perma- 


nent customers, not getting the im- 


mediate order. 


. Schedule calls so as not to arrive at 


an inopportune time. 


7. Be a sportsman. 


8. Establish a personal, though not ne- 


cessarily a social, relationship with 
customers. 

















A knowledge of lines and 
straightforwardness are two 
things I like to see in a sales- 
man. He’s the fellow who 
gets my business 9 times 
out of 10. 

Let me illustrate by draw- 
ing a comparison between 
two distributors who con- 
tact me. The salesman of 
the first distributor knows 
his merchandise, but if he 
ever is stumped on a prob- 
lem, he frankly admits it. 
He never tries to bluff his 
way through. He has been 
with his company for sev- 
eral years, and he calls reg- 
ularly. If he promises 
Saturday delivery you can 
count on it. 

The second distributor, 
on the other hand, sends out 
a salesman who doesn’t 
know his catalog, nor is his 
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Do Business With 





word dependable. He 
calls for several months 
quite regularly, and 
then skips a month or 
two. Soon this salesman 
is replaced by another 
who uses the same 
methods. 

I have not met the 
sales managers of these 
two companies, but I 
venture to say that there 
lies the story. The first 
one is sending a $5 man 
on a $5 job. The second 
is sending a $1 man on 
a $5 job. 

Many salesmen seem 
to be concerned only 
with getting an immedi- 
ate order. They will 
make unusual claims 
for their merchandise 
and impractical prom- 
ises in regard to serv- 
ice. Frequently, they 
succeed in getting an 
initial order by such 
methods, too, but that 
first order is usually 
the last one as well. 

Other salesmen de- 
pend on the reciprocity 





go over their mail, After 
4:30 they are anxious 
to clean up the odds and 
ends of the day. This 
also applies to 12 0’clock 
Saturdays. Therefore, 
the man who presents 
his card at such times, 
makes it doubly hard 
for himself, 

I should like to tell 
you about the young 
salesman who called on 
me at 12:30 one Satur- 
day. The amount of the 
job on which he was 
figuring ran into a pret- 
ty big sum. When I 
told him I was leaving 
on the one o’clock train 
for New York and had 
no time to talk to him, 
he said, “I will ride to 
the station with you, if 
you don’t mind.” I did 
not mind his company, 
although I was in no 
mood to talk business. 

He did not waste a 
moment. He talked all 
the way. When we 
reached the station, he 
said, “I will rideto West 








argument for getting 
business, using that as 
their opening wedge, 
when it is really only a 
mediocre closer. 

Talk the merit of your goods and the excellence of 
your service. If you do that, you will seldom have to 
bring up the subject of reciprocity. Reciprocity will not 
move mountains. Even though your house does a lot of 
business with your prospect, the buyer cannot purchase 
from you unless he needs your goods, and their quality 
merits buying them. 

In selling, more than any other profession so much 
depends upon the psychological moment. The salesman 
who calls on me before 9:30 in the morning, or after 
4:30 in the afternoon, has to surmount odds which are 
self-imposed. From 8:30 until 9:30 most buyers like to 
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If you’re a salesman, the moral of this picture is: Never 

swear at anyone who wants to occupy your berth. You 

may meet him on the other side of a buyer’s desk at 
some later date. 


Philadelphia, if you 
don’t mind.” He was 
still talking when we 
got to West Philadel- 
phia, so decided to ride 
on to New York with me. I could not shake him cour- 
teously until we reached Manhattan Transfer. 

That ride cost his house several hundred dollars. He 
had no one to blame but himself either. I was ready 
for golf, not business. So he kept on lowering his price 
until in all fairness to our company, I had to close the 
deal. Had he presented his proposition at an opportune 
time, I would probably have okeyed the order at his 
original price. 

This matter of talking too much seems to be a com- 
mon fault of salesmen and sales managers alike. I re- 
member an experience which (Continued on page 76) 
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Making Counter Selling 


SOMETHING MORE 
Than Order-'Taking 


Taking orders over the counter 1s merely routine 
work, but getting additional business from cus- 
tomers by applying the ‘Sell Him Something 
More’? principle calls for real creative 
salesmanship 
By W. J. SCHLAGER 


Counter Salesman, The Bittenbender Company 
Scranton, Pennsylvania 


HAVE found that in selling indus- 
if trial supplies it is the “plus” effort— 
the little bit more than enough—that 
lifts your results out of the average class 


and makes your work something more 
than a routine job. 

Personally, I get my biggest kick out 
of selling small items that the customer 
had no thought of buying when he en- 
tered the store. To me there is a great 
thrill in the sound of the cash register as 
it rings up the sale of some item that is 
usually overlooked in the scramble for big 
unit sales. 

Belting, for instance, is a product that 

suggests the need of many other articles. 
When a man comes in to buy a piece of belting of course 
I serve him. That’s part of the routine for which I draw 
a salary. But after he has made the purchase and I sell 
him belt lacing and belt dressing in addition, that re- 
quires the “plus” effort which makes counter selling an 
interesting game. 

A jack is another item which presents an opportunity 
for selling additional supplies. In selling jacks, I usually 
work on the principle that a user needs more than the 
one jack he generally comes in to buy, for in this section 
many are used in coal mines to raise cars that have 
slipped off the track. The jacks are kept near the mouth 
of the mine, if they happen to be small ones, thus neces- 
sitating a trip back whenever one is needed. I point out 
to jack customers the saving in time and effort in having 
a number of jacks and placing them at regular intervals 
along the track. Then when the cars run off the track, 
a jack will always be nearby and the car rolling again in 
the shortest possible time. 

I have worked out several practices that have proved 
helpful to me in selling these extra items, and I make 
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use of them regularly in counter selling. 

One thing I do frequently is to run a 
small sales campaign of my own. For in- 
stance, I may decide on one day to talk to 
every user of electric drills who comes 
into the store and call attention to the fact 
that a grinding stone may be inserted in 
the end of the drill. This provides a port- 
able drill at little cost that will serve a 
wide variety of uses. By consistently call- 
ing the attention of every customer to 
this item, I find that at the end of the day 
grinding wheel sales will stand out from 
previous sales like a silk hat on the 
Bowery. 

Another way to sell a customer some- 
thing more is to study qut for yourself who is your best 
prospect. In my own case, I have discovered that there 
is a better opportunity for real selling among the small 
coal operators than the large ones, as the latter have 
engineers on their staffs who recommend the use of 
proper machinery. The small operator, on the other 
hand, often does not have this help and hence he offers 
a fertile market to the salesman who can and should 
show him the way to greater efficiency through the use 
of proper tools. Then, too, competition for the small 
cperator’s business is not so keen as for the large one’s. 


THIRD means of getting additional business calls 

for a well-developed curiosity. Almost any cus- 
tomer is flattered to be asked for information and 
pleased to talk to an interested listener about the thing 
he knows best. By listening carefully, the counter man, 
who doesn’t have the opportunity to visit the plant or 
mine and make observations for himself, can gain the 
friendship and good-will of the customer and at the 
same time obtain valuable (Continued on page 82) 
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Sales Methods that 
BUILD 
CUS TOMER 
CONFIDENCE 


We have found that selling quality mer- 
chandise and rendering first-class service 
wins out against cut-price competition 


HAT the customer is in- 
terested primarily in qual- 


ity merchandise and good 
service is the basic principle upon 
which our company has been 
conducted since its establishment 
79 years ago. This was the be- 
lief of W. F. Barrett who 
founded our organization in 1851 
when Joliet was a small country 
town, and it is the carrying 
through of such a program that 
has developed it from a one-man 
company to one with a personnel 
of 120, and a business increasing 
steadily. 
“Low-pressure”’ methods of 
selling, we have discovered, bring 
better results in the long run than 
high-pressure tactics. What we 
gain in customer confidence more 
than makes up for any loss in 
immediate orders. 
As a result of the reputation 
we have established by following 
these methods, orders come in 
every day from customers who 
are well aware that they could 
shop around and buy elsewhere at a slightly lower price. 
Let me illustrate. One of our customers used to buy 
most of his goods elsewhere. One day our salesman 
found the purchasing agent in the throes of a fit of econ- 
omy. “I’d like to buy some vises,” he told our salesman, 
“and while you’re a good fellow and represent a good 


APRIL, 1931 


By C. J. SHAW 


General Manager, Barrett Hardware Company 
Joliet, Illinois 


house, I can’t afford to buy from 
you. The president of our firm 
has been complaining about the 
high prices we pay for goods. A 
big contract has just been lost be- 
cause we did not bid low enough. 
And the reason we could not bid 
lower was because we could not 
buy lower. Then you come in 
here and want us to pay even 
more than we have been paying 
for supplies. Now frankly, if 
you were in my position would 
you buy from Barrett’s?” 

“T can see your point of view,” 
said our salesman. ‘What kind 
of vises did you have in mind?” 

“The same kind we have now,” 
was the reply. “We can get them 
for several dollars less than the 
brand you handle.” 

“How many times can you op- 
erate a vise before it becomes un- 
serviceable?” our salesman 
wanted to know. “And how 
many pieces out of a thousand 
does a workman damage or ruin 
by exerting too much pressure ?” 

“How should I know? What has that got to do with 
the price of vises anyway?” the purchasing agent coun- 
tered. 

“I just want to point out the fact that the purchase 
price of an article and the cost are not necessarily the 
same,” our man replied. “The vise we sell has jaws that 
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grip the work evenly without too much strain on any 
one part. You don’t have to tighten it as much to make 
sure your work is held firmly.” Here he drew out a 
model and proved his point. 

“You will notice too,” he continued, “that with one 
movement you can swing the vise to any desired angle 
and set it firmly in that position. Then too, this vise 
weighs eight pounds more than those of the same size 
which you are now using. This gives more stability. 
Notice the renewable jaws, also. When you want to 
replace them you can do so from our stock right here in 
town. There is no waiting or uncertainty about it. 

“This vise will give you double the wear of an ordi- 
nary one and will save you money by reducing damaged 
and spoiled parts. Balance the cost of this vise against 
the cost of the cheaper one plus the extra expense it will 
put you to in a short time and you are money ahead 





shoes to Hottentots. From the beginning we impress 
on them that their principal work is to give the customer 
service that satisfies and to see that harmonious rela- 
tions continue. One obvious effective result of this 
policy is that our salesmen have in most cases been able 
to win the confidence of our customers to the extent 
that they are granted unusual liberties in going through 
industrial plants and studying their needs. Because of 
this courtesy, our specialty men have been able to make 
some very valuable contacts. If they fail to sell on the 
first call we follow up with low-pressure methods. 
Following out consistently on this policy of selling 
quality through continuous service we make it clear to 
our men that it is the total business done that is im- 
portant, not just the orders brought in personally. 
They pass this idea on to their customers and encour- 
age them to call us at once when goods are needed, 





Interior and exterior views of the Barrett Hardware Company. Note the com- 
pact arrangement of stock shown in the picture at the left. This company 
has been established since 1851. . : 


buying this one. That is the reason why, if I were the 
buyer, I would take this vise instead of sending away for 
a cheaper one that would cost more in the long run.” 

Our salesman got that order and has continued to get 
most of this firm’s business ever since. 

Sometimes, of course, the purchasing agent is not far- 
sighted enough to see the wisdom of buying quality mer- 
chandise. Not long ago a buyer put in an order for some 
new bearings on power equipment. The kind specified 
was of an obsolete type that has not been used for sev- 
eral years. These bearings were cheaper in price but 
the cost, when their lower efficiency was taken into con- 
sideration, far exceeded that of newer types. 

Unfortunately in this case we were not able to reach 
the plant engineer. The purchasing agent insisted on 
buying the type called for in the order. The result was 
that this concern paid very highly for a small saving 
in the initial price. If he had permitted some well- 
informed salesman to discuss the matter with the engi- 
neer this expense would have been avoided. 

Naturally, a company’s policies are shown to the cus- 
tomer largely through its salesman, and for this reason 
we are very careful to select our salesmen, rather for 
their integrity and tact than for their ability to sell snow 
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rather than to wait for a personal call. In this way, 
there is less danger of losing business to salesmen from 
other firms who may happen in when purchase orders 
are on file. 

Prompt delivery is another thing that helps us in 
beating the cut-price problem. Customers in the Joliet 
territory can telephone an order and know that it will 
arrive in a remarkably short time. We have regular 
deliveries that cover the city twice a day, and in addi- 
tion we provide special delivery for rush orders. 

Our business has increased five times since 1910 and 
we are planning further expansion. This indicates def- 
initely the advisability of low-pressure methods of sell- 
ing quality and service, rather than seeking business on 
a price basis. Costs have mounted so rapidly that we 
cannot compete with manufacturers or distributors who 
sell price alone, and experience has proved to us that 
we don’t have to. 

Intelligent, low-pressure sales methods on quality 
products have proved successful in the past. In the 
long run, they always win out against cut-price com- 
petition. Our company has stood the test of operating 
under such a program for many years and expects to 
continue its efforts for many more to come. 
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ARE You PassiING 
the BUCK to 






MANUFACTURERS? 


It 1s the distributor’s responsibility to main- 
tain adequate stocks to serve the needs of users 


in his territory. 


When he fails to do this, 


he 1s falling down on one of his most important 
distributing functions 


HENEVER 
manufacturers of 
industrial supplies 


and equipment get together, 
the question, “What’s going 
to happen to the distribu- 
tor?” is likely to come up. 

Our company has sold through distributors for more 
than 50 years and is convinced that, as a class, they 
render a service without which industrial users would be 
sadly handicapped. Unfortunately, however, some dis- 
tributors do not function as they ought to, and, as a 
result, the entire industry suffers. 

Some time ago, I had occasion to analyze our business 
with two distributors. One of them had placed some 
90 odd orders with us during a 12-months’ period. The 
average size of the orders was $186.21. During the same 
period, the other distributor had sent us 1141 orders, 
averaging $16.11. 

The point I want to make is that the distributor who 
gave us the 1141 orders was not justifying his existence. 
He was threatening his own future as well as that of 
many other distributors. His method of doing business, 
one which has become all too common in late years, 
forms a point of attack for manufacturers who feel that 
the distributor has no place in the modern scheme of 
distribution. 

It is true that present transportation service makes it 
possible for a distributor to carry a less extensive stock 
than was necessary when it took from a week to a month 
for an order to reach his shelves. It is also true that the 
period since 1920 has been one of gradually declining 
prices, so that there is a natural and defensible tendency 
on the part of the distributor, manufacturer and user 
alike to maintain minimum stocks. 

Some distributors have seen in the general decline of 
prices an excuse for keeping stocks at a minimum even 
when it resulted in giving unsatisfactory service to cus- 
tomers. Others, more forward-looking, however, have 
seen in the tendency of users to cut down their inven- 
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By W. B. DU MONT 


Vice-President, Greenfield Tap and Die Corporation 
Greenfield, Massachusetts 








tories, the opportunity to 
better their Service and 
more firmly establish them- 
selves as a logical source 
for supplies. 

The first group obviously 
is placed in a very disad- 
vantageous position. But the short-sightedness of those 
distributors who fail to maintain adequate stocks has a 
serious effect on others as well as themselves. It encour- 
ages manufacturers to sell direct, which, of course, 
results in loss of business both to distributors and manu- 
facturers selling through them. 

In going from the general to the particular, let me give 
an example of what happens when the distributor per- 
mits his stock to reach too low a point. Not long ago, a 
medium sized manufacturer placed an order direct with 
us for a half-gross of a standard sized machine screw 
tap. In accordance with our regular practice, we shipped 
direct and billed through the distributor in whose terri- 
tory the manufacturer was located. In a letter we 
explained that future orders should be placed through 
our distributor who was prepared to render excellent 
service. In due course, we received a reply, the gist of 
which was, “Distributor, bah! I have already been in 
touch with that house and they only had four of the 
taps I wanted in stock.” 

This experience is typical of many which have come 
to my notice lately. I think it important because it seems 
obvious to me that if a user has several experiences of 
this sort he will be encouraged to buy direct. 


ANUFACTURERS who are selling through the 
distributor and honestly playing ball with him 

also receive a jolt when such instances come to their 
attention. They wonder whether they are distributing 
their goods in the proper way, and are encouraged to 
consider cutting out the distributor and selling direct. 
All of us can name dozens of manufacturers who have 
eliminated distributors and gone (Turn to page 72) 
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~ WHors WHO 


LOUIS A. CLARK 


President, Samuel Harris and Company, Chicago, Illinois 


IKE the skilled baseball player 
whose movements look so easy 
that only the observing expert 

knows they are skilled, L. A. Clark’s 

quietly successful business perform- 
ance is not the kind that loudly calls 
attention to itself. In times of stress 
he is as decisive and forceful as any- 
one, but he makes no fuss about it. 
Louis Clark is the kind of man 

Horace Greeley was thinking of when 

he hung a sign in his office reading, 

“The shallows murmer, but the deeps 

are dumb—wade in.” Clark has been 

“wading in” and making the most of 

opportunities with quiet ease ever since 

he was knee-high. Although courte- 
ously receptive to the opinions and 
suggestions of others, there is no hint 














WHILE Louis Clark 
possesses a quiet, unassuming manner, there is 
no suggestion of vacillation or indecision about 
him. When necessary he is as decisive and 
forceful as anyone. He is the kind of man 
Horace Greeley was thinking of when he hung 
a sign in his office reading: ‘‘ The shallows mur- 
mur, but the deeps are dumb—wadein!’’ Clark 
has been ‘‘wading in’’ and making the most of his 
opportunities with quiet ease ever since he was 
knee-high 


of vacillation or indecision about him; 








he is able to settle things quickly, with- 
out showing outward haste. 

Mr. Clark was born at Northamp- 
ton, Massachusetts, in the early seventies, and remained 
in the vicinity until he was 19 years old. His boyhood, 
he insists, was normal, with no wild dreams of the great 
things he would do later on. His chief interest was in 
sports of all kinds, with baseball holding his first at- 
tention. 

At the age of 14 he suddenly decided that he was fed 
up with the three R’s and announced that he wanted to 
go to work. His family were reluctant to have him do 
this, but realizing the importance of giving him plenty 
of rope, they consented. He had a friend who was work- 
ing in the town of Palmer, not far from Northampton, 
and so he went there because he was fond of his pal 
and felt that he could enjoy his start in business more 
if he had good company. 

Arriving at Palmer he dropped into a wall paper and 
hardware store and hung up his coat and hat. He must 
have made an impression, as he was invited to board 


with his employer. The salary was only $1 a week, but © 


a dollar went much farther in those days, and he felt 
that he was making a start toward a business career. 
After two years in this store, Louis decided it was 
time to leave, and he went to work for the Morgan En- 
velope Company, Springfield, Massachusetts, in the 
printing department. There he was a regular “printer’s 
devil” doing all the odd jobs and running around that 
was necessary. The head of the department took a liking 
to him, and handed him the coveted job of delivering the 
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theatre programs, which were printed by the Morgan 
people. As a result of his contact with the show houses 
he received free tickets to all the shows, thus gaining the 
opportunity to see Edwin Booth and other stars for 
nothing. ; 

At the end of a year and a half, Mr. Clark lost this 
job, and this happening brought home to him the fact 
that he had been a little premature in ending his educa- 
tion three years before. So he gamely did an about-face 
and went home to his parents to select his Alma Mater. 
His family were then living in Easthampton, a town 
close to Northampton. 

After breaking the pleasant news that he realized the 
need for more education, thus confirming his parents’ 
belief that he would return, he entered Williston Semin- 
ary. He planned to complete a four year course, but 
after two years, left school to re-enter business. 


~ this point when he was not much more than 19 
years of age, he took a chance which turned out to 
be the most important move of his life. He went with a 
man who was setting up a textile business in Newport, 
Rhode Island, for the manufacture of elastic fabrics. 
The owner remained at home to attend to the production 
end, and Mr. Clark went on the road to handle the sales. 
His territory included the Middle West and he went as 
far as Kansas City, Missouri, and Omaha, Nebraska, 
selling to the distributing trade. (Continued on page 87) 
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By D. Y. WILSON 


an, Tndustrial Supplies, Ine. 
Vemphis, Tennesse 


e4@ Lhe third of a series of articles pe 


Wea to the pomt where important sales are made 


and dastine connections formed, | have found it 
very helpful to look for new and unusual situations i 


the plant on which T call. When a spot is found where 
a change or correetion is in order, | can then 


recom- 
mend the use of products which will do the work more 
efherently. Ino this wav. plant officials are encouraged 
to talk over their problems with me, and as a= result 
one sale is usually followed by others. By asking 
questions and studving operations, | can become familiar 
enough with conditions to sell the right product for the 
specie tap, 

Some time ago, | was calling on a cotton-oil plant 
and learned that it was having considerable trouble with 
an attrition-mill which was bemg torn up quite regularly 
by the breaking of the iron plates in the heart of the 
Phese plates do the grinding, like millstones and 
en one of them eracked, the fragments protruded, 
causing great damage to the machine itself. | knew 
that anv plate would give way in time: therefore the 
problem was to figure out how to contine the damage 


1 


to the plates themselves, 





\fter studving the. situation carefully, [T recom- 
REINFORCED PLATES SOLVED TH: 
PROBLEM 

In meeting this problem two things were 
taken into consideration—freedom f:om 
trouble and less wear and tear on the 
machine. By selling a reinforced type of 
plate which would not shatter and which 
lasted) one-third longer than ordinary 
plates, we licked this troublesome propo- 


sttron. 
= 


CRACKED PLATES DAMAGED THE 
MACHINE 

The useful days of this attrition mill were 
shortened by the breakage of plates which 
revolve in the big drum in the center. 
Being of ordinary construction these 
plates, when they cracked, damaged the 


entire machine. 
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N carrying out the “Sell Tlim) Something More” 





How We Sold HinS 


XUM 


“SOMETHING More 


XUM 


ended and sold a type of plate which is reinforced 
side, in ao manner similar to the imbeddinge of wires 
rive 


S 
] 


glass to prevent shattering. “These new plates 
me-third more service and when they do break they 

not fall to pieces and tear up the mill 
[)' TRING: another visit to this plant Eran into a valve 
problem. In the steam system, an obsolete type of 

Ive was beme used on the boiler blow-off line 

Phe valve was difficult to operate and frequently stuck 
soit could not be opened. This was a source of danger 
he men firine the boilers. Both trouble and danger 
vere eliminated by the substitution of a quick-opening 


1 oft valve, especially designed for boiler blow -ott 


Phe next call brought me in touch with that part of 
he plant where the linter saws operate. On these ma 
chines are a number of eummers--small circular files 
hich keep the saws sharp. | learned that these eum 
mers had to be changed frequently, which took con 
siderable time. Selling this customer a ditferent kind 
i gummer which gave 18 additional service improved 
his situation greatly, 

Fhe replacement or repair of a conveyor belt severai 
hundred feet long is an important proposition. [ learned 
that this plant was having to replace a large conveyor 
belt cach season. Upon investigation, TE found it) wa 
a canvas belt which would not) stand up under. the 


1 


abrasive action of the cotton-seed it earried. \ rubber 








A BETTER BROOM PROVED 
ECONOMICAI 
A cotton-oil plant is hard on any kind of 
broom but we noted that the common 
corn type which was being used wore out 
much too rapidly. To replace these we 
sold steel-capped, bamboo-center brooms 
and they have paid for themselves many 


times over, 


IMPROVING AN IMPORTANT 
OPERATION 
Part of the operation on linter saws is 
performed by gummers or small citeulat 
files. By recommending a different type 
of gummer, we were able to improve the 
service of these saws 18% —-a worthwhile 


saving. 
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BELT PROBLEM SOLVED 

The next recommendation and sale came as a result of a 
canvas conveyor belt which was giving trouble. This 
belt had to be replaced every season due to the abrasive 
action of the cotton seed. There were frequent break- 
downs, too. The new rubber-covered belt which was sub- 
stituted is resistant to abrasion and functioning very 
satisfactorily. 


THE WRONG VALVE FOR THE JOB 
During a later visit we learned that obsolete 
boiler blow-off valves were being used and that 
the plant engineer regarded them as dangerous. 
\ fireman would frequently have great difficulty 
in operating them. The boiler needed a valve 
S. M. E. 


sold him a valve of acceptable type which oper- 


which met A. specifications and we 


ated much more efficiently. 





ANOTHER SAVING 
Complaints from the engineers that this conveyor required 
too frequent oiling set us thinking. We found that, when 
the oiling was forgotten much trouble resulted. By replac- 


ing the babbitted caps with a new oil-impregnated type. 


ANOTHER SALE 


which greatly reduced labor and saved money, most of 
the shut-downs were eliminated. 


apply conscientiously 


€ Sold Him Something More 


covered belt which was resistant to the action of the 
cotton seed and therefore lasted longer and gave better 


service, solved this problem, 


| RIND it doesn't pay to confine vour efforts entirely 
' ly *\% +s \ 


Ie proovienis Many times being helptul on 
smaller jobs wall lead to something better later on. Thi; 
particular 4 » whe I refer was using ordinary 
corm bro hich of course, wouldn't stand up long 
under the hard) service | explained why the. steel 
capped, bamboo-center type of broom would prove more 
Satis tacto ne suceceded in getting the plant to adopt it. 

\nother source of annovanee and expense was a 
screw-type convevor which was subject) to unusually 
hard service, | learned that babbitted caps were being 





used on the machine, and that it required constant oiling. 
| tigured that an. otl-impregnated, wood cap would 


chiminate the need for such close attention. ‘The change 
was made and, masmuch as the convevor is 300 feet 


long with a cap every 10 feet, the saving of time and 


labor alone was considerable. In addition unnecessary 
shutdowns formerly experienced on account of 


neg- 
lected otling were eliminated. 
Phe “sell him something more” principle is sound. 
an important factor with me in developing 
unprofitable accounts imto profitable ones—smiall cus- 


tomers mto large. 


It has been 


In my opinion it is a principle every salesman should 
result) in 


business but also helps build up a 
foundation for future 


for not only does it 
more mmediate 


sales. 


XUM 


XUM 
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DISTRIBUTOR 

SECURES 50% 

INCREASE IN 
OSBORN BRUSH SALES 


Striking proof of the effectiveness of 
selective selling of Osborn) Brushes ts 
evidenced by Couc h & Hevle, Inc ‘ ot 
Peoria, Hlinois. 
“Tt is really a pleasure,’’ stated Mr. Lb. 
I. Forbes, Vice President, ‘‘to consider 
the Osborn line as it is one of the lines 
Which gave us a marked increase in 
volume during 1930 which all of us 
admit was a pretty tough year. 
This increase,’’ Mr. Forbes ex- 
ined, was chiefly due to two 
factors—the splendid co-operation of 
the Osborn representative backed by the 
Osborn factory and our own special- 
zed sales efforts on Osborn Brushes. 
Our boys talked Osborn 


revardless of whether or not there was 


Srushes 


ale in sight. The result was that our 


volume increased approximately 
‘per cent in 1930. 
\We have made it a point to specialize 
Osborn Brushes by spending a full 
veek on the line at periodic intervals and 
the results have been very gratifying. 


“This plan will be continued in 1931 
nd we are looking forward to a very 
ibstantial increase in volume.’’ 
Couch & Heyle, Inc., is typical of 
Osborn “brush conscious’’ dis- 
tributors who are working hand 
hand with Osborn to make their 


rush business an outstanding success. 





CAdverticoment) Copyright 


COLLECTIVE ACTION 
NECESSARY FACTOR 
OF DISTRIBUTION 


More than ever before, the industrial 
distributor’s salesman must utilize his 
experience and knowledve for the 


benetit of his customers. 


One of the most important features of 
‘The Osborn Plan ts to help the Osborn 
distributor and his salesmen to a better 
understanding of Osborn Brushes and 
their correct applications to industrial 


requirements, 


When a customer knows he ts receiv- 
ing real help from an Osborn distribu- 
tor’s salesman, he is usually sold on 
the wisdom of concentrating all his 


brush purchases in the Osborn line. 


In the final analysis, the industrial user 
is the one who receives the actual ser- 
vice from Osborn Brushes. By collec- 
tive action, Osborn and the Osborn 
distributor work together for the con- 
stant development of Osborn Brush 


SCFVICE. 


This constructive program ts helping 
distributors raise their brush business 


to the top class of leading lines. 


C. W. TITGEMEYER 


Vice President of 7 Ishorn Manufacturing Compar 





KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 

Floor Brushes 

Push Brooms — Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


5401 Hamilton Ave. - Cleveland, Ohio 
Sales Branches 


New York, Detroit, Chicago, San Francisco, 
Los Angeles 


lanufacturing Co. 











PITTSBURGH 
DISTRIBUTOR LINKS 
ARMS WITH OSBORN 


“We are going after the brush busi 
is the statement of 
William “TV. “Vodd, Jr., Vice President 
and Sales Manager of Somers, bitler 
and “Todd Co., 


Ness In earnest,”” 


of Pittsbureh, Pa. 


"This decision was made after the 
greater Osborn Plan of Co-operation 


with Distributors was explained to us. 


Followime our decision to dine up 


said Mr. ‘Todd, we 
Kemp, Osborn repre- 


with Osborn,’’ 
invited be. OP. 

sentative in our territory, and Lloyd 
Hh. Weber, Advertising Manager, to 
address the salesmen at our February 


monthly sales meeting. 


“Our men now have a clearer picture 
of the sales possibilities of Osborn 
Brushes. After the sales meeting, each 
salesman. talked Osborn) Brushes to 
customers and left a copy of the 
Osborn No. 


important buyer. 


175 Catalog with every 


A follow-up letter was sent to each 
customer receiving the catalog and 
every sales effort is being used to build 
up the potential business we know ts 


ay atlable. as 


Somers, Fitler and “Vodd Company 
will receive full co-operation from 
Osborn to help make their brush busi- 


ness a leading line 





Osborn Wire Serateh Brush blocks 
tre made of thoroughly seasoned 
hardwood, air dried for at least 
ix months to prevent checking 
ind splitting of the finished brushes. 


L. Various Gauges of special wire are stored 
large quantities in the Osborn Raw Stores De 
partment. Fach style of brush has its particulaa 


ive of wire best suited to its job requirement 





Brush Business 


with Osborn Wire 
Scratch Brushes 


HAT is the goal of an Osborn ‘thrush 
conscious” salesman? ‘To convince his 
customers of the advantages of Concentrating 
all brush purchases in the Osborn line. 





Pee , » ae Be 
The more a salesman knows about the Every standard type of Osborn Scratch 
o : 3 : . Brushisdest nedto meet the particular 
Osborn line, the easier it is for him to conditions of its field of usetuln 


accomplish his objective. ‘*Brush News” 
helps the ‘tbrush conscious” salesman by 
giving him a practical understanding of the 
correct application of Osborn Brushes. Each 
month, a different group of Osborn Brushes 
is explained in ‘Brush News.” 


Osborn Wire Scratch Brushes are explained 
in this issue. To date, the following groups 
of Osborn Brushes have been featured in 


“Brush News” 





5. Vutomatic machines trim the wire to 
- u torm lengths a unne an even cut 
I. Osborn Paint and Varnish Brushes. t 
2. Osborn Master Wheels. 
3. Osborn Floor, Window and Counter Brushes. 
+. Osborn Wire and Fibre Wheel Brushes. 
5. Osborn Push Brooms. 


6. Osborn Wire Scratch Brushes. 


ne face tor createst ethicrency im use 


Other groups of Osborn Brushes will be 
featured in future issues of ‘*Brush News,’ 


See next page for sales information i 
about Osborn Wire Scratch Brushes. da a , 


4, Cut awav view of an Osborn Serateh Brus! 
idustraty tufts of wire tapled into the block 
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OSBORN WIRE SCRATCH BRUSHES 


Due to the great number of uses for Osborn Wire Scratch Brushes, only the more general uses 
can be listed on this page. An examination of the list will suggest many other uses. In fact, the 
design of each Osborn Scratch Brush automatically suggests possible uses to a customer. 





PARTIAL LIST OF USES FOR OSBORN WIRE SCRATCH BRUSHES 
REMOVING 


CLEANING 


Metal Parts after 
welding 


Small Castings 


Iron Work 


Files Tires for Vulcanizing 


Battery Terminals 


Die Cast Molds 
in Aluminum 


Brass and Copper 
for plating 


Pipe Threads Foundries 


Rust from Metal 

Paint, Varnish and 
Enamel from wood 
or metal 

Dirt and Grease 
from Metal 

Chips and Borings 
from Machine Tools 


BRUSHING 


Scale from trees by 


tree surgeons 


Steel before welding 


No. 1784 

No. 178 
Length of Wire | , Length of 
Brush Part 5 , Length Over All 10 . 


Length of Wire 2 


borr 


Brushes 


No. 1780 
of Wire } 
Block 7 


Length , &x 19 Rows, 











No. 1778 Heavy Gauge Wire 
Length of Wire 1 , 5 x Il Rows, 
Block 7 ee 3 


Length of Wire | 
Block 7 


Wax from Floors 
before refinishing 
Grease, Dirt, etc., 

from concrete floors 
Excess solder from 

auto bodies 
Grease from auto- 

mobile parts 


No. 1778 


”, 4x 8 Rows, 
Block 2'-” x 1'4”, 


No. 7998 (with scraper) 


Solid Block 12” x 1? ,", 4 x 11 Rows, 


No. 1779 
", 9x 21 Rows, 
” 0 D5" 


Length of Brush Part 6”, Trim .”, 


Width of Blade edge 2°.” 


nye” 


Length of Wire Brush Part 6”, Length 


Over All 14”. 
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Report of 
Merchandising Committee’s 
NEW ORLEANS 
MEETING 


Plan agreed upon for presenting 
facts concerning the year’s acttut- 
ties to the coming convention 








HE March 16 
meeting of the 
Joint Merchandis- 


ing Committee in New 
Orleans was featured by 
a report of the research 
work which has been con- 
ducted under the direc- 
tion of H. W. Barclay. 

Mr. Barclay told of 
the fund of pertinent in- 
formation which had been 
secured through personal 











NEW SUBSCRIBERS | 
Cutter, Wood and Sanderson Company | 
Dodge Manufacturing Corporation 
The B. F. Goodrich Company 
Johnson Belting Company 
McGowin-Lyons Hdwe. & Supply Co. 
The M. F, Murdock Company 
Turner Supply Company 


= D. W. McAllen, who, 
in the absence of R. K. 

Hanson, served as acting 
secretary, told of the in- 
| teresting group meeting 
of distributors and man- 
ufacturers which was 
held in New York City 
| for the purpose of ex- 
plaining the Joint Mer- 
chandising Committee’s 
program. Mr. McAllen 











calls on 300 industrial 
users, manufacturers and distributors plus 10,000 mail 
questionnaires, The data is being tabulated and will be 
included in three separate reports which will be ready 
for the Triple Convention in Washington. 

R. M. Gattshall, reporting for the advertising com- 
mittee, stated that the promotional and advertising cam- 
paign which had been authorized and which carries 
through to the Convention had been completed insofar 
as art work, copy, and other preparation is concerned. 
All the material with the exception of the April mailing 
pieces and advertisements has appeared. 

Mr. Gattshall also presented a report of the conven- 
tion committee of which he is chairman. This report 
indicated how the Merchandising Committee’s activities 
should be presented to the Washington meeting. The 

. Plan approved calls first for the reports of the finance 
and advertising committees and then culminates with 
Barclay’s report for the research committee. 

In the absence of C. A. Channon, J. L. Pitts reported 
for the finance committee. The committee’s finances are 
in excellent condition, all outstanding bills having been 
paid and a sizable balance remaining in the bank. Col- 
lections from subscribers have also been very good, but 
a few being delinquent in their payments. 


pointed out the interest 
that was manifested in 
the committee’s work, which indicated to him that, once 
the field is thoroughly aware of the constructive job 
being accomplished, subscriptions will come in more 
readily. It was urged by Mr. McAllen that additional 
group meetings be held in important marketing cen- 
ters. At the moment meetings in Philadelphia and 
Baltimore have been planned. 

New subscribers to the merchandising campaign, not 
heretofore published in Mitt Supptiss, include Dodge 
Manufacturing Corporation, Mishawaka, Indiana; Mc- 
Gowin Lyons Hardware and Supply Company and Tur- 
ner Supply Company, Mobile, Alabama; Cutter, Wood 
and Sanderson Company, Cambridge, Massachusetts ; 
B. F. Goodrich Company and M. F. Murdock Company, 
Akron; and Johnson Belting Company, New York. 

Committee members who attended the New Orleans 
meeting were J. L. Pitts, D. S. Brisbin, R. M. Gattshall, 
H. W. Barclay, H. R. Ireland, D. W. McAllen, L. G. 
Puchta, and A. E. Paxton. Guests included D. C. Jones, 
A. F. L. Driver, C. J. Salm, and Messrs. Walters and 
Montgomery. 

Before adjournment, it was decided that the next meet- 
ing of the committee would be held at the Wardman 
Park Hotel, Washington, the afternoon of April 26. 
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Merchandising Committee’s 
Report To Be Convention Keynote 


T is but a matter of a few weeks until 
the mill supply industry will convene in 
Washington for the most important 

convention in its history. 


The keynote of the meeting, of course, 
will be the report of the Joint Merchandis- 
ing Committee. An entire joint session of 
the three associations — Southern, National 
and American — will be given over to a 
discussion of the program which this com- 
mittee has worked on so diligently during 
the past year. 


The fact that business conditions were un- 
favorable in 1930 did not hold back the 
committee. It was assigned the definite job 
of developing a nation-wide plan of action 
to improve industrial distributing conditions 
and it did not hesitate a moment in getting 
to work. Before many months had rolled 
by, a program had been decided upon and 
immediately put into operation. As a result, 
even though business conditions have been 
adverse, a great deal of progress has been 
made. 


It is true, of course, that the $65,000 
which has already been subscribed by 200 
distributors and manufacturers is not sufh- 
cient to insure the ultimate success of the 
campaign, but we have a hunch that this 
figure will be stepped up considerably as 
soon as the industry becomes thoroughly 
aware of the constructive work already ac- 


complished by the committee, as well as its 
forward-looking plans for the future. 


You'll get the facts first-hand at Washing- 
ton as to just what this nation-wide program 
in the interest of better industrial distribu- 
tion means to you. Plan to be there— 
April 27, 28, and 29. 


ewe 


Know Your Market 


N a recent article in Industry, Colonel 
Benjamin H. Franklin, president, Asso- 
ciated Industries of Massachusetts, points 

out the necessity of business organizations 
knowing thoroughly the markets they are 
serving. 

Colonel Franklin is absolutely. right. Only 
those organizations which do know their 
markets thoroughly can hope to survive 
present-day competition and prosper as time 
goes on. Mrz Suppuies has recognized 
this fact, as is evidenced in the development 
of its Industrial Modernization and Market 
Determination Plan. 


Month in and month out, we are hammer 
ing home the need for selling known prod- 
ucts in known markets. Further than that, 
we are providing distributors with a sug- 
gested plan for accomplishing that very pur- 
pose. 


Last month Mitzi Supputes brought to 
the attention of the mill supply industry, the 
first of four charts for the use of distribu- 
tors in determining markets—‘Distributors 
Market Analysis Chart.” 


This month the second essential chart, 
“Product Application Chart for Manufac- 
turers,” is explained. Explanations of two 
additional charts will appear in future issues. 

Besides furnishing charts to those who 
wish them, Mitt Suppuigs is concentrating 
its editorial attention on sales facts which 
definitely assist distributors and their sales- 
men to serve their markets better. 


Each issue contains data concerning the 
sales opportunities on a particular line of 
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products and a specific industry. This month 
for example, there is one article dealing with 
machine tool accessories and another with 
metal working plants. 


Industry is demanding modern products 
correctly applied and the entire publishing 
activities of this magazine are dedicated to 
the purpose of assisting distributors in their 
efforts to meet that demand. 


A Sound Guide to Purchasing 


N the March issue of the Purchasing 
Agent a contest, sponsored by the Na- 
tional Association of Purchasing Agents 

and the National Association of Cost Ac 
countants, is announced to provide a practi- 
cal yardstick for measuring the performance 
of purchasing departments. 


By way of comment, the Purchasing 
Agent says: “There is no ready solution to 
this problem. Some purchasing agents at- 
tempt to demonstrate the efficiency of their 
departments by means of reports showing 
that prices paid for materials average less 
than market quotations over the period of 
utilization. That is an inadequate method 
for two reasons. First, market quotations 
have little significance in times like the pres’ 
ent. Second, there are many important fac- 
tors other than price which have a bearing 
on purchasing efficiency.” 


There is little doubt but what too many 
industrial supplies and equipment are bought 
solely on a price basis today. Too many 
buyers go no deeper than the immediate 
price in their purchasing. By the same token, 
too many salesmen dwell on price alone 
when seeking business. 


Many other factors besides price need to 
be taken into consideration in buying, as for 
example, the quality of the merchandise; the 
speed with which it can be delivered; trans 
portation costs; the cost of expediting ship- 
ments; the amount of stock which must be 
kept on hand; insurance and rental costs on 






stock maintained; the possible loss through 
obsolescence, and so on. 


After all, it is the buyer's job to secure 
materials required at the lowest ultimate 
price, which will be reflected in reduced 


maintenance and production costs. If he 
could be provided with a formula which 
would serve as a guide to sound purchasing 
methods, much of the price baiting, so ap- 
parent today, would soon lose its effective- 
ness. 


The two associations which are sponsor- 
ing this contest are to be commended. If 
nothing else, it should focus the buyer's at- 
tention on the many other important factors 
besides price which go to make up the ulti- 
mate cost of an article. 


The Manufacturer’s Responsibility 
and the Distributor’s 


ISTRIBUTORS are studying the sales 
policies of manufacturers more closely 
than ever before. In addition to data 

concerning the quality of the line, user ac- 
ceptance, and sales facts about it, they want 
to be assured of a policy that protects them. 


How about cut-price and direct-selling 
competition? Will the manufacturer refrain 
from these practices? These are questions of 
vital importance and distributors want to be 
sure of the position a manufacturer takes 
concerning them. 


But just as distributors have a right to 
demand proper cooperation from the manu- 
facturer, so too has he a right to expect 
adequate representation from distributors. 


When a manufacturer does his part, dis 
tributors are duty bound to maintain his com- 
petitive position in their markets. 


If the manufacturer will live up to his re- 
sponsibility to distributors and they, in turn, 
will afford each manufacturer the represen- 
tation he deserves, much present-day mis 
understanding will be done away with, to the 
benefit of all concerned. 
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What Price 
PURCHASING 


By WALTER HOLMES 


Eastern Field Editor, Mill Supplies 


UYERS who spend 20 cents 

shopping around to get the 

lowest price on 15 cents worth 
of goods are disturbing factors to the 
mill supply distributor. I happened 
to drop in on one of them just after 
he had opened a sheaf of requests 
for such petty quotations. ‘Look at 
them,” he exclaimed. “They talk 
about reducing overhead and still 
they send out stuff of this kind. 

“Here’s a request for a quotation 
on approximately 20 cents worth of 
carriage bolts. The buyer at that 
plant has made it a fixed rule to get 
competitive prices on every item 
bought. Now I happen to know that 
this inquiry goes to about 30 firms. 
It costs the sender about 15 cents per 
inquiry for stationery, time and post- 
age, or $4.50 in all. Then further 
expense is involved when the astute 
gentleman in charge of purchasing 
looks over the returns and gloats over 
the fact that there is perhaps a nickel 
saving in the lowest price. 

“We really shouldn’t answer the 
letter as the whole order isn’t worth 
the time we would spend in looking 
up postal rates and writing the cus- 
tomer. But the old codger at this 
plant would be offended if we did 
not do so and when a worthwhile 
order came along we would not be 
included. Every mill supply house 
figures the same way about it so most 
of us answer, and each of us hopes 
the other fellow will get the order 
so we will not have to enter a 20-cent 
sale on our ledgers. 


$6 VER here is a group of re- 

quests for prices from another 
firm on about 10 items. The firm re- 
serves the right to accept any individ- 
ual quotation we make for any of 


the items and reject all others. Some 
shortsighted merchandising genius 
figured that by so doing he could 
take advantage of the lowest price 
made by the different concerns for 
each item. The theory is perfect. 
The 10 items may be bought from 
10 concerns. 

“But really now, does the pur- 

chaser get the advantage of lower 
prices? The man at the mill supply 
house knows that he may only be 
given one item. For that reason he 
figures prices to include postage and 
profit on that one item. The total 
shipping charges on 10 items from 
10 different firms are certain to be 
several times as much as they would 
be if the order were sent by freight 
as one shipment from one firm. But 
no mill supply house dares to figure 
on the basis of one item, and still 
offer the purchaser its best price. 
66 HEN too there are a lot of 
firms like the Blank Company 
where the purchasing agent is really 
not to blame for the policy he adopts. 
The management says to him: ‘Your 
job depends on how much you can 
save in maintenance costs. If you 
cannot run the plant on less than the 
fellow who was here before you, just 
get the personal items out of your 
desk and begin looking over the help 
wanted section of the newspaper.’ 
Thereafter the ‘P. A.’ learns to growl 
into his collar or look at the ceiling 
and say, ‘Sorry, old man, I can get a 
better price than that.’ Or perhaps 
he begins to use some cheap product 
that is less satisfactory and thereby 
brings the plant engineer down on 
his neck. An argument ensues and 
the ‘P. A.’ tells the engineer to use it 
and like it. 


This practice of some buyers in send- 
ing out inquiries for prices on every 
item purchased 1s costly 


“Now in cases like that engineers 
can be very disagreeable. If the ar- 
ticle is one easily broken a surprising 
amount of breakage begins to occur. 
More goods are ordered and these 
break too. Then the war is on. The 
engineer is hoping that the general 
manager will complain to him about 
the high cost of maintenance, and so 
give him an opportunity to declare 
that the purchasing agent is ordering 
a lot of junk for his department and 
that if good material were used in 
the first place there would be no 
trouble. So the battle rages and in 
the end it is the customer who loses. 

“In some cases the supply sales- 
man is blamed for making the engi- 
neer dissatisfied with the material 
bought for him. We have one ac- 
count where our salesmen are not 
allowed to visit the engineer. The 
idea of this, of course, is to keep the 
engineer ignorant of new and better 
material and therefore happy. It 
never occurred to this concern that 
better and not cheaper goods might 
be a real economy, or that the engi- 
neer is a pretty good judge of values. 
Moreover the engineer resents this 
attitude as a reflection on his ability 
or honesty. Our firm and others get 
around this ruling by meeting the 
engineer when he goes out at noon 
and taking him to lunch. Improved 
devices are then explained and if the 
engineer is convinced of their super- 
iority he makes the welkin ring 
around that plant complaining about 
the need for this item. 


66 HE main office purchasing de- 

partment is another problem 
for us distributors who are trying 
to make a living and at the same 
time reduce (Continued on page 67) 
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The LEADERSHIP 





Safeguard Automatic 
Liquid Level Gauge ae Navy Type Liquid 
The leadership of Pen- ee 
berthy Products is the 

inevitable result of years 

of conscientious effort to 

put better materials and 

a greater measure of 

skill in their manufac- 

ture. 


The highly satisfactory 

performance of Penber- 

thy Products creates re- 

eat business and good Screw Plunger Spring Compression 
will for the distributor S"ease Cub ad 
who handles them. 

Penberthy Products are 

sold only through the 

jobbing trade. 


Plain Compression 
Grease Cup 


Ejector, Syphon or Jet Pump 


PENBERTHY INJECTOR COMPANY 


SWHa? = «DETROIT «—-“SASA 
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and their salesmen 


Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 






































Barton Leaves Pittsburgh Gage 
and Supply 


, \ HE washing machine depart- 
ment of the Pittsburgh Gage 
and Supply Company, Pitts- 

burgh, has been acquired by the 

Meadows Manufacturing Company, 

Bloomington, Illinois. This depart- 

ment was known as the Gainaday 

Electric Company. 

C. B. Barton, formerly vice-presi- 
dent and general manager of the 
Pittsburgh Gage and Supply Com- 
pany, is now manager of Gainaday 
division of the Meadows Manufac- 
turing Company, with headquarters 
in Pittsburgh. 

xk * * 


Morton L. Schwabacher Married 

The marriage of Miss Emilie 
Bloch of San Francisco and Morton 
Schwabacher, Seattle, took place in 





Dolan; J. Oo 






manager; J. E 





: s 
At the Brierly-Lombard Company, Worcester, Massachusetts, the photographer 
wedge representatives also left are 


present. 
Bizier, representative Oxweld ea Company; 
sentative Fafnir Bearing ow R. V. 
. Fleming, A. B. Matson, and D. F. Collins. 


San Francisco, March 8, at the home 
of the bride’s parents, Mr. and Mrs. 
Henry M. Bloch. 

The bridal couple left for Hono- 
lulu for a wedding trip. Upon their 
return they will make their home at 
902 17th Avenue, North, Seattle. 

Mr. Schwabacher is president of 
the Schwabacher Hardware Com- 
pany, Seattle. He is a graduate of 
Yale and Mrs. Schwabacher is an 
alumna of Mills College. 


*x* * * 


Providence Supply Sells Gears 
and Forgings Line 

Gears and Forgings speed reducers 
have been added to the regular line 
of merchandise handled by the 
Providence Mill Supply Company, 
Providence, Rhode Island. This re- 
ducer line includes planetary, worm 
and herringbone types. 





Reading from the s B.A. 
E. P. Marsh, repre- 
Hoey; T. S. Hancock, vice-president and 





C. W. Griswold, vice-president and general 


manager of Sidney B. Roby Company, 
Rochester, New York, is in the center of 
this group. At his left in order, are 
Charles W. Griswold, and A. E. Buelte, 
both salesmen. At his right are P. W. 
Jewell, representative of Van Dorn Elec- 
tric Tool Company, and Charles E. How- 
assistant to the general manager. 


J. P. Herbert With Empire 
Machinery 
J. P. Herbert, well known Norfolk, 
Virginia, salesman, is now with the 
Empire Machinery and Supply Com- 
pany, Norfolk. 





* * * 


Barrett Hardware Announces 
New Catalog 

The Barrett Hardware Company, 
Joliet, Illinois, is announcing its new 
catalog by a novel folder sent to 
customers a few days previous to 
the mailing of the catalog. The leaflet 
lists manufacturers represented, 
shows a picture of the new book, and 
gives a brief resume of the com- 
pany’s 80 years of service to the 
industry. 

es 6 
New Salesmen for McLaughlin 
Mill Supply 

Paul Franks and L. M. Darling 
are new salesmen with McLaughlin 
Mill Supply Company, Hammond, 
Indiana. Three new lines have also 
been added. They are J. I. Case in- 
dustrial tractors; Majestic steel roll- 
ing doors, and Campbell steel win- 
dows. 
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A NEW DODGE PRODUCT 
AND A NEW OPPORTUNITY 
FOR DODGE DISTRIBUTORS 


This new Dodge product will find wide 
application in industry on machinery, as 
well as for power transmission service. 
Machinery application sales mean con- 
tinuous volume and steady profit to 
distributors who develop this type of 
account. 


The Diamond "D" Friction Clutch is a 


high precision product offering many 
exclusive features which will appeal 
strongly to industrial users. It is an- 
other new product developed by 
Dodge to meet the constantly chang- 
ing and more exacting demands of en- 
gineering and production executives. 


TEN IMPORTANT POINTS 


COMPACT—Dimensions have been kept within 
practical limits required to transmit rated 
horsepower. 

9 HORSEPOWER RATING—Clutches are rated 
to allow 100% overload. 

3 FRICTION SURFACE—Large friction area de- 
velops the full rated horsepower under prac- 
tical unit pressure. 

4 FRICTION MATERIAL—Asbestos discs with 
ground faces insure full friction contact. 

5 COMPLETELY ENCLOSED—In both engaged 
and disengaged positions, clutch is completely 
enclosed, insuring safety and full protection 
against dust and dirt. 

EASY ADJUSTMENT—One point adjustment 
is simple, positive and convenient. 

7 SLIP RING—Heavy duty construction—small 
—easy to lubricate. Either bronze or ball 
bearing. 

8 THROW—Movement of slip ring is constant 
and is not affected by wear of friction material 
or adjustment of clutch. 

9 OPERATION—Powerful self-locking toggle 
mechanism allows easy and positive engage- 
ment and disengagement. 

10 PRECISION MANUFACTURE—Close toler- 

ances insure accurate assembly, true running 
balance, uniform throw, easy adjustment and 
complete interchangeability of parts. 











DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA. U.S.A. 
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One Man in Forty— 


and YOU are the Man 


ID you ever stop to think that you are one of the comparatively 


small percentage of men whose “yes” or “no” really matters 
to American business? 





Every morning 40,000,000 men start to work—in factories and 
mines, banks, railways, stores and other centers of industry or trade. 


Forty million men turn the wheels that keep America clothed, shel- 
tered and fed. 


But only one million of them make business decisions. Only one 
man in forty has the ability, the responsibility or the authority to 
say yes or no in business matters. Hence the real managing power 
of the country lies in the hands of these million men—less than one 
per cent of its total population. 


As a member of this group—this controlling minority—you share 
un important responsibility—the triple responsibility of wisely liberal 
purchasing, of generous employment and of sane management to 
hasten the return of general prosperity. 


How, you ask, do we know that you are one of the million who 
make decisions for others to follow? Because men who read busi- 
ness papers are alert and eager for news of new plans, new methods, 
new equipment. That is why they are the men who control affairs. 


fly ¥0- 


THIS SYMBOL identifies an ABP paper... It 
stands for honest, known, paid circulation; 
straightforward business methods, and editorial 
standards that insure reader interest . . . These 
are the factors that make a valuable advertising 
medium. 


MILL SUPPLIES 


IS A MEMBER OF 


THe AssociATED Business Papers, INC. 
TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 














MORE REASONS 


Why it Pays to Specialize on the 
BLACK & DECKER 


Line of Portable Electric Tools 


When a distributor decides to specialize on one line of tools, 
one of the most important questions for him to ask is: “What 
about the manufacturer behind the line?” . . . Here is the Black 
& Decker answer—a brief resume of the policies governing the 
sale and distribution of Black & Decker products—policies that 
have inspired the respect and confidence which have contributed 
to the widespread acceptance of Black & Decker products— 
more reasons why it will pay you to specialize on the Black & 


Decker line. 


Leadership in advertising, using na- 
tional media, and an extension of sales 
promotion activities. 

Complete service in promoting a larger 
market for Black & Decker products— 
through 15 branch offices in the United 
States and Canada, and four abroad. 


Recognition of the method of selling 
through the distributor as being efficient 
and economical—and 100% adherence to 
this policy! 

Establishment of standard resale prices 
throughout the United States and Can- 
ada, and constant advertising of these 
prices. 


Protection to the distributor against loss 
through price reduction. 

A simplified yet complete line, resulting 
in small stocks and lower investments 
for the distributor, with a correspond- 
ingly greater turnover of investment in 
Black & Decker merchandise. 

24-hour service at 68 conveniently lo- 
cated service stations, carrying a com- 
plete stock of parts and manned by fac- 
tory-trained mechanics. 


Constant research and development 
work for the improvement of present 
items in the line, and for the produc- 
tion of new items. 


See Next Three Pages for Sales Guide A pplications. 

















THE BLACK & DECKER MFG. Co. 
TOWSON, MD., U. S. A. 
World’s Largest Manufacturer 


of Portable Electric Tools 





















Do You KNow— 


WHERE YOUR CUSTOMERS CAN USE 
TAPPERS, SCREWDRIVERS and NUT RUNNERS? 





Shown below area few 
of the items that make 
up the Black & Decker 
Complete Line of Port- 
able Electric Tools— 
The Line that Leads the 
Way to More Business. 





Electric Bench 
Grinders 








The Sales Guide Chart on the 
Opposite Page Will Tell You 


You know—and we know—that your customers do tapping, 
drive screws and run up nuts by hand, simply because they 
do not realize that portable tools can do this job quicker and 
more efficiently. The Sales Guide Chart on the opposite page 
will tell you where these tools are used in forty-seven different 
industries. Use this chart. It fits in with the new era of indus- 
trial buying and selling. It enables you to render a real ser- 
vice to your customers, showing them how they can get in- 
creased efficiency through the use of new portable tools in 
new places. It will help you to develop new customers and 
increase your business with the old. It will serve you by in- 
creasing your sales and profits . . . Specialize on the Black & 
Decker complete line of Portable Electric Tools. When you 
specialize you will find it easier to get your customers to 
standardize—and_ standardization means worthwhile initial 


orders and repeat orders which are profitable. 


Vai G 
Dacian J 
L- 

































Electric Valve 
Refacers 





Electric Screwdrivers 








Electric Tool Portable Electric Electric Polishers and 
Chests Grinders Supplies Electric Glue Pots 














USE THIS SALES GUIDE CHART 


lt will help you to develop your existing markets 
and to find new ones. New uses mean more business. 


APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC TAPPERS, SCREWDRIVERS and NUT RUNNERS 
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see Next Page for Illustrations of Applications 
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APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC TOOLS 


1. Black & Decker No. 3 Electric 
Nut Runner being used in auto- 
mobile engine manufacturing. 

- Black & Decker Electric Screw- 
drivers driving No. 12 and No. 
14 screws in furniture manufac- 
turing. 


. Black & Decker No. 2 Electric 
Tapper tapping 14” holes on 
motor bearing brackets. 


. Black & Decker No. 1 Adjust- 
able Clutch Electric Screw- 
driver being used with nut- 
running attachment in casket 
manufacturing. 


. Black & Decker No. 1 Adjust- 
able Clutch Electric Screwdriver 
being used with nut-running 
attachment in radio manufac- 
turing. 

. Black & Decker No. 2 Electric 
Nut Runner being used in 
washing machine assembly. 

. Black & Decker Electric Screw- 
driver being used to drive No. 9 
wood screws in commercial 
auto body building. 

. Black & Decker No. 2 Electric 
Tapper performing difficult 
tapping job with extension bit. 
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Most of this group are office and stock room assistants with Montgomery and Crawford, 


Spartanburg, South Carolina. T. B. Rowland, 
is at the extreme 


9 of the mill supply department, 





Wheeler Sells Interest in Wood- 
bury and Wheeler 
Mr. Wheeler’s interest in the 
Woodbury and Wheeler Company, 
Portland, Oregon, has been pur- 
chased by Sidney F. Woodbury and 
associates. No change in the com- 
pany name will be made at present. 
* * * 


Voloshen with Buckeye Belting 

Micheal Voloshen is the newest 
member of the Buckeye Belting and 
Supply Company sales force. 


ae 


Fuller Supply Handles New Lines 

The Fuller Supply Company, 
Utica, New York, is handling three 
new lines—Purox welding equip- 
ment and supplies; Minnesota Min- 
ing and Manufacturing Company’s 
abrasives; and Mazda lamps of the 
Westinghouse Electric and Manufac- 
turing Company. 

ee * 


Distributors Report on Business 

From Asheville, North Carolina, 
comes the report made by the Ashe- 
ville Supply and Foundry Company, 
to the effect that business has been 
improving for the past 60 days. 
Hall-Perry Machinery Company, in 
Butte, Montana, says business in that 
section is picking up, and that a good 
year is expected. Hayden Supply 
Company, Grand Rapids, Michigan, 
also writes that it is “getting a toe 
hold.” 

Other companies reporting some 


improvement are: Horsford Broth- 
ers Company, San Francisco; Julius 
Rasmussen and Company, Milwau- 
kee; R. H. Hyland Company, Chi- 
cago; Farwell, Ozmun, Kirk and 
Company, St. Paul, Minnesota; 
Jones and Hardy, Incorporated, 
Hudson, New York; the Nashville 
Machine and Supply Company, 
Nashville, Tennessee, and _ several 
other organizations. 





Meehan with Syracuse Supply 
Company 

W. N. Meehan is now with the 
sales organization of the Syracuse 
Supply Company, Syracuse, New 
York. He was formerly associated 
with the purchasing department of 
the New Process Gear Company and 
Adams Axle Company, also located 


in Syracuse. 
* * * 


McCurry Succeeds Harlan at Frick 
Reid 
W. C. McCurry has been ap- 
pointed manager of the mill and 
mine supply department of the Frick 
Reid Supply Company, Pittsburgh, 
succeeding A. G. Harlan, who re- 
signed recently. Mr. McCurry has 
been with the company 14 years and 
has a wide acquaintance among both 
manufacturers and distributors in 
Pennsylvania, and throughout the 
east. 
a 


Pritzlaff Hardware Takes on 
Stanley Line 

The John Pritzlaff Hardware 
Company, Milwaukee, has recently 
been appointed distributor for the 
complete line of electric tools made 
by the Stanley Electric Tool Com- 
pany, New Britain, Connecticut. 





Part of the sales force of the Strong, Carlisle and Hammond Company, Cleveland, 
about to leave for a ag week-end. Rear, left to right, are: J. L. Craig; E. F. 
M. Beckett, 


Rahe; R. Roesinger; H 


M. Harkness; and C. A. Ball. In 
J. Hammond, H. D. Fritz, and A. R. Lindsay. 


front are: A. 
This company’s complete sales force 


numbers 60 men. 
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The main exposition room where the products of the manufacturers whom 
Perth Amboy represents were displayed during its industrial show. 


Perth Amboy Holds Exposition 
on Anniversary 

The Perth Amboy Hardware Com- 
pany, Perth Amboy, New Jersey, 
celebrated its twenty-second year in 
business with an industrial exposi- 
tion held March 15 to 21, for the 
purpose of giving manufacturers an 
unusual opportunity to demonstrate 
their products to purchasing agents 
and others interested. 

Forty-five purchasing agents at- 
tended the dinner at the Elks club on 
March 19 which was the final event 
in a day during which the agents had 
visited the display rooms and become 
better acquainted with the manu- 
facturers’ representatives and the 
distributors. At this dinner manufac- 
turers’ representatives brought out 
points concerning their products 
which the distributors’ salesmen, 
handling as they do, many lines and 
products, could not be expected to be 
informed on. Manufacturers’ repre- 


Purchasing agents and manufacturers’ representatives 
at the dinner held in the Elks Club. 


I. T. Madsen 


President, Perth Amboy Hardware Company 


sentatives and purchasing agents were 
seated together at the various tables. 

Widespread publicity was given the 
exposition, newspaper advertising be- 
ing used; 2,500 gummed labels an- 
nouncing the exposition placed on 
outgoing mail and deliveries; and 
1,000 letters of invitation mailed. A 


week after the announcement was 
made, considerable questioning failed 
to reveal anyone in Perth Amboy 
who had not heard of the affair, and, 
according to the reports of the manu- 
facturers’ representatives and pur- 
chasing agents, the event justified the 
publicity. 

Manufacturers represented at the 
exposition were: General Electric 
Company; Lowe Brothers; Delta 
Specialty Company ; Swiss File Com- 
pany; Wall Rope Company ; Johnson 
Belting Company; Diamond Empire 
Bolt Company; L. S. Starrett Com- 
pany ; Carborundum Company ; Chase 
Parker Company; Black and Decker 
Company; Jenkins Brothers; Otto 
Bernz Company ; Greene Tweed Com- 
pany ; Clemson Brothers; Bethlehem 
Steel Company ; Wheeling Steel Com- 
pany; E. A. Williamson Company ; 
Slander Tool Company; Broderick 
and Bascom Company; J. H. Wil- 
liams and Company; Pyrene Manu- 


William M. Manion shows Miss Sarah Sokol, what 
a nice swing a chain hoist makes. 
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There isn’t a Better Conveyor Belt 
than ‘WHITEHEAD’ at any price! 





A conveyor belt that isn’t supremely good—is worthless to you 

and your customers. Nothing rips and tears inferior fabric and 

MECHANICAL RUBBER destroys poor rubber compounds like the long relentless pull 
PRODUCTS on a conveyor belt and the burden of cruelly abrasive loads. 


And invariably a bad belt will not run evenly. 


But if you examine a length of Whitehead Conveyor Belt that 
has been in long hard service, you'll see the workmanship 
throughout that enables us to say with conviction that there 


isn’t a better conveyor belt made than Whitehead. 


It is tough; it is lasting; and each length is cut a bit more 


painstakingly and true to trough. . . . and that’s why it 
loading Hose 


Spray Hose stays sold. 


Send for Samples 
and Prices! 


oO Nt 














The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS, SINCE [875° eres 
— Trenton,New Jersey 
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Steel Casters 


give enduring service 
for light and medium duty trucking 


Every Set of RHINOS you 


sell means another satisfied 
customer » » » » » » » » » » 


Sell Rhino steel truck casters for light and medium duty service 
and benefit by the satisfaction they are bound to give. They repre- 
sent economy in terms of lasting, trouble-free performance. There 
is a complete range of sizes with either Baco or iron wheels—truck 
casters that will ably fulfill the demands of your customers. 


Write for information about the Rhino Line 
THE BASSICK COMPANY, Bridgeport, Conn. 


Bassick 


“Builders of Enduring Truck Casters” 


Branch Offices in— 
New York City 
Chicago 
Philadelphia 


Branch Offices in— 
Evansville, Ind. 
Grand Rapids, Mich. 
Atlanta, Ga 











C. O. Hollen, Ridge Tool Company, hav- 
ing a representative’s red ribbon pinned 
on him, at the Perth Amboy Exposition. 





facturing Company ; Parco Company ; 
Crescent Belt Fasteners; Flexible 
Lacing Company; Toledo Pipe 
Threading Company, and Vortex 
Company. 

* * * 


Howard to Manage New Chemi- 
cal Department of Appleby 
and Whittaker 

George E. Howard has been 
placed in charge of the new chemi- 
cal department of Appleby Brothers 
and Whittaker Company, Harris- 
burg, Pennsylvania. E. O’Connell 
has been appointed as salesman, the 
first one of three to be placed on 
allotted territory as soon as possible. 

This company has added to its 
stock a complete line of sodas and 
related chemicals as well as special 
chemical products for use of con- 
tractors, heating engineers and 
plumbers. 





L. M. Resh, new president of the Bluefield 
Supply Company, Bluefield, West Virginia. 
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SIMONDS 














SAWS - FILES - KNIVES + GRINDING WHEELS - STEEL 





Here's a simple way to look at cost-saving as applied 
to cutting tools. Take the amount of time a workman 
saves by using Simonds saws or files. Compute the ad- 
ditional time a Simonds tool holds its edge...the better 
work it produces...Multiply these savings by the number 
of circular saws, band saws, hack saws, machine 
knives and files you use in your plant, and you'll get 
a total saving that will amaze you. Specify Simonds 
to get the new standard of value represented by the 
products of the new Simonds “windowless” plant. 


SIMONDS INDUSTRIES 


World’s Largest Saw Makers 
Boston . Mas. | SIMONDS SAW AND STEEL COMPANY 


Memphis, Tenn. | ESTABLISHED 1832 ~ FITCHBURG, MASSACHUSETTS 


Seattle . Wash. 
Chicago. . Ill. 
Detroit . Mich. 
Portland . Ore. 
New York, N.Y. 
New Orleans, La. 
Atlanta . . Ga. 
Los Angeles, Cal. 
San Francisco, Cal. 








Propucers oF Circular, Band, Metal, Cross-Cut, Gang and Drag Saws... Ma- 
chine Knives... Files... Hack Saw Blades...Tool Holder Bits...Saw Tools... 
Discs. ..Steel ~ Susonps Canapa Saw Co., Limrrep, Montreal, Quebec; 
St. John, New Brunswick; Toronto, Ont.; Vancouver, British Columbia. 
AFFILIATED COMPANIES 
Wappat, Inc., Pittsburgh, Pa., Manufacturers of Portable Electric Saws and 
Tools ~ Asrasive Co., Philadelphia, Pennsylvania, Producers of Abrasive 
Grinding Wheels and Polishing Grain ~ Simonps GUARANTEED CUTTER- 
Heap Co., Seattle, Wash., Manufacturers of Guaranteed Cutter-Heads. 
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DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 


Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmis- 
sion by making absolutely tight threaded and gasket 
joints in cylinder heads, pipe lines, etc. Also Dixon’s 
Boiler Graphite, which keeps boiler tubes clear and 
free of scale. 


More than 100 years of experience in overcoming 
power losses by means of graphite is back of every 
ounce of Dixon’s Graphite Products. 


Write for Bulletin No. 16-C 


Joseph Dixon Crucible Company 
Jersey City, DOG N. J., U.S. A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 
Graphite Seal (insoluble in gas or oil) 
Graphite Motor Brushes 
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m Company, Incorporated, Boston, are 
| in the back row in this picture. In the 
| front row are: Charles E. Harvey, of Hinds 
| and Coon; M. M. 


L. H. Gilmer Company, 


5 presen 
Boston Woven Hose and Rubber 
Company. 


Desco Establishes Branch in 
Chester 

The Desco Corporation, Wilming- 
ton, Delaware, distributor of mill, 
plumbing, heating and steam sup- 
plies, is establishing a branch ware- 
house and store in Chester, Pennsyl- 
vania, with Charles P. Wilfong as 
manager. The corporation has leased 
the property at Second and Welsh 
Streets, owned by the Philadelphia 
Electric Company, the main build- 


| ing being approximately 80 feet by 
| 135 feet. 


The lines of merchandise to be 


| carried will be almost exactly the 


into existence since the development _ of 


| rayon. There seems to be less importing 
| of goods at present and the mill supply 
| houses are specializing on certain types of 


goods and certain classes of trade.” 
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YOUR 
CUSTOMERS 
WANT 
THESE 
EFFICIENT 
PAPER 
PULLEYS 











—ON THEIR MOTORS —ON THEIR MACHINES 
Tu IS YEAR —more than ever before 


—manufacturers are demanding efficiency in their 
power drives. They know that "power saved is 
money saved." Lazy, slipping, power-wasting pul- 


leys are “out.” BROWNING Paper Pulleys— 
because of their superior belt grip—are more 
popular than ever. 

That's the reason why BROWNING dealers are 
profiting by undiminished pulley sales—in the very 


face of "dull times." There are no "dull times" for 
BROWNING Pulleys! 

Why not get your share of this business? 
BROWNING Pulleys are easy to buy. We carry 
2,864 sizes always in stock—ready for immediate 
delivery. Dealers everywhere carry stocks of 


- popular sizes and draw on our complete factory 


stock for other sizes. . 


. . Write today for size 
and price list. 


THE OHIO VALLEY PULLEY WORKS, INC., MAYSVILLE, KY., U.S. A. 


BROWNING OFFSET KEYSTOCK— This handy keystock in two-foot bars is 
always in demand. Made in 23 stock sizes. Substantial profits for you. Write 


us for folder and dealer discounts. 


BROWNING 


PAPER PULLEYS 
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AN OPPORTUNITY 


Jobbers and distributors awake 
to the wide use of material han- 
dling equipment, and the oppor- 
tunity to build business in this field 
will find Sprout-Waldron an un- 
equalled source of supply. 


A full line of all types 
of Bearings 


We Manufacture the 
Famous Monarch Valleiron 
Line of 
Universal and Hercules 


Hangers 

Pillow Blocks 
Shaft Couplings 
Blue Face Pulleys 


pr as well as a very complete 


We make all types of Pul- ° 
leys and V-Belt Sheaves line of 


Belt Conveyors 
Bucket Elevators 
Sheet Metal and 
Structural Shapes 
Apron Conveyors 
Bin Gates, etc. 











Also design and build 
special equipment for 
Chemical Plants 
Sand and Gravel Pits 


Elevators for handling coal, Grain Elevators and 


ashes, sand, gravel, grain and other Industrial Plants 
other products 


Here is a complete source of 
supply, combined with an engi- 
neering service at your command, 
that you can call upon for service 
and estimates that will get you 


Monarch Timken Belt Conveyor Idlers more business. Send your inquiries 
to 


SPROUT, WALDRON & CO., INC. 
1240 Sherman Street, Muncy, Penna. 


THE MONARCH LINE 











same as those now handled in Wil- 
mington, and include: Kohler of 
Kohler enamelware; Trenton Pot- 
teries Company vitreous china; Re- 
public Brass Company plumbing 
brass goods; Reading Iron Company 
wrought iron pipe; Central Tube 
Company steel pipe; Yale and Towne 
Manufacturing Company hoists; 
Magnolia Metal Company anti-fric- 





The Moore-Handley Hardware Company, 
Birmingham, Alabama, has taken every 
cage to Laight game ag in the ship- 
ping receiving of goods. This picture, 
taken after business hours, shows how every 
door on the loading platform is plainly 
marked for the benefit of visiting trucks. 





tion bearing metals; Monogram oils 
and greases; Worthington and Dem- 
ing Company pumps; Pyrene Manu- 
facturing Company fire extinguish- 
ers; H. Belfield Company valves; 
Ohio Injector Company valves; and 
Morse Twist Drill and Machine 
Company drills, taps and reamers. 

The company carries a large stock 
of pipe covering materials and has 
a contract department for this type 
of work. 

The business of the Desco Corpo- 
ration was founded in 1856 in Wil- 
mington and incorporated as the 
Delaware Electric and Supply Com- 





= Tale oom of the Flack-Pennell 
EB Pick From = 
4 te righty they Fn ge are: ‘E B 


on buyer; and - we 

trical sales engineer. C. A. 

tary-treasurer, and C. Baltke, salesman, 
were away. 
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Centralized 
Responsibility 


Entire plants are standardized 
with Wood’s Transmission 
Equipment. Many more 
plants are being modernized 
every day and leading indus- 
trial engineers continue to 
emphatically specify Wood's 
products, . . . Here Mill 
Supply Distributors have a 
great advantage in centraliz- 
ing responsibility with one 
old established house that has 
been making and improving 
Transmission Equipment for 


74 years. 





T.B.Wood s Sons Co. 


Chambersburg, Pa. 





New England Branch: Southern Branch: 
Cambridge, Mass. Greenville, S. C. 


Shafting, Hangers, Couplings, Rope Drives, Friction Clutches, Flexible 

Couplings, Pulleys, Pillow Blocks, Belt Contactors, Speed Reducers, Con- 

veyors, Ball Bearings. Cast Gears, Cut Gears; Gray Iron, Semi-Steel, 
Bronze and Aluminum Castings, 


Sieg vt = i 
ea Paitaae af Fie ch MA Grooved Pulleys for ““V” Belts and “V” Belt Drives Complete. 
ST TRO ee Fe 








POWER 
TRANS MIZZION 
MACHINERY 
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Mill or Warehouse 
Broom 


That “COME AGAIN” quality 

















66 O, sir, there is not a single plant, from 

the tiniest to the biggest, that can’t use 
one or a lot of brooms and brushes,” says the 
distributor’s salesman: 


“Of course, whether they will buy or not de- 
pends on the line you handle. But when you’re 


“Loontee” Fibre 
Industrial Broom 





Inside sales force of the mill supply de- 

partment of Farwell, ,» Kirk and 

Company, St. Paul, Minnesota. From left 

to right are: T. M. Tasler, W. Johnson 

S. t a manager of the depart- 

ment, H. V. Johnson, C. L. Swartz, and 
"A. H. Paulson. 





pany in 1889. The company having 
disposed of the electrical supply 
business, the name was changed re- 
cently to the Desco Corporation to 
avoid confusion in the minds of its 


customers, 
ff oe 


Holley-Mason Building Altered 
to Handle Merged Business 
The recently merged business of 

the Holley-Mason Hardware Com- 
pany and the Marshall-Wells Com- 
pany at Spokane will be carried on 
as the Holley-Mason Hardware 








selling CAPITAL ‘Red Cap’ Brooms and 
Brushes, your chances are ace high, because 
there’s real ‘come again’ quality for you.” 


If you are not gettirzg your full measure of in- 
dustrial broom and brush business, you’d better 
consider the advantages of the CAPITAL 

“Red Cap” line. An old and well 
established line—a good line with 
a real profit possible on every sale 
—and plenty of repeat orders in 
the future. 


Send for Catalog 17 
and Details of our time 
tested sales cooperation 


plan “« « « « 











Here are two men who are very well known 
| in the mill supply and industrial trade 
| around Portland, Oregon, and throughout 
the northwest. At the right is H. W. 
Sharp, H. W. Sharp Company, Portland, 


. ° mill supply distributor, and the other man 
Indianapolis Brush & Broom Mfg. Co. pris Bishop, spree of Sprout, 
aparece 8 Re-tigote o 


136 Beush St. -~~ ~~~ ~~~ tI nlamapolis, Ind. | “tas op and Gave tes Bailie Coen. 


African Bass Push Broom Bass and Bamboo Push Broom 
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CAST IRON 
Screwed Drainage 
Flanged Sprinkler 

MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 lb. Fire Line 


ELECTRIC 
CAST STEEL 
Screwed Flanged 
STOCKHAM 
RETURN BEND 
for Cracking Stills 








FITTINGS 


for straight linesand strength 


The Stockham superlative quality stand- 

ard has placed a new measure upon 

pipe fitting requirements. No longer will 

“any make” of fittings do for the man 

who takes pride in his work and has no 

time to waste. Today, Stockham Accu- 

racy, that makes it easy to build straight 

lines with tight joints, is the measure of 

true value. Be sure the name Stockham 

Buy it is on the fittings you buy, for then you 
ae: may be certain of the dependability 
from the Distributor that you have a right to demand in the 


materials you use. 





STOCKHAM PIPE & FITTINGS CO. 
Birmingham, Alabama 


Stocks in Boston, New York, Chicago, Houston, 
Los Angeles 
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Valves 
Trucks 


Barrows 


Fast-- 
Money Makin g Fairbanks No. 739 


Family Barrow (il- 

ree es 

Line wR one 

row and a fast 

mover. 
Every mill supply distributor and his 
salesmen can swing an extra volume 
of business within the next few 
months by concentrating on the 
FAIRBANKS QUALITY LINE of 
valves, trucks and barrows. Big in- 
dustrial users have found FAIR- 
BANKS QUALITY is genuine and 
they get the utmost for their money. 
Write today for our complete 
catalog and a supply of cir- 
culars for customer dis- 
tribution. 


Fig. 01—Globe 
Bronze Globe 
Valves with Horse- 
shoe Renewable 
Vulcabeston Ring 
Discs. Made in 
sizes 4” to 3” in- 
clusive. For 150 
Ibs. S. W. P. and 
200 lbs W. W. P. 
Also made in An- 

gle pattern. 


As a Grocery and 
Warehouse Truck, the 
Fig. Q2183 illustrated, 
is unexcelled. You 
can sell hundreds of 
them to factories, 
warehouses, and vari- 
ous wholesalers in your 
territory. 


THE FAIRBANKS COMPANY 
BOSTON NEW YORK PITTSBURGH 
Factory: Rome, Ga. 

















These four men are with the Erie Manu- 

facturing and Supply Company, Erie, Penn- 

—— Rie age at the left ol are: 

WwW. Kreider, pet nt a . Karl 

Hillekh, sales manager; L. Y. Himrod, 

salesman, and John A. Shepley, store 
manager. 





Company and will occupy the Hol- 
ley-Mason 6-story building in Spo- 
kane. Alterations and improvements 
have been made in the building in 
order to make it possible to handle 
the enlarged organization. The retail 
department will be entirely discon- 
tinued and the first floor devoted to 
purchasing and sales offices and 
sample displays. 

The sale, operation, purchasing 
and general office organizations of 
the two companies have been com- 
bined. James H. Foulds is vice-pres- 
ident in charge of operations; Roy 
R. Gill is vice-president in charge 
of sales; T. L. Waldon, executive 
vice-president of Mars hall1-Wells 
Company, Duluth, is president of the 
company, and E. D. Thompson is 
secretary-treasurer. 














APRIL, 1931 







MILL SUPPLIES 59 


DISTRIBUTORS- 


We Don’t Stop with a Good 
Product 





--Our Cooperative 
Sales Plan Helps YOU 


Belmont quality comes first, of course— 
and rightly so. We take care of that in the 
modern Belmont Plant. 





















But our job does not stop there. We go 
right along with our distributors, protecting 
them conscientiously and helping them in 
their sales efforts in an effective way under 
a tested plan of cooperation. 





Write for our complete 92-page catalog 
and details of our distributor plan. 


THE BELMONT PACKING & RUBBER CO. 


Philadelphia, Pa., U.S. A. 


Ask for Information on: 


Our Series of Circulars Bearing the Distrib- 
utor’s Imprint 


Our National Advertising to Industrial Users 
to Help the Distributor 


Our Field Service for Distributors, Conducted 
by Factory Trained Belmont Salesmen. 


‘THERE IS A BELMONT PACKING for EVERY SERVICE”’ 


BELMONT PACKINGS 
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“Mono-Bilt” Brush 


PROFIT STRENGTH 
IN INDUSTRIAL 
BRUSHES. What 
makes it? Quality, 
performance, a com- 
plete line, a manufac- 
turer who stands by 
the distributor and 
helps him in his sell- 
ing efforts and a fair 
margin on all sales, 
plus conscientious ef- 
forts by the distribu- 
tor and his salesmen. 
















A Complete Line 
of Industrial 
Brushes 


Bristle 
Fibre 
Wire 
Hand 
Power 
Special Brushes 
Built to 
Specifications 

















MILWaUKEe 


PROFIT STRENGTH 
— in BRUSHES 








Remember 


MILWAUKEE 


Means “Brush Excellence” 


Milwaukee provides all the qualities de- 
manded of the manufacturer — every 
one of them. What an opportunity, 
then, for the distributor who gets behind 
this sterling line and sells it aggressively. 
Write to us for complete information on 
our products, the great market for them 
and our distributor policy. You will be 
interested. 


(Send for Catalog No. 29) 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 
aes NK OE 
wisconsin 








| Company; 


| The Trumbull Manufacturing 
| Warren, Ohio, is a distributor 


bine 8 Oe ny, 
. ing 
in the selling of valves. These members of 
the firm’s personnel are from left to right: 


Lucille Shaw, Earl Williams, Helen Ray, 


| Rollie Waid, Fred Bell, Robert Pinkerton, 


William E. Gnann of The William Powell 
Roy Fenton, Hazel Turner, 
Charles Paige, and John Hyde. 


Worthington Distributes Good- 
rich Lines in Cleveland 

The George Worthington Com- 
pany, Cleveland, is now handling in 
Cleveland and vicinity, the industrial 
line of rubber goods made by the 
B. F. Goodrich Company. This line 
includes rubber hose and tubing, 





| transmission and conveyor belt, mat- 
| ting, packing, rubber-lined pipe, rub- 


ber-lined steel barrels, and so on. 

Mr. I. N. Kimsey, Goodrich rep- 
resentative in Cleveland, now has 
his office in the Worthington mill 
tid department. 








The Chattanooga Belting and Supply Com- 
pany, Chattanooga, Tennessee, has unus- 
ually neat stock keeping arrangements. The 
whole establishment is clean as a pin, yet 
goods are coming and going constantly. 
One might think this was due to Mrs. 
Gladys Anderson, president of the com- 
pany, but she modestly states that she in- 
herited the idea of orderliness from her 
father who was president until the time 
of his death. The rack for holding reels 
of hose shown in the picture is one of 
three in the stockroom. It saves space and 
makes order filling easy. 
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The Clipper No. 6 Speed lacer 
is a marvel of belt lacing 
efficiency. Laces both ends 
of a six inch belt in exactly 
90 seconds. Weight only 
56% Ibs. 37,500 Ibs. pressure. 





You can present Clipper equip- 
ment to your trade with the 
assurance that your claims 
are supported by facts. 


¥EYACTS/ 


SUPPORT YOUR CLAIMS OF © 
WN CLIPPER SUPERIORITY 


The quality, durability, speed and economy of 
Clipper Lacing Equipment has been demon- 

strated by every conceivable test— in actual 
plant operation as well as under the 
most severe experimental conditions. 





Clipper Lacers come in types 
for every requirement, lacing 
the smallest of belts up to the 
heavier and wider ones. The 
use of Clipper Hooks and Pins 


ensures a perfect, lasting joint. 


Clipper advertising is a powerful influence behind the dealer's sales effort. Color pages every month 
in the dominant industrial publications, supported by regular insertions in the Saturday Evening Post. 


Factory and Industrial 


; Maypagem« nt 








Clipper Belt Lacer Company , Grand Rapids , Michigan 
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UNTWISTABLE 


BRA 


ANVVAANAANAAAAUAND emai, 


SouvareE Heap Ser Screw 


Untwistable—unbreakable—that’s what they are. 

Pull as hard as you can—yet the “UNBRAKO” 
Square Head Set Screw will never twist off—it’s 
too strong for that. 

What a money saver that “UNBRAKO?” is, for 
when the common set screw does twist off it’s the 
very devil to get it out—costs almost its weight in 
gold to remove it. 

The picture on the left shows a blind tapped hole 
in a piece of steel. An “UNBRAKO” was screwed 

into it, and right on through the bottom, splitting it three ways; 
nevertheless the “UNBRAKO” did not show a scratch. 

But then, an Olsen Testing Machine actually recorded 281,527 Ibs. 
per sq. inch as the ultimate tensile strength of the 


“UNBRAKO” 


Ask us for free samples and for our 
“UNBRAKO”’ BULLETIN 


BECAUSE “UNBRAKO” Screws have become such favorites 
everywhere not to handle them is equivalent to throwing away a 
great many profitable sales. 

And our many salesmen continually working with and for Dealers 
to increase their sales, demonstrate that we practice what we preach— 
Cooperation. 


It Pays To Handle What The Trade Wants 





STANDARD PRESSED STEEL CO. 


BRANCHES 








BRANCHES 
BOSTON 
CHICAGO 
DETROIT 


JENKINTOWN, PENNA. 
BOX 519 


SAN FRANCISCO 
sT.LouIs 














Six good reasons why customers like to 


| drop in at the offices of the Wisconsin 


Foundry and Machine Company, Madison, 
Bussan, 


| Wisconsin. These girls are: 


Lola Fries, Patricia Moelet, Virginia Schim- 
ming, Harriet James, ond Leota Ellsworth. 


Get Ready for the Triple 
Convention 
The Washington Triple Conven- 





| tion of the National, Southern, and 


American Associations to be held 
April 27, 28, and 29 will be one of 


| the most constructive in the history 


of the three organizations. 
Among the many interesting topics 


| to come up for discussion are: a com- 
| plete discussion of the activities of 
| the Joint Merchandising Committee, 
| group by industry conferences on 13 
| important lines, and an explanation 
| of Mitt Suppvies’ Market Determi- 
| ation Plan. 


Advance reservations indicate that 


| there will be an unusually large at- 
| tendance. The Wardman Park Hotel 
| convention headquarters are prepared 


to handle a large crowd, but you’d 


better get your reservations early. 



























MODERNIZATIO 
and Gilmer V-Belts A 
---are laying a mighty : 
foundation for Mill 
Supply House profits 





Puant MODERNIZATION 
is sweeping the country—and in the forefront of 
this great movement—and logically so is the V- 
Belt Drive ... The very positive savings it effects 





in valuable factory space, plus its definite and 
immediate stepping-up of mechanical efficiency 





are literally forcing plant owners and managers 
to recognize the V-Belt Drive as the first vital 











step in every modern production program. 


Day by day, this tremendous industrial market 
is adding new outlets—new sources of profits for 
the Mill Supply House that is equipped to handle 
this business . . . Great as the sales of V-Belt 
Drives and V-Belts have been, the potential 
market today—in every industrial territory—has 
merely been skimmed. 






















> 


Right now, the distributor who can offer his pres- 
ent customers and prospects the new power trans- 
mission efficiency of the V-Belt Drive — plus all 
the proven advantages of the Gilmer V-Belt—is 
laying a mighty foundation for his future profits. By 
winning the utmost confidence of his customers 
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5 in his service, he is assuring himself the Lion’s 
HID share of all other business that Modernization is Nt 
ae creating in his territory. ats 
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Pres. L. H. Gilmer Co. 






































Solve your customers’ trans- 
mission problems by selling 


them STANDARDIZATION on 
GILMER V-BELTS 


AN outstanding example of the 

energy and foresight char- 
acteristic of the Gilmer V-Belt 
distributor is evidenced in the 
V-Belt business done by our 
New England distributor, the 
well-known firm of Hinds and 
Coon Co., Boston, Mass. 


In a letter recently received from 
them, they state—“*We attribute 
the continued growth and de- 
velopment of our ‘V’ Belt busi- 
ness to but one factor, and that 
is defined by the simple word 
‘Service’... At the very outset 
of our taking on the distribution 
of Gilmer ‘V’ Belts we entered into the prop- 
osition of putting into our stock practically 
every size of ‘V’ Belt used in our New Eng- 
land territory and in the numbers of each size 
to insure our being able to deliver the goods 
when called upon by the mill supply dealer. 





In addition to shipping all orders on day of 
their receipt, we offer our mill supply dealers 
co-operation in the form of placing at their 
disposal our entire sales organization to work 
with them, or independently, under their 
instructions to secure business for our mutual 
benefit. Our thirty-five years’ transmission and 


Makers 


“The first essential of a business policy emphasizing service is to be ina 
position to deliver the goods when your customer calls,” states the 
Hinds & Coon Co. ... And they practice what they preach with their 


complete stock of Gilmer V-Belts. 





sum HINDS & COON Sm | 








Exterior of the Hinds & Coon Company establish- 
ment, 116-118 Pearl Street, Boston, Massachusetts. 

















of the World's 




















Best-Known V-Belits 

















engineering experience is available to them 
at all times. 


The above program followed out cannot fail 
to build up a profitable business for distrib- 
utor and mill supply dealer alike. For our 
part we can state that it is working out 
beyond all expectations in our case.” 


The Hinds and Coon Co. have recognized in 
the Gilmer V-Belt a definite answer to the 
demand for superlative power transmission 
efficiency. Not only is Gilmer V-Belt per- 
formance helping them to open new accounts 
—it is guaranteeing a steady year in, year out 
repeat business ... With the completeness of 
the Gilmer line, with its proven quality and 
ready adaptability, every Gilmer Distributor is 
in anideal position tosellstandardizationonGil- 
mer V-Belts for both new and replacement uses. 





Because of its exact, precise engineering 
design and construction, every Gilmer V-Belt 
is worthy of a distributor’s best selling efforts 
—You can pin your faith on its performance, 
even on the toughest possible kind of a trans- 
mission problem—and it won’t let you down 
... Gilmer V-Belts will help you build for 
your organization an unassailable reputation 
as a ready and utterly reliable source of power 
transmission equipment. 


Every feature of the Gilmer V-Belt is there 
for a definite purpose—working with every 
other feature to bring about utmost strength, 
stamina and reliability. Below, in the illus- 
tration of a Gilmer V-Belt cross-section, 
are shown the many important Gilmer 
features that have won the acceptance of 
countless industries for these famous belts. 








There isa Gilmer Belt for every service. 
Every establishment now equipped with 
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PARALLEL POWER 


NEUTRAL AXIS TRANSMITTING CORDS. 


PLIABLE COMPRESSION __YoumN j DOUBLE-WEAR 
RUBBER RESISTING JACKET 


Patented Construction 











In countless competitive tests, in the laboratory and under 

actual working conditions, the Gilmer has proved itself the 

most efficient, longest wearing belt . . 
construction are the answer! 


Its design and 















































V-Belt Drives is a prospect for replace- 
ment sales, and every plant installing 
new V-Belt equipment is an additional 
potential customer for both new and 
replacement belts. 








Makers 
of the World's 
Best-Known V-Belts 


























GILMER V-BELT 
PROFIT POINTS. 


There are five definite advantages that a 
Gilmer Franchise assures every Gilmer 


V-Belt Distributor: 


A product whose scientific design and engineering construction pos- 
itively assure the longest wear and greatest transmission efficiency. 


The completeness and adaptability of the line enable distributors — 
to sell Gilmer standardization to every plant they service. 


% Gilmer’s reputation and proven quality serve as an entering 
wedge to new accounts—and assure a steady repeat business. 


4 The Gilmer Sales Policy recognizes the distributor as the logical | 
marketing agent, and protects his territory. 


5 Added to this protective policy are the merchandising help and engi- 
neering co-operation of a long and firmly established organization. 


Here is an opportunity whose potential profit possibilities have 
absolutely no limit. Industry has been “sold” on Modernization — 
and is prepared to spend untold sums in accomplishing its pur- 
pose—The Mill Supply House that lays its ground-work now with 
Gilmer V-Belts is guaranteeing for itself a steady flow of business 
far into the future. Full information concerning the Gilmer Fran- 
chise is yours for the asking. L.H. Gilmer Co., Tacony, Phila., Pa. 
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this NRENCH 
HAS 
FEATURES 


1. 
Full-floating hook 


jaw that won't 


bend or break 


2. 


Accurate pipe 
seale on jaw 


3. 
Guaranteed 
unbreakable 
housing 


4 


Replaceable 
heel jaw 


5. 
Adjusting nut 
that turns eas- 
ily in open 
housing 


7 re] | SH oval 


ea 
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Powerful I-beam handle, com- 
fortable grip 


7. 
No slipping—no locking on a 
pipe 

8. 
Handy hang-up hole in handle 


VERY one of these 

features means a new 
satisfaction in pipe 
wrench use. They explain 
why this modern im- 
proved tool is now the 
choice of several hun- 
dred thousand mechan- 
ics in the U. S. Make 
your next new wrench 
a RIGQID and see for 
yourself, 


INJd L¥ad WaVW 


P) 
rye 


+ 
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You will find it distinctly to 
your profit to handle this fast- 
growing line. 


THE RIDGE TOOL CO. 


Elyria, Ohio 


The RIDDID 

End Wrench 
For coil work and 
pipes against walls. 
One hand adjust- 
ment. Every kit 
needs at least one. 


RikatIb 


PIPE TOOLS 


At the Pacific Asbestos and Supply Com- 
pany, Portland, almost everybody was out 
at lunch, so this group was made up of 
representatives from various departments of 
the business. At the right is C. M. Hi 8, 
treasurer of the company, and next pty oo 
Carl Hole, salesman. Next in are 
L. Evans, superintendent of the plant, and 
Lee Heater, belt shop foreman. 





Mayer and Oswald to Handle 
Meriam Line 

The Meriam Company, 1955 West 
112th Street, Cleveland, has an- 
nounced the appointment of Mayer 
and Oswald, Chicago, as its sales 
representative in the Chicago terri- 
tory. The Meriam Company makes 
flow meters, draft gauges, etc. 


What Price Purchasing 
(Continued from page 38) 
overhead for the advantage of the 
customer. A large corporation with 
a plant here in town asked us for a 
price on some goods. We gave it, 
and this information was forwarded 
to the main office. They said they 
could buy for less and proceeded to 
do so. The goods were f.o.b. the 
town in which the main office was 
located. Freight was paid. Then as 
the trucks of this plant were busy 
with their regular work and as the 
goods were urgently needed, a dray- 
man was hired to deliver the goods 
from the freight depot. When all 
charges were paid the cost of the 
goods ran 20% above our price to 
say nothing of the cost of delay in 

getting much needed goods. 





“This order would have repre- 








ANNOUNCING 


The pu 


Pressed Steel 
CASE TRUCKS 


A unique method of construc- 
tion makes the new Bond Case 
Truck one continuous piece, 
assuring greater strength, 
adaptability and perfect ease 
of handling. 


Made of PRESSED STEEL 
with deep channel sections for 
both the side members and cross 
sections. 


Corrugated side members give 
additional strength and prevent 
axle bolt from turning. 


Cross members electrically arc 
welded to side members at point 
where wheels are mounted in 
frame of Truck. 


Wheels are mounted between 
the channel of the side members 
and revolve on a steel sleeve 34” 
in diameter, which is held rigid 
between the side member walls 
by a sturdy axle bolt. 


Send for an illustrated booklet for 
further information on the New Bond 


Case Truck. A post card will bring tt. 
Foundry 


PB & Machine Co. 


Manheim, Lanc. Co., Pa. 


Phila. Office: N. Y. Office: 
617 Arch St. 256 Broadway 


Chicago Office: 39 S. Clinton St. 
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UNIVERSAL SPEED SAW Sales for Distributors 


te ‘ VERY electric drill owner 
Fits Any Drill Chuck a prospect for this sturdy 


tool. Will saw through any- 
thing made of wood or metal. 
Reaches places inaccessible to 
other saws. No vibration. At- 
tractively priced. Long life. A 
file holder converts this handy 
tool into a power filer. A prof- 
itable tool for you to sell. 









Quube 





6 saws In 1 


For wood or metal. More 






DISTRIBUTORS: 







Wyco sturdy tools per- 
form satisfactorily. 












Wyco resale prices as- ble to all kinds of sawing MOTOR SAW 
work. Easier to use than 
a band saw. A file chuck 
adapts this saw for die 
filing. Many prospects 


for this tool. 


sure you maximum 
profits. 












Write today for par- 
tieculars. 























WYZENBEEK & STAFF, Inc. 


566 W. WASHINGTON BLVD. 
CHICAGO 






















of fuel. That’s an important point to 
the mechanic whose time is worthy of conserva- 
tion and whose pride is effective work. 


Handy ?—More so than any other blow torch. 
Notice the pistol grip. The user can get a man’s 
sized fist hold and work with confidence. 

The Turner No. 45 is not an expensive tool. 
Its price is well within the means of every me- 
chanic. If you are not now selling the Turner 
line, write direct for full information. 


(PREECE) 





than a jig saw. Adapta- U NIVE RSAL 


——_ = ™~ 
: AND HANDY 
>. Hae aSter 
I> Pele 5 «il 
Hot indeed! This Turner Master ad 
No. 45 generates at least 400 degrees | 





lc 





“ is a real old timer. He was the 
first salesman employed by the Pittsburgh 
Gage and Supply Company, Pittsburgh. 
That means that he has been on the job 
over 35 years and is still going strong. He 
is the father of Harry Casper, the company 
les manager. 


sented a profit to us and would have 
helped in reducing the cost of doing 
business with this firm. Occasional 
sizable orders of this kind would 
make it possible for us to make a 
profit from this account. 

“Now we do not ask any firm to 
give us business merely because we 
want it. But the fact that we se- 
cured only emergency items from 
this concern forced us to close that 
account. The customer will admit 
that we are very useful in filling 
small emergency orders, but it is im- 
possible for us to give a firm two or 
three dollars of a salesman’s time, 
and a dollar’s worth of our shipping 
and delivery department’s time all 
for the sake of a two-dollar order.- 
Were we to get the larger orders 
from this firm we could occasionally 


| afford to send out small orders at a 


loss, but not otherwise. We will 
however, take their telephone orders 
on a minimum volume basis or sell 
them any amount over our counters. 


“Of course the majority of firms 
and purchasing agents are intelligent 
| and reasonable or we would not be 
able to remain in business. But 
| some firms will continue as before 
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REPUBLIC STEEL PIPE 


"BUY WORDS 
TO EVERY 
STEEL USER 


Tt. grocer who can sell nameless sugar scooped 
out of a barrel is too good a salesman to be 


wasting his time behind a counter. 


The supply salesman who sells pipe without a 
pedigree deserves more encouragement than the 


house he represents is giving him. 


Steel pipe is one of the “sugar” items of the supply 
business. It goes into every industry, into every 
mill, mine and power plant. But, unknown pipe 


is hard to sell, so why not give your salesman a 


REPUBLIC 


STEEL PIPE 








marked brand carrying a name which is a “buy” 
word to every steel user in the country—Republic 
Steel Pipe. It will save your customers worry and 


cut down time spent in making hard-to-make sales. 


And here's another thought—Republic can supply 
your needs and the needs of your customers re- 
gardless of the kind of pipe required—black or 
galvanized, steel, copper-bearing steel, and that 
well known time tested corrosion resisting alloy 


pipe—Toncan lron. Literature on request. 





REPUBLIC STEEL CORPORATION 





PITTSBURGH 
CINCINNATI 


NEW YORK INDIANAPOLIS 








GENERAL OFFICES 


SAN FRANCISCO BOSTON 
GRAND RAPIDS TULSA 
DENVER 





—=BRSS] YOUNGSTOWN, OHIO 
EL PASO BUFFALO ST.PAUL LOS ANGELES MASSILLON 
TOLEDO CHICAGO DETROIT RIRMINGHAM CLEVELAND 


SEATTLE ST. LOUIS DALLAS PHIL ADELPHIA MILWAUKEE 
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Bunoiwe a speed 
boat which combines 
strength with beauty 
and flexibility was 
the job that has made 
Curis-Crart an out- 
standing name onthe 
waters of the world. 
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In each Chris-Craft hull 
craftsmanship makes 
strength the backbone and 
performance the result, 
and in each Chris-Craft 
hull are hundreds of 
American Screws, select- 
ed because they are easy 
to drive and never let go. 


a \a\a\e is 


In your business, too, 
you will find that 
AmericanScrews will 
do every job better. 
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wood MACTIINE 
SCREWS SCREWS 


STOVE 
BOLTS 


AMERICAN SCREW CO 


PROVIDENCE.R.I.,U.S.A. 


WESTEQN DEPOT.225 WEST DAWDOLEN SL.CMICAGO, ML. 


Put It Together With Screws 


Tier 
BOLTS 








| to employ a large office staff to send 





out price inquiries and spend five 
dollars in order to buy 20 cents 
worth of carriage bolts. Some, too, 
will continue to demand the right to 
accept quotations on individual items 
making up an order and reject oth- 
ers thereby increasing shipping 
charges. 

“But as for us we are going to 
concentrate on customers whom we 
can serve at a profit to ourselves. 
And through full cooperation, these 
firms will receive service and value 
that would be astonishing to others 
which have bound themselves help- 
less in red tape purchasing.” 





Profit Possibilities in Metal 
Working Plants 
(Continued from page 19) 
not only those men who decide where 
to buy supplies, but also those who 
evaluate the need and specify the 

make. 

In some instances, men responsi- 
ble for purchases in metal working 
plants do not look upon the dis- 
tributor as one who can serve them 
with the up-to-date products which 
changing conditions demand. In a 
typical plant, for example, produc- 
tion problems had been taken up 
with 18 manufacturers’ salesmen, 
while they had not even been men- 
tioned to any distributor’s salesman. 


To keep abreast of the situation | 


and get their share of the business 
from metal working plants distrib- 
utors must add new products which 
meet modern requirements and keep 
the proper men informed as to their 
ability to serve them quickly and 
efficiently. 


By concentrating sales efforts on 


service and value, rather than on 
price, distributors can meet most of 


the metal working plant needs of | 


the buyer, and at the same time 
secure greater sales and profits for 
themselves. 





How Specialization Increases 
Profits on Machine Tool 
Accessories 
(Continued from page 17) 
maintenance users buy certain ma- 
chine tool accessories at prices which 
cannot possibly show the distributor 

a net profit. 

In the last analysis, the user is 
handicapped by this situation. Be- 
cause of the lack of adequate profits, 
many distributors cannot afford to 
maintain special selling services 
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For that 
Better Service— 


You want to 


Give Your Trade 


DART 
UNIONS 





THE 
“HEART OF THE DART” 


is the double bronze-to-bronze ring 
construction. It stands the strain 
and does not corrode. 


Dart Union Sales Points 


Require no re-packing because of 
the Bronze-to-Bronze ground joint 
principle. 


The heavy malleable iron nut and 
pipe ends do not stretch or crack. 


Require no attention once they are 
in place in the pipe-line. 


Have all the good points of all- 
brass, without the possibility of 
stretching—all the good points of all- 
iron without the danger of rusting. 


Tees - Unions - Ells 
(Screwed - Flanged) 


E. M. DART MFG. CO. 
Providence, R. I. 


Sales Agents 


THE FAIRBANKS COMPANY 
New York and branches 


Canadian Factory 


DART UNION CO., LTD. 
Toronto, Canada 
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"FOLLOWING THROUGH 





"Following through" means to Stanley—co-operating 
with their dealers right through to the actual sale. 








To accomplish this end, Stanley 
supplies its dealers with: 


FIRST QUALITY TOOLS—backed 
by an 80 year old reputation for 
making fine tools. 


A COMPLETE LINE TO SELL— 
Portable Electric:- Drills, Aerial 
Grinders, Bench Grinders, Screw 
Drivers, Hammers, Wood Saws, 
Stone Saws and "Unishear" 
Metal Cutting Tools. 


Electric Saws 


UNUSUAL TOOLS — included in 
the Stanley line are several un- 
usual tools for which there is a 
steady demand — and no com- 
petition. 


SALES ENGINEERS—to help dis- 
tributor's salesmen in the field. Electric Screw Drivers 


PROMPT SERVICE ON REPAIRS 
AND REPLACEMENTS — 
through conveniently located 
service stations. 





ADVERTISING HELP—advertise- 
ments in the magazines read by 
distributor's customers — com- 
plete direct-by-mail service, ad- 
vertising Stanley Electric Tools 
over the distributor's name. 


The ready acceptance of Stanley 
Electric Tools plus this powerful sales 
support makes it a line which fulfills 
all the conditions of a “profitable “Unishear" Metal Cutting Tools 
line" for the industrial Distributor. 


Electric Grinders 








Full information sent to Distributors upon request. 
THE STANLEY ELECTRIC TOOL CO. 
NEW BRITAIN, CONN. 


Sales Offices and Service Stations: 


New York Chicago Philadelphia Detroit Boston Buffalo Cleveland Cincinnati Kansas City 
Richmond Dallas Los Angeles Seattle San Francisco Oakland Montreal Toronto 


STANLEY ELECTRIC TOOLS 
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A CUSHMAN CHUCK 


MADE ONLY AS CUSHMAN CAN MAKE IT 


No. 12236A 





A Typical Chuck of the 34A Line 


12 Sizes from 3 to 24 in. diam. and with 
either steel or iron bodies. 


The Difference between 
the New and the Old 


Structural Design 
Although “Cushman” ’ has built 
chucks for nearly seventy years, 
and all have been good for their 
day, the New Chucks show what 


experience is teaching. 


100% Greater Strength 
An increase of 50% in weight 
affords 100% greater strength 
and gripping power. 


Alloy Steels 


Working parts of best selection of Alloy 
Steels, electrically heat-treated, are in- 
comparably better than those available 
a few years ago. 


Workmanship and Tools 
**Cushman’s*’ Standard of Workmanship 
remains the same, but with better tools, 
better work can be done. The most 
important machines which we now have 
were designed just for Cushman Chucks. 


It is a good time to put the house in order. Don’t Forget The Chucks! 
If you haven’t Catalogue 47A, please tell us. 


The CUSHMAN CHUCK Co., HARTFORD, CONN., U.S. A. 





MS ASK CUSHMAN TO CHUCK)” — 


























The Wolves of Lenox 
How their name spread the width and 
breadth of land. In fearsome chorus 
barks and savagely snapping jaws they 
broke from the Highland forests of old 
Scotland and rushed with the speed of the 
wind down thru pastured flocks. Noth- 
ing stood before their super strength, 
speed and clean cutting teeth—-when the 
Wolves of Lenox were on the job! 








Popularity that 
Assures Greater 


HACK SAW Profits! 


Popularity that has spread to 

every corner of the land—a de- 

mand for “the tools in the 
plaid box”’—from shops and 





men to whom hack saw blades 
of super-strong, quick cutting 
and long lasting qualities are 
essential. 
Stock up on Wolves of Lenox. 
Watch your profits shoot up too. 


Our special sales = will hel 
lades started in 


you get these 


your territory. Write for par- 


ticulars today. 


The Tools in the Plaid Box 


American Saw & Mfg. 


Springfield to 


Co. 


| 


which users need. Manufacturers 
selling direct cannot offer these serv- 


_ices to any except large production 





buyers. The maintenance buyer, 
therefore, is penalized because dis- 
tributors and manufacturers have 
lost sight of reasonable profits in 
competing for large volume orders 
from a relatively small group of large 
production purchasers. 

This condition must be corrected 
if adequate supply facilities on many 
machine tool accessories are to be 
maintained by distributors and the 
manufacturers they represent. 

Manufacturers can help correct 


| this situation by providing distribu- 
| tors with all the sales information 


necessary to enable them to empha- 
size quality, performance and stand- 


_ ardization, rather than price. 


Distributors can do their part by 
the use of specialized sales methods 


| which offer complete service to cus- 


tomers. 
It is entirely a cooperative proposi- 


| tion between distributor and manu- 


| direct. 





facturer. If manufacturers and dis- 
tributors will do their parts, larger 
profits will be made all around and 
together they will serve industrial 
users more efficiently. 





Are You Passing the Buck to 
Manufacturers 

(Continued from page 25) 

These manufacturers can’t 
compete with distributors on a 
service basis, so often they shade 
prices. Everyone who does seek busi- 
ness on cut prices makes the game 
that much harder for the rest of us. 
In the same way, one weak distribu- 
tor can cause more disturbance than 
100 sound distributors can live down. 

There will always be direct-selling 
manufacturers. Those of us who are 
in the other camp must meet this 
competition. If we fail in our job, 
then it will assume alarming propor- 
tions. On the other hand, if we do a 
good job and furnish satisfactory 
service, direct-selling competition will 
remain at a minimum. 

Most distributors have a limited 


|number of good customers upon 


whose business they depend not only 


| for their profits but for their very 


existence. They know that to retain 
this profitable business, they must 


| give good service. Too often, how- 





ever, distributors have permitted 
stocks of items in continual demand 
to run down. Frequently they get to 
a point where it is necessary to order 
direct such articles, for example, as 
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Stop Fumbling 









ae 





Pe This handile’s ON TOP 


semen tennis VERYTHING above the bench! No fumbling—no groping. The 
pisTrinutor © handle’s right there—where you want it. 


The pipe worker who has never used Williams’ “Vulcan Superior” 


Vise has a new experience in convenience coming to him. 
cg teeter porte oe And thisvise has other definite advantages; it takes pipe ahalf inch larger 


with orange panel in jaws. than corresponding sizes in other vises; the jaws are reversible, giving 
‘Two sizes:—No. 11 takes pipe double life.““Vulean Superior” is wholly made of tough wrought steel— 
46 to 2% inches. No. 12, % to p . js 

1'4 inches. drop-forged base, jaws, handle and chain-arm. Ask for literature. 


J.H. WILLIAMS & CO. 
“The Drop-Forging People” 
75 Spring St. New York 





SUPERIOR 
CHAIN PIPE VISE 


WESTERN VWVARBERSVSEE, FSACES SF CIC, tuarcregc. WewEes,. SUVUPFALO, Be Fa 








74 


MILL SUPPLIES 








STOCK: 
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BLADE 
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LARGE TEETH FOR CUTTING A SMALL TEETH FOR START! 














ECHANICS who have once used the new 

Self-Starting Hack Saw Blade—MILFORD 
DUPLEX—would no more go back to the 
old style blade, than they would buy a car 
that they had te crank. 


The MILFORD DUPLEX represents an en- 
tirely new principle of hack saw blade con- 
struction. The fine teeth on the forward 
end start the cut on the first stroke, and 
the regular teeth follow in a clean straight 
eut precisely where you want it. The supe- 
rior efficiency of this blade is so apparent, 
that the demand which has followed our 
two announcements was fully expected. 


In addition to fast clean cutting of regular 
work, the MILFORD DUPLEX cuts small 
sections, squares, angles and flat stock with 
equal accuracy—at any angle. It is the 
first important improvement in the design 
of hack saw blades in many years. 


Write for Prices and Discounts 
MILFORD DUPLEX (All Hard) Hand Frame 
Sizes 


MILFORD HIGH SPEED STEEL DUPLEX— 
Hand Frame Sizes 


MIL FLEX DUPLEX (Hard Teeth—Flexible 
Back) 











Made in 14/28-pitch 
and 18/36-pitch. The 
fine teeth start the cut 
like the feed screw 
of an auger bit. 


rT wrrrrrwsewsy 


MILFORD 
DUPLEX 


PATENTEO USA 


The HENRY G. THOMPSON & 
SON CO. 
1876 


Established 
New Haven, Conn., U. S. A. 





Sell 














standard machine screw or hand taps 
in quantities of less than a_ half- 
dozen. When the user places an order 
for such items, he rightly expects 
service, because it is the distributor’s 
job to maintain adequate stocks. 
Rush orders of standard items, such 
as these, to be shipped direct by the 
manufacturer are costly. Let me illus- 
trate. Suppose the emergency order 
is for one %-inch 20 hand tap. If 
the distributor had procured this item 
on a regular stock order, the cost of 
transportation represents a very small 
fraction of one cent. If, however, he 
happens to be out and must order 
direct from the factory, the tap has 
to be shipped from a distant point 
either to the distributor for re-ship- 
ment, or direct to the customer. This 
involves a delay of anywhere from 
24 hours to 2 weeks. Sometimes a 
telegraphic order is necessary. The 
item, which, if delivered from the 
distributor’s stock, carries a unit 
freight charge of a small fraction of 
a cent, may, if delivered from the 
manufacturer’s stock, carry a parcel 
post charge of anywhere from 3 to 
20 cents. 

How is the user to be billed on 
such an order? Shall the distributor 
charge the cost of the parcel post 
shipment to the user, or shall he ab- 
sorb it himself? So far as I know, 
very few manufacturers are inclined 
to prepay parcel post transportation 
charges. If the distributor decides to 
pass the parcel post charge to his 
customer, he is courting an argument. 
If he absorbs it himself, it may well 
exceed his gross profit, to say nothing 
of the expense to which he is put in 
ordering, postage, receiving, checking 
and paying his bill. 


OST distributors, if they will 

analyze their purchases care- 
fully, will be astonished to find out 
how much potential profit has slipped 
through their fingers because stocks 
have been allowed to run down to a 
point where users have to be served 
by emergency orders. 

Carrying stock costs money, of 
course, and there is a limit beyond 
which one cannot go. Usually, how- 
ever, an intelligent survey of the 
stocks maintained will permit con- 
centration on important items and the 
elimination of those for which the 
call is infrequent. This will result 
in infinitely better service to users 
without additional investment. 

It seems to me important that all 








HETHER the load be big or 

little, the Ford Tribloc does 
its job of hoisting and moving 
swiftly, surely and easily. As this 
picture shows,—the hand chain 
cannot leave the sheave,—may be 
pulled from any angle but cannot 
snarl or foul. Ford load hooks 
are mounted with roller bearing 
collar, making for easy handling 
of load. 

A FORD TRIBLOC 
NEVER SLIPS 
Sizes range from 4 to 
40 tons. Ford trolleys 
are equipped either 
with Hyatt or Self- 
Aligning Roller Bear- 

ings. 
FORD CHAIN “copay” 


of the 


BLOCK CO. Aneican 
Philadelphia, Pa. — 
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OFFER THIS BELT 
without FEAR or FAVOR 


Three years ago we began the 





original tests and experiments on 
Silver Duck Belting with the deter- 
mination to develop a belt of this 
type—only if it could be offered to 
the trade without fear or favor. 


We offered it to the trade, and the 
immediate reactions were com- 
pletely gratifying. The trade offered 
it to the user, and the service 
records of this remarkable belt 
quickly established it as the belt 
supreme in its field. High tensile 





strength makes it ideal where ser- 





vice is severe—such as on crushers, beaters, dynamos, and 

in main drive transmission. And when a Thermoid Silver 

Duck Belt is replaced . . . you'll find it replaced with 

another Thermoid “Silver Duck.”’ 

The Thermoid Silver Duck Belt offers a real sales oppor- it 
tunity—and so does the entire Thermoid line. For the / 
Thermoid line is a complete line—a completely satisfying Yd 
line for you and for your customers. 7 


4 
4 THERMOID 


Mail the coupon for the Thermoid Catalog today. / RUBBER CO. 
4 ‘Trenton, N. J. 











Please send me 
a copy of the 
> Thermoid 
™ Catalog. 





hermol 


BELTING 
HOSE qnd PACKINGS ADDRESS 


THERMOID RUBBER COMPANY 
Factories and Main Offices - + TRENTON,N. J. 4 FIRM NAME... 








NAME 
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| distributors consider this problem of 
stock-maintenance because it is a very 
serious one. Persistent disregard of 
it unsettles manufacturers on the 
soundness of selling through distrib- 
utors. 

The influence and importance of 
the distributor in his own commu- 
nity is at stake. Maintaining ade- 
quate stocks is an essential part of 
the distributor’s business, and unless 
he lives up to this responsibility, he 
is falling down on his job of “serv- 
ing industry economically.” 





Woodbury and Wheeler Sells 
New Lines 

The Woodbury and Wheeler Com- 
pany, Portland, Oregon, has recently 
taken on the distribution of two 
products of the National Carbon 
Company, located in Cleveland. 
These lines are “Gredag” wheelbar- 
rows and “Gredag” grease. 

Woodbury and Wheeler reports 
that “Business has started to stir it- 














Every dealer knows that the quality of merchan- 
dise that is sold from his establishment leaves 
the impression on the minds of the trade that he 
sells ''the best'' tools or just tools. "TOLEDOS" 
are not just pipe tools. They are Pipe Tools of 
Quality. Known as such for the past 30 years. 
Built to a standard and not to a price. It be- 
hooves you to stock the best in Pipe Tools 
—'"TOLEDOS." THE TOLEDO PIPE THREAD- 
ING MACHINE CO., TOLEDO, OHIO. 


“Tolggpe” 


self, and a slight movement forward 
is perceptible.” 





Salesmen I Like to Do 
Business With 














(Continued from page 21) 


resulted in a distinct saving to our 
company. It happened on the train. 
I had just finished an interesting book 
and a fine cigar, and was settling 
down for a nice nap in the smoker, 
when two men came in and sat oppo- 
site me. They were talking so loudly 
that I could not help overhearing. 
One of them happened to be the sales 
manager for a concern with whom we 
were doing business. He mentioned 
a cut price that was being given a 
particular industrial plant. The next 
day his salesman came in to see me. 
I told him he was cutting prices on 
such and such an item. He insisted 
he was not. I refused to give him 
the source of my information, but 
simply advised him to talk it over 
with his house. Naturally, I got a 
lower price. 

The advisability of not speaking 
too freely in the presence of strangers 
was driven home to me even more 
emphatically another time. A friend 
of mine had taken me to his golf 
club for a little game. He intro- 
| duced me to two of his friends and 
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PRUS-REIN BRPRCED 


FOR ADDED STRENGTH N 


CIENTIFICALLY reinforced, Square “Gee” Thisextra value—this added margin ofstrength 
Trus-Fittings have an excess capacity for —costs your customer nothing! Prices are 
punishment. They are built to take extraloads _ those charged for ordinary fittings. 


—to resist emergency strains. The fitting-with-the-truss is one more reason 


why it is mighty profitable to handle Square 


Here is every quality that has made Square “Gee” products 


“Gee” fittings so deservedly popular—plus a 


new, exclusive feature that means real pro- THE GRABLER MANUFACTURING CO. 
Ss 6565 Broadway os Cleveland, Ohio 
tection for your customers. Warehouses: NEW YORK, CHICAGO, LOS ANGELES, SAN FRANCISCO 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings 


MALLEAG LE, CAST IRON ORAINAGE, BRASS 
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Understandable 
Superiority 













Unbreakable 


—heat treated 
alloy steel 
back. 


Patented 
Electrie 
Weld— 


Hish Speed 
Steel 
gio Sete 


Builds 
Sales 


MARVEL High-Speed-Edge Hack 
Saw Blades do not have to be sold on 
“puffing talk,” on mysterious names 
or high sounding claims. Their ad- 
vantages (sales points) are immedi- 
ately understood, are obvious to any 
mechanic—U nbreakable—High Speed 
Steel, long-lasting, fast-cutting, the 
best characteristics of all types of 
blades combined in one. Here are 
blades that you can sell for any job 
and know that they will give long, 
satisfactory service. 


MARVEL 


High - Speed - Edge 
HACK SAW BLADES 


—cost no more than ordinary high 
speed steel blades. In sizes for all 
power hack saws. Guaranteed not to 
break, even in case of accident. 


Write for Catalog 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 


353 N. Francisco Avenue 
CHICAGO - - - - = = - 


U.S. A. 











we soon had an agreeable foursome. 
Toward the end of the game my 
partner started to talk business. He 
asked where I was from and whom 
I was with. When I told him, he 
said: 

“That’s funny. We have a man 
who calls on your company. Your 
buyer is a damned fool.” 

Of course my host doubled with 
laughter and then told him who I 
was. This incident was humorous, 
but the point of the story is that the 
likable young salesman has never 
called on me since. Neither has the 
sales manager come in to patch up 
the situation. 


Of course, this fellow should have 
found out who I was before making 
such a broad statement, but even so, 
all was not up. He could easily 
have apologized, and on the next 
trip, I venture to say that if he and 
his salesman had come in together, 
we might have had a good laugh and 
been the best of friends. Often the 
most successful business relation- 
ships have just such unpromising 
beginnings. 


SIMILAR, and even more hu- 
morous incident happened to 
me on a sleeper recently. About 
half an hour before train time, I 
sent the red-cap on ahead with my 
grips. He returned and informed me 
that there was an elderly man in my 
berth, already preparing to retire. I 
glanced at my reservations again, 
boarded the train, and asked the 
man who was occupying my berth 
if he had been sold that space. 
“Well, what do you suppose I 
would be in this condition for?” he 
barked, and then followed a volley 
of rather insulting remarks. 


I respected his years and calmly 
waited until the conductor came 
through. It happened that the irate 
gentleman was in the right berth, 
but the wrong car, and instead of 
apologizing to me for his profanity, 
he gathered up his belongings, and, 
still muttering to himself, disap- 
peared into the next car. 


It was less than two weeks later 
that a strange card was laid on my 
desk. Imagine my surprise at find- 
ing that the owner was none other 
than the profane old gentleman of 
the sleeper. He took one look at 
me and said, “I guess I’d better re- 
tire.” And with that he did, without 





Distributors 


THE 


S WACO 


Hopper CAR WRENCH 
Offers You Profits 


< 


Sag 


MARKET 
Anywhere that 
dumped. 


FEATURES 


Positive Safety, Stability, 
Simplicity, Ease of Opera- 
tion, Steel Castings. 


SALES POLICY > 
Sold through distributors 


cars are 





with full price protection. 


We are interested in Distributors 
who desire quality products, 
profits and sales co-operation 








The ball-bearing reversible 
ratchet head is exclusive with 
the SWACO Safety Hopper Car 
Wrench. The handle never leaves 
the user’s hands. SWACO elim- 
inates the dangerous accidents 
which threaten the life and limb 
of the employees who open 
Hopper bottom cars. SWACO 
_ guaranteed to give satisfac- 
tion. 








OAIFEIY 
HOPPER CAR WRENCH 


Safety Wrench & Appliance Co. 


Worcester, Mass. 
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THE 


UMORE, 


MIDGET 


ERE is one of the most use- 
ful tools the Dumore Com- 
any has ever developed. 
Built to DUMORE standards, it 
will grind to the finest limits. Its 
small size and light weight make it 
one of the simplest grinders to set 
up and operate, and it now pro- 
vides a precision grinder for practi- 
cally every make of bench lathe, in- 
cluding Hardinge Bros., Stark Tool 
Co., Porter-Cable, Rivett, South 
Bend, Potter, Pratt & Whitney, 
Hjorth, and equipment of this type. 


Offhand Grinding 


For offhand grinding, it is particularly 
adapted to the finishing of small open- 
ings, radii, and irregular shapes in all 
kinds and types of dies. Correcting in- 
accuracies in blanking dies, providing 
top rake of a form tool, sharpening 
dinking dies, button dies, etc., are only 
a few of the Midget’s many uses. 


Cylindrical Grinding 


The tool post shank provides a solid 
mounting for lathes, milling machines 
or other machine tool 
set-ups for internal 
and external grinding 
operations, relocating 
centers, face plate 
gtindings, grinding of 
small openings, ta- 
pers, centers, etc. The 
motor is adjustable on 
the tool post shank 
for different centers. 





Drilling and Miscellaneous 
Operations 
High speed drilling operations in wood 
and molded material, operating high 
speed slitting saws, in undercutting 








mica in commutators, and spark testing 


DUMO 


MIDGET 


~ 


















































of steel, are a few of the Midget’s vari- 
ous uses. For hand operation, a special 
wood handle which slips over the tool 
post shank, is provided. 


Special Design of Collett 


An ingenious design of chuck collett 
permits the use of round shanks rang- 
ing from 3” to #2” in size. This chuck 
will accommodate 
drills from No. 42 to 
No. 22 inclusive. The 
collett is attached di- 
rectly to the armature 
shaft so that the pow- LATHE 
er of the motor is USE 
transmitted direct to 

the grinding wheel 
without the use of a drive belt. 





The motor switch is conveniently lo- 
cated in the motor case and the unit is 
provided with 8 ft. rubber covered cord 
and molded rubber attachment plug. 


Specifications 
MOTOR—1/20 H. P. universal type. 
SPEED—Maximum, 20,000 R. P. M. 
Full load speed, 10,000 R. P. M. 

CURRENT CONSUMPTION—95 
watts. 

ARMATURE CORE—1%" x %”. 
High grade selected ball bearings. 

SIZE OF SHANK— #s x 56”. Motor is 
adjustable on shank for different 
centers. Specially designed collet 
chuck, capable of taking round 
shanks 3" to #2” in size. Switch 
mounted in motor case. 


Equipment 

Six wheels — 1 x 46”, % x 4%", x 
44”, % x %", is x 1% ig 1g x Va 
Shank 17% x 14” diameter. No. 60 Grit, 
No. 0 Grade. Wooden handle with 
mounting screw. Two wrenches, can of 
oil, 8 ft. rubber covered cord and molded 
rubber attachment plug. Grinder packed 
in wooden box with sliding cover. 


a MULTITUDE OF USES 














THE DUMORE COMPANY 
27 Sixteenth St. Racine, Wis. 


the “= Please send complete information 
or write for on the new Dumore Midget. 
complete nn 





information. 






Address 
é 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending March 
15, 1931, with business 
during the corresponding 


period of 1930. 


NEW MIDDLE 
ENGLAND | ATLANTIC 


Decrease Increase | Decrease Increase 


Item 


| Belting, Conveyor 
Compressors 


Forms, Road, 
etc. 


Conveyors, Portable 


Cranes and Shovels 


Hammers, etc. 


Engines, Gas, etc. 


Brushes (Prod.) 


ws, Ham- 
mers, etc. 


etc. 


Machine Tools and Equip- 
ment 


Goods 
etc. 
Nuts, Bolts, and Rivets 
Paint Spraying Equipment 
Pavers and Mixers 
Pipe, Valves and Fittings 
Pneumatic Tools 


Pumps 


Ex- 
Masks, etc. 


aste (Maint.) 
Tools, Pipe Threading 
Tractors and Graders 
etc. 


“v"-Belt Drives 


etc. 


EAST 
CENTRAL 


Increase 











KEY TO CHART 


| —= We Change 
| «| — Inerease 
o=] = 5% increase 
| « =  Deerease 
ox) -— 5% decrease 
*Better comparison than last month 








WEST 
CENTRAL | SOUTHERN} WESTERN 


Decrease Increase | Decrease Increase | Decrease Increase 
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ARD cider turns to vinegar because it oxidizes. 
The air turns it! Granted, vinegar is good in its 
way, but it isn’t cider! 


Rubber that has oxidized isn’t rubber! It isn’t even 
“good in its way.” Graton & Knight Mechanical Rub- 
ber Goods have a high resistance to oxidation because 
of selected materials and expert manufacture. They last 
longer and wear better. 


. The superior qualities of Graton & Knight “Tension a 
Cemented” Leather Belting and Rubber Belting, eas 
Leather Products and Mechanical Rubber Goods spread 

good-will everywhere for Mill Supply Distributors. Get YOUR Free Copy 


Send for your free copy of the cata- 


satus logue showing the Graton & Knigh 
We are prepared to work with Distributors. Write line of, Robber “Belting eo 
for our special cooperative selling plan which includes ——“P*7is#! Rubber Goods. 


the personal assistance of our salesmen. 


Our cooperative efforts will increase your sales and 
“turn” them into greater profits, 


Graton & Knight Company 


Worcester, Mass. 


GRATON 
KNIGHT 


“Tension Cemented” Leather Belting ... Belt Cements and Dressings . .. Round Leather Belting . .. Lace Leather... 
Leather Packings . . . Leather Strapping Specialties . . . Leather “V” Belting . . . Mechanical Rubber Goods 
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CLARK’S 


Heavy Duty Drills 
Have Stood the Test 


of Years 


That’s one reason why they are such 
steady sellers today. The other is their 
intrinsic quality which you can easily 
recognize—and just as easily demonstrate 
to your customers. These heavy duty 


drills powered by CLARK Universal Mo- 
tors, form one of the outstanding and 
profitable units in the CLARK Portable 
Electric Tool line. 













Alloy steel gears 
Heat treated 
Plain side handles, 


removable 





Spade handle serves 
as handle and breast 
plate 


Numbers 1-U and 
3-U have swivel 
spade handles 


Drill stands Nos. 0 
and 1 convert these 
drills into service- 
able drill presses 


The CLARK Line provides the distributor 
a the right electric tool for every pur- 


lng Clark Jr. Electric Co. 


605 Bergman Street 


Louisville, Ky. 









even giving me an opportunity to 
find out what he had to sell. 

Of course, we might not have 
been in the market for his goods, 
but he might easily have said, “After 
all the things I said to you the other 
night I couldn’t blame you if you 
kicked me out of here, but I was 
tired and out of sorts, and I hope 
you won’t hold that against me. 
After all your first concern is to 
buy economically and wisely, re- 
gardless of whether your vendor is 
an irritable old fool or a self-con- 
tained gentleman!” 


F ROM my many years’ experi- 
ence in studying salesmen in ac- 
tion I have built up a definite picture 
in my mind as to the kind of fellow I 
like to do business with. He must 
represent a house which I can hold in 
high regard; make calls regularly; 
know his lines or at least his cata- 
log; waste no time bluffing; be in- 
terested in developing a permanent 
customer, not getting the immediate 
order; schedule calls so as not to 
arrive at an inopportune time; be a 
sportsman; and establish a personal 
though not necessarily a social re- 
lationship. 

There is nothing unusual in any 
of these demands which I place on 
a salesman, yet it is surprising the 
number who don’t measure up. Many 
times, of course, the men higher up 
are at fault. Either they’re sending 
$1 men on $5 jobs or else they’re 
not accepting their responsibilities as 
sales managers by seeing to it that 
their salesmen function properly. A 
little better sales direction, it seems 
to me, would be well repaid in in- 
creased sales and profits. 





Making Counter Selling 
Something More than 
Order-Taking 
(Continued from page 22) 
knowledge which will help him under- 
stand what the customer actually 
needs. After I have formed this 
mental picture of the plant, I check 
up and see how it fits in with the 
line of goods he is buying from 
us. It may be that he is buying 
certain items elsewhere, which he 
could profitably buy from us, but 
does not, owing to some erroneous 
idea that might easily be straightened 
out. Again, he may need some prod- 
uct that he does not know we handle, 
or that he (Continued on page 87) 























Valves 





Pressure 
and 
Vacuum 


Gauges 





300 
A co 





Whistles 


Plain 


and 


Chime 


specialties 
for power plants 


mplete 


line for you 
to make money 


with. 


J. E. LONERGAN CO. 


209 Race St., 


Philadelphia, Pa. 
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A Second 


Big Opportunity ror Prorirts 


occ Diamond Air Hese 


ONSIDER the opportunities for the 
profitable handling of air hose. Review 
the list of prospective customers . . . fac- 
tories and foundries, mines and quarries, 
textile mills, woodworking and metal work- 
ing plants, garage and service stations, con- 
tractors, construction men, railroads ...and 
scores of others. 


But this huge market by no means ex- 
hausts the sales possibilities of air hose. 


There’s many an order to be had for 
vacuum hose, widely used for suction clean- 
ing in factories and buildings of many types; 
and for carrying off dangerous dust, in es- 
tablishments such as stone dressing plants 
and textile mills. 


Now there has been developed still an- 
other rich market in connection with pneu- 
matic conveyors, where the hose is used for 
conveying grain, lime, cement and products 
of many other types. 


In your solicitation of air hose orders do 
not stop with the broad general market. 
Cultivate as well the additional business 
that results from this latest development... 
the employment of air hose in connection 
with pneumatic conveyors. 


The Diamond Rubber Co., Inc., Akron, 
Ohio supplies the country from these 
eleven service centers: Akron, Atlanta, 
Kansas City, New York, Philadelphia, Bos- 
ton, Dallas, Chicago, Los Angeles, Seattle 
and San Francisco. 





























MARKETING PROGRAM 








ONE OF THE MANY MINES that 
standardize on Diamond Air Drill Hose. 
Their purchases aggregate many thou- 
sands of feet annually—good, profitable 
business for the distributor. 




















AIR HOSE IN USE, underground. 
indoors and outdoors 




































CONTRACTORS AND QUARRY MEN are depend- 
ent upon Air Hose for the completion of contracts on 
time. The hose illustrated at left was sold for a contrator’s 
use in building a bridge foundation—by a Diamond dis- 
tributor whose sales aggregated thousands of feet during 
the past year. 


PORTABLE COMPRESSORS (see below) have wid- 
ened the field for Air Hose. This one, equipped with Titan 
Air Hose, is used in street repairs in a large eastern city. 
The same customer has a number of other compressors, 
and Titan is standard hose equipment for all of them. 
Business of this sort means real profits for the distributor. 


HUNDREDS OF TOOLS for drilling, 
planing, hammering, chipping, sawing, 
ramming, etc., etc., are in use in manu- 
facturing plants of all sorts. See detailed 
schedule on Page 4 of this advertisement. 


Ask for our pamphlet explaining how 
to get the best service out of ANY 
air hose. 





FOR DETAILER INFORMATION ON DIAMOND PRODUCTS 
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HOW TO CAPITALIZE 


on the demand for Air Hese 


This country spends 
over $4,000,000 each 


year on air hose. 


Titan is stocked at 
Akron, and at each of 
our ten branches, for 
the convenience of 
our Distributors and 
their customers. 


To provide prompt 
service for our Dis- 
tributors, Gulf is 
stocked at Akron, 
Boston, Chicago, San 
Francisco and Seattle. 
Diamond is stocked at 
Atlanta, Boston, Chi- 
cago, Philadelphia, 
San Francisco and 
Seattle. 





























O secure an adequate share of this business . . . to handle 
it with minimum investment and maximum profit ... we 
recommend that distributors standardize on our Titan Red 


Air Hose. 


Smaller sizes for garages and service stations . . . medium 
sizes for pneumatic tools .. . larger sizes for air drills ... Titan 
meets the entire range of requirements for Air Hose. Ascertain 
the sizes in greatest demand by your trade, stock them, and for 
other sizes draw on Diamond stocks. 


Titan combines unusual strength and flexibility with mini- 
mum weight—a great advantage to the man who must handle 
it all day. Hose that is heavy or stiff slows up the work, and 
tires the worker. In all sizes this hose 1s made to withstand 
four times the actual working pressure. 


Titan’s attractive red color helps sell it. Contractors espe- 
cially like it for street repairs because the red acts as a danger 
signal, prevents pedestrians from stumbling, avoids possible 
damage suits. 


Titan has the oil resistance so necessary in handling oil-laden 
compressed air. Permits lubricating tools through the hose with- 
out injury to the hose; without gumming up the tools with dis- 
integrated rubber. Manufactured by high-pressure hot-water 
cure. That means a smooth interior, less air friction, a thoroughly 
unified hose wall. Practically impossible to peel off the cover or 
separate the plies without actually cutting the hose to bits. 


* * * 


In localities where the demand is for wrapped fabric hose, 
the distributor should standardize on Gulf for pneumatic tool 
service in mills and shops, and on Diamond for air drills in 
mines and quarries. 


Gulf is made with lightweight fabric. It is tough, flexible, oil- 
resistant, and more than strong enough for all working pressures. 
By our own special process it is produced in reel lengths, a great 
convenience for the distributor and user. 


Diamond Air Drill Hose is supreme in mines and quar- 
ries. Wonderfully strong and oil-resistant, it withstands the 
hardest wear, contact with acid water, requires no wire winding, 
and even survives crushing under heavy rocks without per- 
manent injury. 


There is great advantage to the distributor in handling a line of Air Hose, the quality 
of which is unquestioned ...a line continually being tested by its manufacturer against 
hose of other makes, so that no one can offer the trade a better value. 





SEE OUR 





10 PAGES IN THE MILL SUPPLIES’ 














CATALOG 





Here is the distributor’s 


am, 


a market for Air Hose 








SERVICE INDUSTRIES 


TRANSPORTATION 
Steam Railroads 


Electric Railways 


Air Brake and Air Signal Hose, Air Saws, Planers, Borers, Reamers, Paint Sprayers, 
Vacuum Hose for Cleaning. 


Trench Diggers, Paving Breakers and Drills for Street Repairs, Paint Sprayers, 
Vacuum Hose for Cleaning. 





Pus.ic UTIvities 


Electric Light and Power Plants 


General Air Service, Blowers for Cleaning Motors, Paint Sprayers, Vacuum Hose 
for Cleaning. 








Pusiic Works 
Highway Departments 


Drills, Trench Diggers, Paving Breakers, Sand Rammers. 





Basic INDUSTRIES 
Quarries 
Coal Mines 
Metal Mines 
Miscellaneous Mines 
Petroleum and Gas 


Drills, Pumps, Bar Channelers. 

Drills, Punchers, Picks, Shovels, Coal Cutters, Drifters, Loaders, Cement Guns, Hoists. 
Drills, Stopers, Augers, Drifters, Hand Hammers, Loaders. 

Drills, Stopers, Augers, Drifters, Hand Hammers, Loaders. 

Paint Sprayers. 





CONTRACTORS 
General Construction 
Railway 
Sewer 


Road 





MISCELLANEOUS 
Refrigeration and Ice 
Warehouses 


Pile Drivers, Drills, Riveters, Tampers, Planers, Cement Guns. 
Planers, Drills, Riveters, Tampers. 

Drills, Paving Breakers, Tampers, Trench Diggers. 

Drills, Trench Diggers, Paving Breakers, Tampers. 





Air Hoists, Air Guns for Cleaning Motors, Vacuum Hose for Cleaning. 
Air Hoists. 











MANUFACTURING INDUSTRIES 


Process INDUSTRIES 
Ceramics, Brick, Tile 
Fertilizers 
Cement and Lime 


Pneumatic Breakers, Mechanical Forks, Hoists, Paint Sprayers. 
Drills, Air Guns for Cleaning Motors and Machinery. 
Air Drills, Machine Shop Tools, Air Guns for Cleaning, Pneumatic Conveyor Hose. 





Meta ReFininG INDUSTRIES 
Smelting and Refining 
Blast Furnaces 
By-Products 


Machine Shop Tools of All Sorts. 
Transfer Tables, Turn Tables, Tuyeres, Air Guns. 
Pneumatic Hammers and Chippers. 





MetaL WorKING INDUSTRIES 
Machine Shops 
Foundries 


Mechanical Machinery 
Automotive 

Shipbuilding and Dry Docks 
Railroad Repair Shops 


Forge Shops 


Drills, Reamers, Tappers, Riveters, Grinders. 

Sand and Bench Rammers, Vibrators, Chippers, Grinders, Core Breakers, Riveters, 
Drills, Saws, Sand Sifters, Steel Brushes, Hoists, Scalers, Presses, Spraying Blacking, 
Air Cleaning. 

Drills, Reamers, Tappers, Grinders, Wood Borers, Paint Spraying. 

Drills, Screw Drivers, Grinders, Riveters. 

Chisels, Bolt Drivers, Saws, Chippers, Planers, Reamers, Riveters, Wood Borers, Calkers. 
Drills, Reamers, Riveters, Lifts, Jacks, Punches, Shears, Emery Wheels, Stay Bolt 
Cutters, Wood Borers and Saws, Air Brake Hose Attachers, Paint Sprayers. 

Drills, Chippers, Riveters, Grinders, Hammers, Squeezers, Benders. 





TextTice Mitts 
Cotton Manufactures 


Machine Shop Tools, Paint Sprayers, Air Guns for Cleaning Machines, Vacuum Hose 
for Harvesting Machines, for Stripper Hose, and for Cleaning. 





Woop INbDusTRIES 
Logging and Saw Mills 
Planing Mills 
Furniture Factories 
Box Factories 
Sash and Door Mills 
Other Wood Industries 


Bark Removers. 

Air Saws and Planers. 

Air Saws and Planers, Wood Borers, Varnish Sprayers. 
Air Saws and Planers. 

Air Saws and Planers. 

Air Saws and Planers. 








MISCELLANEOUS INDUSTRIES 
Marble and Stonework 





Cutting Shed Tools, Stone Carving Tools, Vacuum Hose for Collecting Dust. 











NOTE: Ten years’ time has been required to accumulate the information 
embodied in the Diamond Charts appearing in this series of advertisements. 
They will repay careful study on the part of the Mill Supply Salesman. 
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Only 
Through 
Distributors 


— to a constantly 
Growing Market 






"BOSS" 
Female Coupling 
with I.P.T. Spud 


Superior performance cre- 
ates active consumer de- 
mand for "BOSS" Hose 
Couplings—always a "sure 
fire" repeater, and they 
never fail to produce the 
kind of customer satisfaction 
that characterizes high grade 
distributor service. 


Renewed industrial and 
construction activity will 
stimulate sales of "DIXON" 
line hose connections. Write 
for complete information or 
let us send a sample of the 
sturdy rust proof (cadmium 
plated) "BOSS" ym He 


for steam, air or water hose. 
Manufacturers of Couplings for Distributors 


DIXON 


VALVE & COUPLING CO. 
PHILADELPHIA, PA. 


has not thought of as being useful 
in his line of business. 

This question-asking habit often 
brings quick, definite results. Once a 
coal operator in telling about his 
shop, happened to mention that he 
had to call two men whenever a car 
was to be lifted in the repair shop. 
Of course, I sold him another hoist 
so that one man could easily raise a 
car without taking another from his 
work, 

Telephone selling in the evening is 
a fourth method I use. Miners buy 
considerable quantities of hose, drills, 
and other materials not furnished by 
the operators and their counter busi- 
ness is well worth while. I take their 
telephone numbers and often call 
them in the evenings with an eye to 
present and future business. 

Maintaining a list of associated 
items to suggest when a buyer makes 
certain purchases has proved prac- 
tical with me. In compiling this list 
the monthly feature of Mitt Sup- 
PLIES—‘How I Sold Him Something 
More”—is used, together with addi- 
tions made from observation and ex- 
perience. I refer to this book fre- 
quently to familiarize myself with all 


associated items. 
| ENJOY selling these small extra 
items and believe they pay even 
greater profit for the time and money 
invested than many larger, more 
complicated ones. Then too, this 
business of selling small items works 
backwards as well for sometimes the 
sale of a small item will lead to sell- 
ing a large one. Often the original 
order is for a small item and the “ex- 
tra” one big. 

Making the extra sale gets to be a 
game; one that, with a little special 
effort is very likely to be a winning 
one, because after all, in making 
these “plus” sales you are helping 
your customer make his work easier 
or more productive—and that, after 
all, should be the aim of every sales- 
man. 


Who’s Who 
(Continued from page 26) 

The firm prospered and a New 
York office was opened. Mr. Clark 
was placed in charge of this branch, 
continuing his trips through the terri- 
tory. On one of these swings, he 
made the acquaintance of H. E. 
Cushman, then sales manager and 
later president of the Morse Twist 











Drill Company. (Turn to page 88) | 

















































“NEW BADGER” 


“A Powerful 
Car Mover 
with a Power- 


fulSales Appeal a 


Every industrial plant with 
a siding is a ae for 
one or more of these pow- 
erful, compound leverage 
car movers, one-man oper- 
ated. Ask the man who 
uses one, why he prefers it 
to all others. Ask the dis- 
tributor who handles _ it, 
why it sells fast and brings 
repeat orders. 


“The Advance”’ 
Safety Car Wrench 


There is also a great field 
for sales of “The AD- 
VANCE” Safety Car 
Wrench. This strong and 
economical tool automat- 
ically adjusts itself to any 
size winding taps on hop- : 
per bottom cars. Any dis- ; 
tributor of “The AD- ¥ 
VANCE” will tell you it Ff 
goes over big with his cus- 
tomers. 


LE an 


an ee 


Pina 2. Goo 





Sell them as 
a unit 


Sell “The BADGER” 
Car Mover and “The 
ADVANCE” Safety 
Car Wrench as a 
unit. You'll find 
customers _ receptive 
and profits good. 


Write for the details and our 
distributors’ terms. 


Advance Car 
Mover Co. 


APPLETON WISCONSIN 
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FLEXIBLE SHAFT MACHINES 


We build machines ranging in size from 1g to 2 H. P. 
in three speed drives—direct drives, vertical types and 
VERTICAL TYPE gas motor drive machines. 


TYPE ML6—% H.P. 


Attachments for: 
Rotary Filing 
Drilling 
Sanding 
Wire Brushing 
Polishing 
Buffing 
Nut Setting 
Screw Driving 
Auto Body and 
Fender Finishing 
and for many other 
operations. 


Write for the largest catalog ever published illus- 
trating flexible shaft equipment. 56 pages. 


Manufactured By 


N. A. STRAND AND COMPANY 


5001-5009 No. Lincoln St. - - - Chicago 














Torchweld will enable all 
vour customers to do their 
welding and cutting faster, 
more efficiently and eco- 
nomically. 


Everywhere in your territory 
there are opportunities for the 
scale of Torchwel1 Equipment 
and Supplies. Write for de- 


That’s what you want, 
isn’t it? A line that will 
give your customers the 
tails on our Exclusive Money best service and at the 
Making Distributors’ Proposi- same time prove profitable 
tion. for the efforts put forth. 











TORCHWELD EoQuipMent COMPANY 
224 N. Carpenter St., - - - - 


Chicago 





These two became great friends 
| and were together a great deal. It 
| was through Mr. Cushman that 
| Clark met Samuel Harris, president 
_ of Samuel Harris and Company, Chi- 
| cago. Meeting Samuel Harris turned 
out to be a significant happening in 
the life of young Clark for he later 
| went to work for him. It also led to 
his meeting Mr. Harris’ daughter, 
Satie, who afterwards became his 
wife. 
| Mr. Clark entered the company in 
| 1895, as manager, because Mr. Har- 
| ris needed some one to look after the 
business he had been building since 
| 1874. The company was then located 
at Canal and Washington Streets. 
Upon the death of Mr. Harris in 
1920, Mr. Clark became president 
and has carried on in that capacity 
ever since. 

This firm has been a member of 
the National Supply and Machinery 
Distributors’ Association since its be- 
ginning, and one of Mr. Clark’s sons, 
| Wendell, is a member of the associa- 
tion’s executive committee. Louis 
Clark is a member of the Skokie and 
Exmoor Country Clubs and the Chi- 
cago Athletic Club. His real hobby 
at the present time is golf, but since 
his boyhood days he has been inter- 
ested in all major sports. 

As mentioned before, he married 
Miss Satie Harris, daughter of 
Samuel Harris, in 1895, and they 
| have three sons, all active in the busi- 
| ness. Wendell Clark is vice-presi- 
| dent; Samuel Clark is secretary- 

treasurer, and Gordon, sales man- 
| ager. There are seven grandchildren. 





LTHOUGH this company’s gen- 
eral scheme of industrial supply 
distribution is substantially the same 
as formerly, the business has grown 
and lines have been added to keep 
step with the changes and demands of 
_ modern times. Machinery and auto- 
| motive materials have been worked 
in judiciously. By buying out the 
Frank Burke Hardware Company in 
Waukegan, Illinois, the company ac- 
quired a branch in that city for serv- 
ing the industrial trade on the North 
Shore. Besides the main office at 114 
North Clinton Street, a branch is 
| maintained in Chicago at Twenty- 
fifth Street and Michigan Avenue, 
specializing in serving the automotive 
_ trade. In this branch as in every 
division of the company, the primary 
aim is to have what the customers 
| want when they call for it. 
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Alt the shops in your territory that 
use high speed tools are live 
prospects for the new U. S. Tungsten 
Carbide Tool Grinder! And you can 


sell them because of the big new ad- * 


vantages they reap from this machine: U. S. Tungsten Carbide 


Greater Economies Tool Grinder 
Better Finished Results 





This machine pays for itself many _ times Protractor markings 
through real economies: (1) High speed tools on tool rest enable ad- 
last longer—a big item in view of their higher justable table and slid- 


cost. (2) Fewer sharpenings required. (3) ing guide to hold tool 
Less time necessary for sharpening. (4) The at any angle, and se 
perfect edge prevents chattering and breaking 3 

away. (5) Better finished results naturally curely, agnunt the — 
follow with better sharpened tools. wheel. | 





This new grinder is equally as sturdy and 
dependable as all the others in the broad U. S. 
line—“The Good Mechanic’s Choice” since 
1897: SKF Ball Bearings. Heavy, one-piece, 
manganese steel spindle. Powerful 2 H. P. 
motor of 1,750 r.p.m. furnished in any stan- 
dard voltage, A.C. or D.C. Push button con- 
trol. Boiler plate wheel guards, adjustable to 
wheel wear, etc. 





















FREE—Send us your name and address in 
the margin of this ad for full particulars, 
prices and discounts. New catalog of U. S. 
Portable Electric Drills, Grinders, Buffers, 
Flexible Shafts, etc., also gladly furnished 
on request. 


Grinder can be 
furnished as 
shown or with 
cup wheel and 
swinging table 
on both ends. 





AANA 


ew 
fs 


ANITED S if 


ELECTRICAL TOOL COMPANY 


Dept. H. 2498 W. Sixth Street, Cincinnati, Ohio 





Atlanta Cleveland Detroit Philadelphia San Francisco 
Boston Dallas Minneapolis Pittsburgh Seattle 
Chicago Denver New York St. Louis Syracuse 


Export Sales Representatives—WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—1I50 Broadway, New York City 
The B. E. N. PATENTS, Ltd., 92 Tottenham Court Road, London, WI England 
Canadian Division—MAPLE LEAF ELECTRIC TOOLS, Ltd., Toronto 
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New and Improved Industrial Products 








to Greenfield Tap and Die Corporation, Green- 
field, Massachusetts, is introducing to the trade its 
new line of “Little Giant” screw extractors. These 
extractors are so designed that they can “feed” them- 
selves in a hole drilled in the broken screw or stud, 
instead of having to be hammered in. They are 
provided in 13 sizes. 











NEW grinder known as the U. S. Tungsten 
Carbide tool grinder, for sharpening tungsten, 
carbide and high speed tools, is being made available 
by the United States Electrical Tool Company, Cin- 
cinnati. A special feature is the tool rest which 


comprises an adjustable 
which together hold the 
against the cup wheel. 

for height and for wheel 








table and a sliding guide 
tool securely at any angle 


The rest is also adjustable 


wear. 





STANDARDIZED, 
block has recently been placed on the market 


by the Congress Tool 


and 


interchangeable, magnetic 


Die Works, Chicago. 


These blocks are ready-made, built up of a number of 
laminations of special alloy “electric” steel, separated 


by non-magnetic 
thickness. 


layers or segments of uniform 














A NEW type W electric hoist is being made by the 
Wright Manufacturing Company, Bridgeport, 
Connecticut. Alloy steel shafts; drop-forged, heat- 
treated gears and pinions, and Tru-Lay preformed 
cable are used in the construction of the hoists. 








Bn Rockwood Manufacturing Company, Indi- 
anapolis, Indiana, announces the introduction of 
the Rockwood short-center flat belt drive, now avail- 











able in stock drives from 1 to 50 horse power. This 
drive comprises a motor base, two pulleys and a 
flat leather belt. | 

| 














HE National, type “WN” compound portable air | 
compressor made by the National Brake and 
Electric Company, Milwaukee, is built in 110, 160, | 
220 and 320 cubic feet sizes and has a one-piece cast 
| steel frame. 
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New and Improved Industrial Products 
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HE Ferry Cap and Set Screw Company, Cleve- 

land, has just announced that its patented acorn 
nuts will now be furnished with a stainless steel 
cover over a steel or brass hexagon nut. These nuts 
are designed particularly for use in hiding un- 
sightly bolt ends and keeping out dirt, rust, and 
moisture. They are made in both burnished and 
polished finish and rust proof and tarnish proof. A 
wide range of sizes and thread specifications is 
offered, 





66 ODTITE” packing was recently announced as 

a new product by The Darcoid Company, 
Incorporated, New York City. It is made from as- 
bestos, especially treated and shredded, a_ process 
which is said to give the packing a soft silky tex- 
ture. This packing is made in a handy spiral form 
and is self lubricating. 


HE new hy- 

draulic lift 

truck of the 

Lyon Iron 

works, Greené, 

New York, has 

a capacity of 

6,000 pounds and 

a 3-inch vertical 

lift. To elevate 

a load the han- 

dle is operated 

with either long or short strokes. There are no 
ratchets or pawls to throw in or out, The truck has 
turning radius of 360°, and single frame construction. 





HE Procunier Safety Chuck Company, Chicago, 

is making a new tapping attachment with “dou- 
ble-cone” cork clutch and automatic reverse for high- 
speed sensitive tapping. Details on request. 
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HE Chisholm-Moore Hoist Corporation, Ton- 

awanda, New York, is announcing a new alumi- 
num-alloy chain hoist called “Al-lite.” Certified Alcoa 
aluminum alloys are used in its construction. Some 
of the features of the new product include Alemite 
lubrication, hardened and ground ball bearings, plan- 
etary type gears, and dust-proof housing. 








HE Murphy Machine Company, Philadelphia, is 

introducing a new expansion joint with a per- 
manently fixed extension guide rigidly attached to 
the body of the joint. Alemite fittings lead a charge 
of zinc oxide lubricating compound under pressure 
through a metal distributing ring, forming the lubri- 
cant into a thin film between the packing and sliding 
sleeve. 
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“New and Improved Industrial Poodacts 














EW “Speedage” belts have been designed by the L. H. Gilmer 
1 Company, Philadelphia, for high speed small pulley work. These 
belts are furnished in light, medium and heavy weights, in different 
number of ply, and are built from tubular endless woven fabric by 
sewing together superimposed folded layers of the fabric. These 
folds are made in such a way that practically a selvage edge is formed 
by the strong warp cords. 





HE Economy 

Engineering 
Company, Chicago, is 
announcing a new 
line of ball - bearing 
equipped lifting ma- 
chines. Both hand 
and power operated, 
plain and telescoping 
machines are in- 
cluded in the new de- 
velopment, the ma- 
chine shown being 
an electric telescoper 
of the new type. Ball- 
bearings, in these 
new models, are used 
throughout the gear- 
ing and in the sheave 
and platform frame 
wheels. On the tel- 
escopers the sliding 
frame wheels are also 
equipped. Recently- 
designed flangeless 
guide wheels are used 
to support the plat- 
form and telescoping 
frames. A lever at- 
tached to the rear of 
the controller shaft 
operates the service- 
brake. 





HE R. K. Le- 

Blond Machine 
Tool Company, Cin- 
cinnati, has recently 
placed on the market 
1 new line of lathes— 
the Regal line. This 
new lathe is an exact 
counterpart of the 
larger regular line of 
Le Blond engine 
lathes and is de- 
signed especially for 
use in places where 
light manufacturing 
is done. It is built 
in five sizes ranging 
from 10 inches to 18 
inches. 








NNOUNCEMENT iis being 

made by the DeWalt Products 
Corporation, Lancaster, Pennsylva- 
nia, of a new line of all steel fabri- 
cated band saws, built entirely by 
electric welding. These saws are 
being made in two _ types—the 
2-wheel unit and the 3-wheel unit. 
The 16-inch capacity machine has 
two wheels, and the 24-inch and 30- 
inch models are 3-wheel machines. 
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" AND OPEN VALVES” 


TURN RH FOR MORE 
PRESSURE 
ar 


THIS END TO HANG DOWN 


HE new boiler feed pump gov- 

ernor being introduced by the 
Bailey Meter Company, Cleveland, 
is designed primarily for use with 
turbine driven pumps. Its purpose 
is to maintain a constant differential 
between the pressure of steam leav- 
ing the boiler and the pressure of 
feed water in the feed water lines. 
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These Exclusive Advantages Explain the 
World-wide Preference for No 3. Beaver 


NOTE THE OIL HOLES IN THE DIE HEADS 


(Just one of many improvements made in the 


BEAVER Line. Ask for Catalog!) 



































I 


The sturdy die heads 
are easily and quickly 
slipped in or out of the 
drive ring when changing 
from one size to another. 

2 

Cross-section of die head with dies 
removed. Note oil holes between the 
dies that permit placing oil directly 
on the face of the dies—assuring bet- 
ter threads and long life to threading 
dies. These oil holes also allow chips 
to fall out and away from the dies— 
further protection to dies and threads. 


3 
Die segments are square in shape—not 
— weakened by a‘shoulder”™ or off-set. No 
No. 3 Beaver Ratchet “tip” to break off. Dies are electrically 
6 to 1” inchwive heat-treated and hardened by our own 
Buy any Range of Die Heads . . . os : 
special process which provides each die 
with the maximum of perfect threading service. 





































No. 3 Beaver is an “all purpose” tool. Whether the 4 
pipe is in a corner—or ditch—close to walls or ceilings, Ratchet gear teeth areona 
or out in the open at the bench, No. 3 Ratchet threads <— 5S gis aie 
it quickly and easily. separate fully enclosed ring. 
Bolt Die Holders, for use with No. 3 Ratchet, take Dirt and chips which act as 
the standard makes of 2-inch round adjustable Bolt Dies an abrasive cannot enter this 

















regularly sold by dealers. A separate Holder is required ring to wear down the gear 
for each size—l/4 to l-inch. teeth. An exclusive Beaver 
feature! 
5 


Note the broad, deep and 
square gear teeth — and the 
sturdy “full gripping” ratchet 
pawl that assures smooth ratchet 
operation free from back lash 
that results when exposed 
ratchet teeth wear down pre- 
maturely. 





6 

The construction of the 

drive ring is such that the 

die heads are held firmly 

ce 3 7 agp in position and will not <- 

po gals eg od drop out when threading in inverted positions—also 
work of all of ’em. 

an advantage when starting a-thread. 





All Leading Supply Houses Carry it in Stock 


Tre we Eee — 


Write us for catalog covering the complete 
line of new and improved Beaver Pipe Tools. 


The Borden Company, 511 Dana Ave., Warren, Ohic 
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A NEW thickness gage is now being offered to the 


trade by The L. S. Starrett Company, Athol, . —— Si all 
Massachusetts. The new gage, number 78, has six 
leaves: .0015, .002, .003, .004, .006 and .015 inch thick, | HE Barber-Colman Company, Rockford, Illinois, 
giving a range by thousandths from .0015 to .031. announces a new unit called the indicator finger | 
The leaves are protected by a steel case, held by a which is designed for getting at many places that | 
screw-and-stud arrangement. cannot be reached by a regular indicator. The finger | 


is clamped to the case barrel surrounding the indi- 
oe a _ _ = ; cator plunger so that the curved end of the bell 
crank rests against the end of the plunger. 











HE Cincinnati Ball Crank Company, Cincinnati, HE Hazard Wire Rope Company, Wilkes-Barre, 

through its engineering department, has perfected Pennsylvania, has developed a wire rope made of 
an air-operated barrel pump to be known as the stainless steel, called “Korodless.” This rope is said 
“Balcrank.” The pump may be attached to any con- to be resistant to salt air and water, and to prac- 
tainer or drum in a few seconds. tically all acids, fumes or alkalis. 


Disiceacesnesaibiin aaiieeenmnbinaoated 





A NEW portable electric | 
driven hand grinder 

and buffer has been placed 
on the market by The 
Standard Electrical Tool 








( 


Company, Cincinnati, Ohio, 
This machine is equipped 
with a % horse-power Gen- 
eral Electric Hy-frequency 
motor. 
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A Distinct Advantage 


Distributors handling“National’ 
Twist Drills and Tools have a 
distinct advantage in that they can 
obtain a complete line of small 
tools from one source of supply. 
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MANUFACTURERS 


of pARABOLIC 


MILLING CUTTERS | ane 


DRILLS 
TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT. U. S. A. 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Indianapolis, Ind. 
Cleveland, Ohio Syracuse, N. Y. 


TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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A Mee number 55 rotary geared pump with ball 
bearings and spiral gears, is being announced 

A the Brown & Sharpe Mfg. Co., of Providence, 

| R. L., to replace the number 5 pump previously made 
| 





by this company, which is now withdrawn from its 
line. A number of improvements have been incor- 
porated in the design and construction of the new 
pump which make it particularly adaptable for use 
in supplying oil under pressure for hydraulic opera- 
tion of machines. The cap, stand and housing of the 

pump are appreciably reenforced by having been 
made heavier. 


ca 


| >= new type 450 pipe threader being introduced 
2G the Speedway Manufacturing Company, Cicero, 
Illinois, is designed to give combined service as a 
| heavy duty %-inch capacity electric drill and a porta- 
| ble electric pipe threader. The drill can be taken 

from the pipe threading part by unscrewing two 
thumb screws. 








| HE Cincinnati Tool Company, Cincinnati, has 
brought out a new, number 650, heavy “I” bar 
clamp with steel bar 2% by #; by HW inch; clamping 
| surface 3 inches wide, 4 inches high, and ¥% inch 
diameter; and steel screw, 2 inches from center of 
| screw to bar. The tip has case hardened thrust bear- 
ing for end of screw. The slide has a tempered steel 
dog for engaging the notches. 





New and Improved Industrial Products 


























: new enclosed design variable speed transmis- 
sion recently announced by Reeves Pulley Com- 
pany, Columbus, Indiana, embodies improvements 
over previous Reeves enclosed designs. The standard 
internal operating parts are totally enclosed in a com- 
pact cast iron case. 











HE new Athol piper being made by the Athol 

Machine and Foundry Company, Athol, Massa- 
chusetts, is made of malleable iron with tool steel 
grips. In designing this vise, special attention was 
given to fastening the female grip. This is con- 
structed with a web running between the two grips 
with holes that the bolts go through to hold the grips. 





EVERAL new features are claimed for the Wyr- 

omat-ick compensators being made by the Wyrick 
Engineering Company, Wyandotte, Michigan. The 
major parts are two mating helical cam-face members 
which when placed together will increase or decrease 
their joint cross-sectional dimension if rotated in 
opposite directions. 
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Weeding Time 


for Distributors’ Lines 


OPEN LETTER 
No. 4 


By F. W. KNOTT 


It is my observation that the history of mer- 
chandising repeats itself. 


As distribution swings back and forth, from 
a seller’s market to a buyer’s market, and ex- 
panded businesses are forced to contract, many 


changes must take place. 


The first distributors of mill supplies were 
Now, due to their 


carrying competitive lines, they cannot sell one 


salesmen, pure and simple. 


line against another without risking the dis- 
pleasure of the manufacturer whose line is not 
Further than that, the distributors’ 
salesmen have not the definite first hand knowl- 


pushed. 


edge of their many lines of merchandise which 
is necessary to present them in a manner to get 
volume. 


A distrib- 
It did 


not stand up—and was returned, through the 


Such a case came up recently. 
utor sold belting to a large belt user. 


distributor, who supplied belting from another 
firm. This, also, was returned unsatisfactory. 
When the third belt was sent, the manufactur- 
er’s representative went with it, and inspected 
the machinery. He pointed out that the ma- 
chinery was out of alignment. This being rec- 


tified, the belting was perfectly satisfactory. 


Had the distributor’s salesman been prop- 


erly informed along transmission lines, he 
would have immediately pointed out the defect 
in alignment on the first complaint and saved 


the manufacturer the cost of replacement. 





It is obvious that the manufacturer cannot 
have a man on the ground to examine every 
He is dependent on the distrib- 
utor’s salesmen to see that his merchandise is 


installation. 
properly used. This incident shows, too, how 
thoroughly the manufacturer is at the mercy 
of both the distributor and the user. 


In these days of lower prices and keener 
competition, all the factors in the distribution 
Unless the 
distributor can increase the sales of the prod- 


system must justify their existence. 


ucts he handles, the law of supply and demand 
will sooner or later eliminate him. In my opin- 
ion, this will involve: 
The elimination by the distributor of 
duplicate and competitive lines. 


A specialist at the head of each depart- 
ment, who can render a more valuable serv- 
ice than is now being given to the customer. 
This specialization would of course not 
apply to such lines as nails, bolts, washers, 
Cx, 
These steps would so reduce the distributor's 
investment that his stock turn would increase 
many fold. And that is another way of saying 


that his profits would increase in proportion. 


And each salesman would develop the selling 
ingenuity which can come to him only from 
daily experience in selling specific lines. As one 
forward-looking agent of a supply house re- 
marked the other day, “If I could have the com- 
petitive lines eliminated from our stock, I could 
get out and honest-to-God sell the lines we have 
in stock.” 


I trust this vital subject will be thoroughly 
discussed in the convention soon to be held in 
Washington. 


F. W. Knott, President, 
DETROIT BELT LACER COMPANY, 
Detroit, Michigan. 
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New and Improved Industrial Products 





. 


18S. PEA $0.1. 


FO: , MASE 














HE new refinery 

gauge being made 
by the Foxboro Com- 
pany, Foxboro, Mas- 
sachusetts, 
inch face. The figures 
on the dial are etched 
deep into a heavy 
stainless iron disc. 
The streak through 
the center 
pointer accentuates 
its visibility. This 
pointer is stainless 
stainless 
iron bushing. The 
case is cast-iron Park- 
erized, with baked 
Aap enamel finish, and 
wide flange with three 
holes 120° apart for 
mounting. 


has a 6- 


iron 


of the 











OOTE Brothers Gear 

and Machine Company, 
Chicago, announces a new 
vertical leakproof “Hy- 
grade” worm gear reducer 
line, designed for use in 
chemical, paint or food 
plants, wherever the leak- 
age of oil will contaminate 
and damage the product. 
The bronze worm gear ring 
is pressed on a splined hol- 
low steel center and is held 
rigid on this center by two 
flat ball thrust bearings. 
This complete arrangement 
is mounted on bronze bear- 
ings and the hollow center 
is securely fastened to the 
vertical shaft at the upper- 
most part of the reducer. 








HE Hercules Midget trucks 

being introduced by the IIli- 
nois Iron and Bolt Company, 
Carpentersville, Illinois, are de- 
signed for use in moving materi- 
als which do not weigh more 
than 400 pounds. The tubular 
steel handle is strongly reinforced 
by.a specially patented construc- 
tion, and is equipped with a hook 
for holding kegs, small barrels, 
etc., securely. The trucks have 
| rubber-tired wheels. and are 52 
| inches in length. Width at dash 





is 12 inches; diameter of wheels, 
5% inches; diameter of axle, % 
inch; and approximate weight, 
27 pounds. 



































HE new geared head motor, right angle shaft 

type, being introduced by the Master Electric 
Company, Dayton, Ohio, is built in sizes from 1/30 
to 5 horsepower, single-phase and direct current and 
in sizes 1/30 to 10 horsepower, polyphase, with inter- 
changeable frames for the same horsepower and speed 
in different types of current. The motor is equipped 
with anti-friction bearings throughout and with pre- 
cision ball bearings on the motor shaft. 








HE new “Ellis” pipe clamp being made by Ellis 

and Ford Manufacturing Company, Detroit, is made 
of crucible steel and will hold a pressure of 200 pounds 
or more. To place in position on the pipe, the plug is 
inserted with gasket, and the main screw held against 
the plug while the chain is slipped around the pipe and 
locked into chain hook. A few turns on the chain 
hook nut brings the arms into position. 
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The New Haven Clock Co. writes: 


“In reference to the No. 0 Electric Screw 
Drivers . . . we feel we have reduced the 
cost of our assembly approximately 20%. 
We think that by using this type of screw 
driver we are able to make a better clock, 
because the adjusting clutch in this screw 
driver allows screws and nuts to be driven 
to such determination as desired.” 


This Millers Falls No. 0 Screw Driver has 
proved so successful in driving small nuts 
and screws in the manufacture of all 
kinds of articles that an insistent demand 
developed for other screw drivers of 
larger capacity equipped with this im- 
proved Millers Falls clutch. Now we offer 


Three New Electric Screw Drivers 
with adjustable clutches 


—The Millers Falls clutch that can be ad- 
justed to automatically kick out at any 


























EMBLY COSTS 
reduced 20% 


desired tension. These new power tools 
will enable you to speed up production 
and cut overhead. They cover a wide 
range of work with capacities as follows: 


No. 01—similar in design to the No. 0 
but with a slower speed, drives 
No. 8 wood screws in hard- 
wood, No. 12 machine screws, 
344” stove bolts. 


No. 11—has a capacity up to No. 12 — 
2” wood screws in hardwood 
and nuts for 14” bolts. 


No. 22—drives up to No. 16—31" wood 
screws in hardwood and nuts 
for 54,” bolts. 


For further details use the coupon below. 
Millers Falls Company, Millers Falls, 
Mass.; New York: 28 Warren St.; 
Chicago: 9 So. Clinton St.; Cable Ad- 
dress: MILLERFALL NEW YORK 


MILLERS FALLS 











No. 11-Length-1614”. 
Weight-7 “lbs. Speed- 
no load 500. Motor 
Universal for D.C. or 
A.C. to 60 cycles. 








MILLERS FALLS 





ELECTRIC 





SCREW 


DRIVERS 
















MILLERS FALLS CO. 
Millers Falls, Mass. 


Send details and specifications on 
Millers Falls Electric Screw Drivers 


Name _ 
Address 
ae 


__ State _ 
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FILES 
and 
FILING 


\ \ THEN the subject of files and fil- 

ing comes before the executive, 
either Nicholson or Black Diamond 
Files are found to produce maximum 
file value at minimum filing cost. 


















Throughout industry, executive 
approval is impartially divided be- 
tween Nicholson and Black Diamond 
Files. Both have the advantage of 
being made under the supervision 
of the world’s largest manufacturer 


of files. 


The executive point of view is im- 
portant to sellers of files. You will 
_ find a ready acceptance on the part 
of executives you call on toward 


Nicholson and Black Diamond Files. 
NICHOLSON FILE CO. 


Providence, R.1., U.S. A. 








tS A FILE 
wets POR EVERY PURPOSE .t2HTu 
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A medium published exclusively for 
distributors and their salesmen 





Sell on Facts—Not Guesswork 


HERE was a time when order-taking 
TT would get by in the distribution of con- 

struction equipment and supplies. 
Competition was less keen then and the “slap 
‘em on the back” type of fellow who always 
had an inside price to offer but little else suc- 
ceeded in securing enough business to keep 


going. 


Times have changed of recent years, how- 
ever. Nowadays, the fellow who gets the sig- 
nature on the dotted line must have some- 
thing more than mere equipment at a price. 
The demand today—and it is increasing 
steadily—is for intelligent sales service. 


Contractors and other buyers of equipment 
want to be sure that what they purchase is 
best fitted to their actual needs. Many times 
they are forced to rely on the salesman’s 
knowledge in arriving at important decisions 
and an incorrect recommendation often 
proves costly. 


A case in point was brought to our atten- 
tion just recently. A contractor was in im- 
mediate need of a pump to deliver 80 gallons 
of water per minute at a point two miles from 
the source of supply. He was sold a pump, 


hose and other necessary supplies with the 
that when the installation was 
completed it would take care of the situation 
satisfactorily. 


assurance 




















However, after the equipment was installed, 
it was found that the pump would deliver 
only 50 gallons of water instead of the re- 


quired 80. 


Asa result, the contractor lost several hun- 
dred dollars, and the salesman, of course, had 
one less customer on his books. 


In making the sale referred to above, the 
salesman apparently relied too much upon 
guesswork and too little upon actual facts. 
That kind of selling is not only unsound but 
extremely costly. 


Successful selling of construction equip- 
ment calls for a practical knowledge of how 
and where to apply individual products to 
specific jobs. Construction equipment dis- 
tributors, who, in cooperation with the manu- 
facturers they represent, see to it that their 
men are armed with facts which enable them 
to furnish that kind of information will be do- 
ing a profitable business years after the order- 
taker has faded out of the picture. 











Making Sales Efforts 


More PropuctTIvE 


By A. C. WOOD 


Manager, Construction Equipment Department, 
Dixie Mill Supply Company, New Orleans, Louisiana 


N the beginning, a 
1 construction project, 
unless it is an addi- 
tion to a structure or a 
repair job, is just so 
much ground or water. 
There is nothing to see 
and not much to go by, 
but nevertheless the sales- 
man’s work should start 
with an early analysis of 
the entire job. 
Wherever possible I 
make a preliminary sur- 
vey in company with the 
contractor or his engi- 
neers, getting a picture 
of the operations to be 
performed and asking 
questions on the equip- 
ment and methods to be 
used. How is the pipe 


to be laid? How are certain holes or trenches to be 
How is this or that machine to be supported? 


put to work. 
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Five Profitable Sales Policies 


Analyze every worthwhile job before con- 
struction work starts, seeking information 


concerning the work to be done and equipment 
used. 


ya 
3. 
4. 
> 


Contact contractors as often as possible, be- 
fore, during and in between jobs. 
Demonstrate equipment and tools at every 
opportunity. 

Check up on equipment after it has been 
sold to make sure it is giving proper service. 


Make it known that you are available to 
contractors for emergency calls or for con- 


sultation over the telephone at any time. Show- 
ing a willingness to cooperate pays good divi- 
dends. 

















Demonstrating the operation of an oil-burning lead furnace, 
which had been sold previously and was now ready to be 





ished, I started over the job. 
we went and checked up on the cable, bolts, and other 


Five policies which have 
proved helpful in selling 


construction equipment 


The answers to these and 
other questions frequent- 
ly open the way to un- 
looked for business. 
Following this prelim- 
inary survey I make 
check-up visits to the job 
just as soon as it is under 
way. In one instance, I 
sold an oil-burning lead 
furnace. It happened that 
the company that bought 
it had not had occasion 
to use such a furnace be- 
fore. So I was on hand 
bright and early the 
morning the furnace ar- 
rived to oversee the job 
of assembling it and ex- 
plain its operation to 
those who were to 
use it. That work fin- 
Down to the water front 


It pays to check equipment for repair parts and replace- 


ments. This call netted an order for a new sight-feed 


lubricator for use on a portable construction boiler. 
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supplies, I had sold for use on the piling and bents. 
Next, a section of the work was covered where shovels 
were being put to severe tests. Then I checked an en- 
gine that needed some repair parts. When I left this 
job I had gotten three orders instead of one—the result 
of covering it thoroughly. 

The demonstration feature mentioned in connection 
with the oil-burning lead furnace is an importat one. 
In this particular case it was on a machine already sold. 
However, I make a regular practice of hauling devices 
and tools around in my car for demonstration. Shovels, 
wheelbarrows, torches, large tools and even pumps are 
taken to the job and demonstrated to prospects. It’s 
the best way I know of to obtain a prospect’s interest 
and incidentally his business. 

As to the when and where of a salesman’s contact 
with his construction equipment prospects, it has long 
been accepted that the best place to sell the contractor 
is on the job. I add to this contact in between jobs. 
Keeping in close touch paves the way for future 
business. 

Getting to construction jobs, of course, is not 
always easy. Many times I have had to tramp 
over swamps or through woods seeking busi- 
ness. Just recently, I ran across an old drag- 
line that had seen its best days. I was well- 


To reach this drag-line, which had been sold on a previous 
trip, it took a quarter-mile hike through brush and bram- 


bles. Not the easiest place to get to, but the cable order 


secured made it decidedly worthwhile. 


repaid for the difficulty encountered in crossing swampy 
land to get to this dragline for I landed an order for a 
new one. 

After having sold this new dragline, I made it a point 
to check on it regularly. One of these trips remains 
distinctly in my mind for it necessitated a quarter- 
mile struggle over uncertain ground through a mass of 
brush and brambles. My efforts were rewarded, how- 
ever, for I came away with a nice cable order. Ona 
later visit, I noticed the boom of the dragline needed 
painting and I got a paint order on the spot. 

Securing additional business during these visits to 
jobs where I have sold goods is not my sole purpose, 
however. After the equipment is put to work I want 
to make sure that it is functioning properly. Checking 
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It was necessary to go down to the waterfront to get this 
order for bolts to be used on bents and piling. 


carefully at regular inter- 
vals is good insurance 
against customer dissatis- 
faction. 

As I check back over my 
experience in selling con- 
struction equipment, sever- 
al policies come to mind 
which I have found well 
worth following. Briefly 
they are: 

1. Analyze every worth- 
while job before construc- 
tion work starts, seeking in- 
formation concerning the 
work to be done and equip- 
ment used. 

2. Contact contractors as 
often as possible, before, during and in between jobs. 

3. Demonstrate equipment and tools at every oppor- 
tunity. 

4. Check up on equipment after (Turn to page 135) 





A previous call had resulted in an order for the bucket- 


elevators used on this mixer. However, later calls, made 

primarily for the purpose of checking up to see that the 

equipment was operating successfully, have resulted in the 
sale of additional supplies. 





104 


MILL SUPPLIES 








NEw 


Ross-W illoughby Opens Contrac- 
tors’ Equipment Department 


CCORDING to an announce- 

A ment made by W. C. Hunter, 
president, the Ross-Willough- 

by Company, Columbus, Ohio, is 
opening a contractors’ equipment and 
supply department, to be conducted 
in addition to its regular mill and 
mine supply business. 
This department is to be in charge 
of Ralph P. Thomas, who has had 
a great deal of experience in this 
line of work throughout the state of 
Ohio. 
At the present time the company 
will confine its stock of construc- 
tion equipment to the 
items: portable air compressors, 
power shovels, pumps, _ graders, 
spreaders, unloaders, and _ portable 
conveyors. Later the lines carried 
will be increased. 
“+ 2 


Dravo Opens Buffalo Branch 

The Dravo Equipment Company, 
Pittsburgh, has just opened a Buf- 
falo branch at 159 Georgia Street, to 
serve contractors in western New 
York. This firm specializes in rental 
or sale of contractors’ equipment, 


following 


of the Construction 


Equipment Field ¢ 


concentrating particularly on Ameri- 
can tubular towers, for which it has 
the national distribution. 

* ok Ox 


Nashville Tractor and Equipment 
Sells New Lines 


The Nashville Tractor and Equip- 
ment Company, Nashville, is now 
distributing the buckets and trailers 
made by the C. H. Williams Com- 
pany and the Iowa Manufacturing 
Company’s sand, gravel and rock 
equipment. 

* * * 


Coulter District Manager for 
Northwest Engineering 
Chester Coulter has been appointed 
district manager in the Pacific North- 
west for the Northwest Engineering 
Company, manufacturer of shovels, 
cranes, skimmer scoops and kindred 
lines. Mr. Coulter has had 10 years 
of experience in selling this kind of 
products, having been associated with 
the Erie Steam Shovel Company and 
later with the Bucyrus-Erie following 
its consolidation. He served as south- 
ern district manager for the Erie 
Company and as assistant district 
sales manager for Bucyrus-Erie. 
The new manager’s office will be 





Ed P. Phillips of the Ed P. Phillips Com- 
pany, Richmond, Virginia. Mr. Phillips 
sells the heavier machinery for contractors’ 
use, and has lately entered the rental busi- 
ness. Rentals help sales, he says, because 
through renting and actually using the ma- 
chines the customer sells himself on them. 





located with the Pacific Hoist and 
Derrick Company, 818 First Avenue, 
South, Seattle. 


x * x 


Geijsbeek Handles New Lines 

Geijsbeek Engineering Company, 
Seattle, Washington, has been ap- 
pointed distributor for the Hanson 
Shovel made by the Hanson Clutch 
and Machinery Company, Tiffin, 
Ohio, and for the products of the 
North American Refractories Com- 
pany, Cleveland. 











The R. S. Armstrong and Brothers Company, Atlanta, goes in for contractors’ equi 





pment and especially road-building machinery in 
a big way. The picture at the right shows the huge building where the machines are loaded, unloaded, serviced, and so forth. Freight 
cars back clear into this structure. The other photograph shows the cab and lift of the 10-ton traveling crane, about to pick up and 
place a large machine. This company has several salesmen on general equipment and three specialists on road-building apparatus. 
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No. 61—Narrow, deep, medium capacity No, 6A—General purpose, for dry materials No. 31—Narrow, deep, large capacity tray 


PUSH STERLING NOW! 
Here’s Why! 


Today every buying reason you can bear down with— 
helps your chance of getting selling action! Sterling 
Wheelbarrows give distributors a stronger Wheelbarrow 
sales appeal in LOWERED OPERATING COSTS. Sterling 
enables you to point out 12 distinguished features of 
greater wheelbarrow value and service. Each definitely 
contributing to your customer’s operating economy and 
to your increased business. 










I. MORE LOADS WHEELED 


The first Sterling selling factor in Low- SELF-LUBRICATED AXLE BEARINGS 
ered Operating Costs is—More Loads NO OILING NEEDED. WHEELS 50” EASIER 
Wheeled per Man per Day. Besides this —_———— ‘acti 
you can convincingly explain four 
others. 2. Increased Manpower through 
Perfect Load Balance. 3. Lowered 
Maintenance Costs, all parts stronger, 
last longer, and interchangeable. 4. 
Raised Efficiency through Adaptability 
—exact sizes and capacities for every 
job. 5. Prompt Servicing and Delivery 
to the field of work. 





Send today for the 12 Sterling Sales 

Facts and how to use them in your sales MALLEABLE IRON WHEELGUARDS INSURE 
pine PROTECTION AND EASIER, QUICKER DUMPING 
STERL STERLING ON A VY TILLL MEANS lrILLLUATINN THAN STERLING ON SILVER | ANY 





MILWAUKEE WISCONSIN 
Branch Warehousep—BOSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, DETROIT, CHICAGO, ST. LOUIS 
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WE WANT A 
FEW GOOD 
DISTRIBUTORS 


NOW! 


We have an interesting and profitable propo- 
sition for a limited number of energetic Con- 


struction Equipment Distributors who are 

ready to put real sales effort behind the Stolle 

Stolle “Junior” spreading only “Junior Spreader. Here is a spreader with a 
4 foot width rapidly growing reputation for speed, efficiency 


9 feet. 





Illustrating ease with which 


Stolle “Junior” can be at- 


tached to truck slated 


to and Sndieliain 1% inch aggregate... 
sand and cinders on city streets . 


piles . . . Will last for years . . 


and economy that holds unusual sales oppor- 
tunities for the distributor. 
opening up wide now. Write to us for details. 


The STOLLE ‘‘Junior’’ 


Can be attached to any dump truck and operated by 
one man . 


The market is 


- Spreads uniformly any dry material up 
Spreads 
. Eliminates stock 
‘ 4 sizes, 6, 7, 8 and 


Stolle Road Equipment 


Company, Inc. 
3010 LaSalle St. * 


St. Louis, Mo. 











Think of Your Sales 


Prospects 
with 


The 


Cleaver 





The tremendous selling appeal of 
the New Cleaver is apparent. It 
operates so economically that 
the industrial user or road 
builder cannot fail to be inter- 
ested immediately. For instance, 
with a fuel cost that should not 
exceed three dollars, 30,000 gal- 
lons of material can be steamed 
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That Most Economical 
of Tank Car Heaters 


for ten hours. The New Cleaver 
is small and compact, simple to 
handle and quick in operation. 
It holds real money making pos- 
sibilities for the distributor. 

We will be glad to furnish 

you complete information 
J.C. CLEAVER CO., 
OREGON - - - . 


ec. 


ILL. 


Whitcomb Company Appoints 
Distributors 

The George D. Whitcomb Com- 
pany, Rochelle, Illinois, is announcing 
the appointment of several new dis- 
| tributors to represent its line. C. B. 
Davis Engineering Company, Brown- 
Martz Building, Birmingham, will 
cover the state of Alabama on the 
Whitcomb line of locomotives, as well 
as the new product this company 
has just added to its line, the Whit- 
comb-Lehmer road shoulder finishing 
machine. 

Gibbens and Gordon, Incorporated, 
532 Canal Street, New Orleans, will 
be exclusive distributor in Louisiana. 
The company will be represented in 
the southern half of Texas by J. D. 
Brance, 1024 Post Dispatch Building, 
Houston, and by J. W. Bartholow 
Company, Dallas, in the northern 
half. 





| 
| 
| 
| 
| 
| 
| 
| 
| 


*x* * * 


Colloy Products Moves Eastern 
Mill 

The eastern mill of Colloy Prod- 
ucts Company, St. Louis, Missouri, 
has been moved from the foot of 
Morgan Street, Jersey City, to Build- 
ing 64, Bush Terminals, Brooklyn, 
New York. 

This company has recently issued 
a new bulletin describing “Colloy,” 
a workability admixture for concrete. 

x * * 


Illustrated Caterpillar Magazine 

Issue 56 of the Caterpillar Maga- 
zitie, published by the Caterpillar 
Tractor Company, consists almost 
entirely of interesting pictures of 
| Caterpillar tractors in action in every 





James A. McQuail, 
the Bluefield Supply Company, Bluefield, 


equipment. 


I, new road salesman with 


West Virginia, specializes on construction 




























































XUN 





\- 


st 
f 


y 


a a 








APRIL, 1931 





MILL SUPPLIES 


107 

















New Construction Equipment Prod 








| 
| 
| 
| 





NEW power control is being provided by the 
| Caterpillar Tractor Company, Peoria, Illinois, 
for its twenty planer and fifteen trailer patrol. With 
either of these machines hitched to a tractor 
equipped with this power control the operator con- 
| trols blade operations without manual effort except 
| the manipulation of control levers. 














HE new 15-ton crawler wheels made by the 
Trackson Company, Milwaukee, are now in pro- 
duction and embody a number of new features. 
These wheels are designed for mounting on various 
types of wagons used for heavy hauling in industrial 
fields, logging, pipe line and other oil field work. 





HE new 6-cylinder power unit being made by the 

Atlas Imperial Diesel Engine Company, Oak- 
land, California, has cylinders provided with remov- 
able liners made of special nickel alloy iron. The 
center frame and base construction embodies two 
castings of high grade, close grained gray iron. 











HE principal features of the new Dake “S-LG” 

type hoists which the Dake Engine Company, 
Grand Haven, Michigan, has brought out, are: strong 
rigid construction obtained by structural steel, arc- 
welded base and side stands; steel drums; wide shaft 
bearings, and accessibility to engine from rear of 
hoist. 





A NEW 1931 model Pioneer 300W washing, screen- 
ing, crushing and loading plant is being manu- 
factured by Pioneer Gravel Equipment Manufacturing 
Company, Minneapolis. The plant is equipped with 
a feeder belt conveyor leading up to the scrubber 
section of the 42-inch diameter screen. In this scrub- 
ber section of the shell around the revolving screen 
the materials receive their first wash. 


NEW small 

bucket loader 
that will operate in- 
side a box car and 
handle any bulk 
material with lumps 
not exceeding 4 
inches at the rate of 
Y% yard per minute 
has been released by 
the Barber-Greene 
Company, Aurora, 
Illinois. This new 
model 63 loader is 
powered by a 5 
horsepower, 1800 r. 
p. m. ball bearing 
electric motor 





ucts 
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For Every Condition 


HOT 
COLD 
WET 


Preformed 
Expansion 
Joint 


Servicised 
Quality Products 


The logical line for distributors to handle— 


Correspondence solicited. 


FIBRATED ASPHALT PRODUCTS 
Asphalt Expansion Joint 
Rail Filler 
Asphalt Plank 
Sewer Joint 
Sewer Pipe Filler 
Protection Course 
Railroad Crossings 
Gray Filler 
Warehouse Flooring 
Bridge Flooring 


Asphalt Emulsion 


RUBBER PRODUCTS 
Rubber Tile 
Rubber Expansion Joint 
Insulating Materials 
Saturated Felts 
Asphalt Filler 


Cork Products 


Servicised Premoulded Products, Inc., 


General Distributors for Products 
Manufactured by 


Servicised Products Corporation 
Chicago, Ill 
Factories and Sales Offices: 


Chicago Sandusky, Ohio Wilmington, Del. | 
53 W. Jackson First and Church and F 
Bivd. Sandusky Sts. Sts. 





Bridge Wearing Surface 






| 








part of the country. L. J. Inman 
took the pictures on a month’s trip 
through 20 states last summer. The 


| cover of the book is a map of the 


United States. 


The latest bulletin issued by this | 
| company is on the “Caterpillar’’ sixty 
_ leaning wheel grader. It is a 32-page 
| booklet strikingly made up in blue and 

black. This booklet also shows photo- | 
| graphs of the graders in use in many 
| different types of work. 


* * * 


Link-Belt Appoints Stockland 
L. P. Spillan, sales manager of the 
shovel and crane division of the Link- 


Belt Company, Chicago, announces | 
that the Stockland Equipment Sales | 


Company, 2628 University Avenue, 
S. E., Minneapolis, is the company’s 
shovel-crane-dragline agent in the 
Minnesota territory with the excep- 
tion of a few counties around Duluth 
and part of central west Wisconsin. 

J. W. Chapman, general manager 
of Stockland Equipment Sales Com- 


pany, has for many years been active | 
Sales representa- | 
tives of his organization have perma- | 


in that territory. 


nent offices at Thief River Falls, 


| Marshall, Brainerd, and St. Paul, | 


Minnesota, and at Barron, Mauston, 
and Eau Claire, Wisconsin. 

The Stockland company is an out- 
growth of a business organized in 
1906 to manufacture culverts, later 


| taking on several road machinery 


lines. Its headquarters consist of a 


two-story and basement building with 
| a repair shop in the rear. | 


*x* * * 


Beg Your Pardon 


In the New Construction Equip- 


ment Products section of the Feb- | 


ruary issue of MILL Supptiegs, an 


ment Corporation. The cut used was 
illustrative of another one of the 
company’s products—the Koehring 
| shovel. 


* * * 


New Hercules Bulletin 
The Hercules Company, Marion, 
| Ohio, has issued a new, illustrated 


ers. Besides displaying the various 
features of construction of these 
rollers, the book also has pictures of 
the rollers in actual use. The Her- 
cules Company is a subsidiary of The 
Osgood Company, Marion. 











———— 


error was made in showing the Par- | 
sons 35 made by the National Equip- | 


booklet showing Hercules road roll- | 











The Market 
Determination 
Plan 


Is of particular 
interest to the 
Sales Manager 
and Salesmen 
of the Industrial 
Distributor. 


as 


Be sure that your 
Sales Manager 
and your Sales- 
men are getting 
Mill Supplies each 
month. 


it will cost you 
only 81, cents per 
month per man --- 


an investment 
that will pay big 
dividends. 
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A Distributor 
Answers the 
1B 

Question 


The accompanying letter expresses exactly 
the feelings of every distributor handling 
JOHNSON Leather Belting. And it is 
significant that since we inaugurated our 
present merchandising plan we have not lost 
a distributor once he has given our line and 
our policy a real trial. We can help you 
solve your leather belting problem, too, if 
you are a live wire house and want to do a 
real selling job. Consider the following facts: 


sather Belting 

















T 


ANNERS 


eraa*"*on, 
fae Conn 






Why” The JOHNSON Way” Helps You 
to Be a Profitable Distributor of Leather Belting 
—and Not a Warehouse 


We sell Quality Leather Belting to you at a price 
that enables you to successfully compete with 
Direct Selling Manufacturers, and at the same time 
realize a good margin of profit. We are able to 
offer you this price advantage because we do not 
maintain any branches or sales organization. 


We have no occasion to cut quality as we do not 
cut price. We maintain a one-price policy to all 
Distributors. 


We market our product 100% through the dis- 
tributor and offer him complete sales protection. 
Complete control of operations from raw material 
to finished product permits us to guarantee superior 


Though our present merchandising plan is only 


yood will of mill supply distributors 


throughout the country. 


and uniform quality in America, 
Jobeco Brands of Leather Belting. 


Niagara and 


The JOHNSON line is complete and diversified, 
enabling you to fill every order—a strong sales 
advantage. 


We help you to increase sales and profits by a 
sales promotion service direct to your customers 
and prospects. 


We help inform and enthuse your salesmen by let- 
ters explaining details of manufacture and applica- 
tion of JOHNSON Belting, presenting forceful 


sales arguments. 


old, we enjoy the patronage and 
They have learned that the 


six years 


partnership we offer makes leather belting a profitable line for them. 


Are you satisfied with your present profits on leather belting? 


tion on our line and our distributor plan. 


lf not, write to us for informa- 


Remember—we have no salesmen. 


Johnson Belting Company 


34-44 Hubert Street » » » 





MANUFACTURERS 


» » » New York City 


CURRIERS 
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carload 


lO 


Regardless of busi- 
ness conditions, 
your customers 
need good car mov- 
ers in their receiv- 
ing and shipping 


activities. 


1s 
ATLAS 


is an everyday item 
that 


overlook on your 


you shouldn't 


salcs calls and 
every order nets a 
profit. 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


on A A 








James S. Witmer 











Witmer with Oliver Farm Equip- 
ment 

James S. 
since 1916 of the J. I. Case Company, 
Racine, Wisconsin, has become assist- 
ant to the president of the Oliver 
Karm Equipment Company, according 
to an announcement made recently by 
C. R. Messinger, president of Oliver. 

Mr. Witmer started with the old 
J. 1. Case Threshing Machine Com- 
pany in 1902, where he stayed until 
1912, serving in various capacities. 
Much of his time was spent in Can- 
ada, where among other duties he 
opened the Case branch at Calgary. 

‘rom 1912 to 1915, he was sales 
manager of the old Rumely Products 
Company. 

In December, 1915, Mr. Witmer 
returned to the Case organization as 
manager of the Des Moines branch, 
and in 1916 was made a divisional 
sales manager. In 1920, he became 
sales manager and served the com- 
pany in this capacity until the time of 
his resignation last month. 

Another important change made 
recently in the executive personnel of 
the Oliver company was the election 
of Myron E. Forbes as vice-president 
in charge of financial matters. Mr. 
Forbes was formerly with the Deere 


Organization and more recently presi- 


dent of Pierce-Arrow Motor Car 
Company. 


* * * 


Barber-Greene Announces Organ- 
ization Changes 
Several changes in its sales or- 


| ganization have been announced by 


the Barber-Greene Company, Aurora, 
(Continued on page 135) 


| 


Witmer, sales manager | 








BIG SALES 


Await you on 


SARCO 





There isn’t an industrial plant in 
your territory that can’t save money 


by installing Sarco Steam Traps. 
Once you tell them that you can 
supply these traps, you will find sales 
easy . first, because practically 
every buyer knows Sarco Traps due 
to our continuous and extensive ad- 
vertising . . . and second, because a 
large percentage of plants use them. 


Here’s your chance to carry a real, 
live profit-maker. 


A few of the many advantages of 
Sarco Steam Traps are: 


Sarco Steam Traps sell at one’ 


third the price of bucket and 
float traps. 


They screw into the pipe line and 
save money in installing. 

Have no pivots, levers, buckets, 
floats or trouble-making parts. 
Will not waste live steam and 
cannot air bind or freeze. 

Are self-adjusting for any pres- 
sure from 0 to 100 Ibs. 

Why not reap the harvest of nice 
profits which may be yours for the 
asking? Write now for special 
proposition and Catalog Z-95. 


SARCO CO., INC. 
183 Madison Ave., NewYork, N.Y. 


Branches in Principal Cities 


SARCO Canada Limited, Federal Bldg., 


| 85 Richmond St., West, Toronto, Ont., Canada 


Walker Crosweller & Co., 
20 Queen Elizabeth St., London S. E. |. 
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“Rejections? What Are They?” 
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LESTER SOLOER COMPAKY, 
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All Kester Solder exceeds Class A 
purity specifications of the A.S.T. M. 





« ONESTLY, Jones, I've almost forgotten what it means to 


have work rejected on a charge of faulty soldering. And 
not so long ago that was one of our constant sources of trouble. 
This Kester Solder has certainly done a real job for us!” 


Kester is doing a real job for manufacturers from coast to coast. 
And no wonder! It’s made of pure virgin tin and lead. Its flux 
is scientifically designed after years of research. And what's 
more, the flux is there inside the solder—not a chance for de- 
composition or evaporation. And how Kester saves time! 
Speeds up production more than you'd think possible. 


Mill Supply Houses can make a big thing out of Kester. 
A tremendous advertising campaign is making it known 
and there is a big demand by manufacturers everywhere! 


KESTER SOLDER COMPANY, 4215 Wrightwood Avenue 
Chicago, Illinois. Incorporated-1899. 


KESTER 
S oO 


EE@mDW 
ACID CORE « PASTE CORE + ROSIN CORE 
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Manufacturers News 





A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 


any other facts of interest to the trade. Photo- 
graphs or cuts are especially desirable 











a 
Whitman and Barnes Honors 
Veteran Employees 
N April 1 Nelson J. Smith and 
() Alfred B. Hall are retiring 
from Whitman and Barnes, 
Detroit, after serving the company 40 
and 34 years, respectively. In recog- 
nition of these unusual records the 
employees and officers of Whitman 
and Barnes entertained Mr. Smith 
and Mr. Hall at a testimonial dinner 
on February 25. 

Mr. Smith served Whitman and 
Barnes and the Detroit Twist Drill 
Company, which was absorbed in 
1926, for 40 years; at the time of 
retirement he was assistant secretary 
of the corporation. 

Mr. Hall who, at the time he re- 
tired was district sales manager of 


the Detroit territory, held various 
positions in the company and the old 
Whitman and Barnes Manufacturing 
Company, at one time acting as sales 
manager. 

Both men are entitled to pensions 
under the company regulations, and 
resolutions to this effect were adop- 
ted by the Board of Directors on 
February 9. 

ca * * 


S. K. F. Head, Director of 
Research Foundation 
William L. Batt, president, S. K. 
F. Industries, Incorporated, New 
York, has been appointed a director 
of the Research Foundation at Pur- 
due University. This is a newly cre- 
ated part of Purdue’s organization. 





‘ 





iT oy tel 


Gathering of Whitman and Barnes officials and employees to honor A. B. Hall and 

N. J. Smith. Mr. Smith is seated third from the left in the back row. At his left are: 

William H. Eager, president of Whitman and Barnes; A. B. Hall; and Karl Kendig, 
vice-president and treasurer. 





\ 
Kelly with Thermoid Rubber 
The Thermoid Rubber Company 

Trenton, New Jersey, announces that 

John H. Kelly has joined its staff. 

Mr. Kelly has a long record of suc- 

cessful experience in the rubber bus- 

iness behind him. He started with 

the B. F. Goodrich Company in 1898 

and from there went to the Republic 

Rubber Company, where he became 

vice-president in charge of sales by 

1912. Later he was made president 

of the Hewitt Rubber Company. 

When this organization entered the 

merger of the Gutta Percha Rubber 

Manufacturing Company and Robins 

Conveying Belt Company, he as- 

sumed the vice-presidency in charge 

of sales. 

Since 1928 when he was forced 
te retire from active duty due to a 
serious illness, he has been doing 
special counselling work. 

.* «4 


Yale and Towne to Move New 
York Offices 

Yale and Towne Manufacturing 
Company, Stamford, Connecticut, 
will consolidate its executive offices 
now in Stamford, and its sales offices, 
at New York City on the tenth floor 
of the Chrysler Building, East 42nd 
Street. The sales offices are now 
located at 9 East 40th Street, and 
78 Water Street, New York City. 
The move will be made just as soon 
as alterations are completed. 

2. so 


Chairman of Cushman Chuck 
Board Dies 
The death of Adrian P. Sloan, 
chairman of the board of directors, 
Cushman Chuck Company, Hartford, 
Connecticut, on February 23, was 
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198,248 Times Each Month 
ARMSTRONG Ads Say- 
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Affirming a 


all 
' Supply House 
40 Year Old Policy 

V 

2 ' Every advertisement of ARMSTRONG Tool Holders 
a ; and of ARMSTRONG Tools in periodicals reaching the 
a industrial field carries this logotype, “Buy ARMSTRONG 
th 3 TOOLS from your Supply House”—a campaign direct- 
98 ing business to the Industrial Distributors inaugurated by 
: the Armstrong Bros. Tool Co. even before the formation 
2 : of the Joint Merchandising Committee of the Mill Supply 
by Business. 

sin In recommending that readers buy ARMSTRONG 
al Tools from the Mill Supply Houses, this company is 
ai carrying out a 40 year policy, a policy as old as the com- 
“a pany itself. Armstrong Bros. Tool Co. has always sup- 
wa ported and protected its distributors, has believed that the 
- distributors’ interests were common with the company’s 
. interests. 

ced The wisdom of this policy can best be determined by the results 
>a obtained, and today ARMSTRONG TOOL HOLDERS are used in 
ing over 96% of the machine shops. To our knowledge, only two others 


can claim such complete coverage of the industrial market; there is no 
better evidence of the competence of industrial distributors to build 
business for manufacturers. 


a ARMSTRONG BROS. TOOL CO. 
i “The Tool Holder People’’ 
ig 305 N. Francisco Ave., CHICAGO, UV. S. A. 


ices 
























ces, ARMSTRONG ARMSTRONG BROS. 
loor Tool Holders “Cc” Clamps Ratchet Stocks Pipe Cutters 
2 I Lathe Dogs Ratchet Drills Triplex Stocks Chain Vises 
ont High Speed Steel Bits Solid Dies and Stocks 
now Drop Forged Wrenches Adjustable Dies and Stocks 
Chain Pipe Wrenches Hinged Pipe Vises 

and ' Pipe Wrenches Knife Blade Cutter Wheels 
lity. j Write for Catalog B-27. Shows, describes and prices all ARMSTRONG Tools 
soon | 
ick 
loan, TRADE MARK REG.IN U.S. PAT. OFFICE 
tors, 
ford, 
was : 

f 
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What kind of 


is best for 


Here is a yard-stick that will help 
you choose the right kind of hoist for 
your particular hoisting problems. 


Theseconditions arecompiled from 
the actual experiences of hundreds of 
companies in many lines of business. 
Such companies logically chose air 
hoists when their hoisting problems 
involved one or more of these condi- 
tions. 


For example, of the 10 conditions 
listed, 6 applied specifically to the 
hoisting problems of this manufac- 
turer, who writes: 


“For 10 years this company has 
been using Curtis Air Hoists in its 
foundry. The big advantage of the 
Curtis is that it is a one man hoist. 
Other hoists require one man to oper- 
ate and another to steady the load. 
By this saving in workman’s time, 
the Curtis easily repays its cost every 
year {No.2}. The Curtis Hoists are 
easily operated by ordinary workmen 
{No.3}. Both the first cost and main- 
tenance are lower than for other 
types {[No. 1}. Curtis hoists are 
practically abuse-proof [No. 4} and 
neither heat nor bad atmospheric 
conditions affect them [No.9]. Some 
10 year old hoists are still giving good 
service [No. 5}. [Name on request.} 


“For 10 years this company 
has been using Curtis Air 
Hoists in its foundry.” 


CURTIS INDUSTRIAL EQUIPMENT 


CurtisIndustrial Compressor — 31050 
H.P. Capacity up to 250 cu. feet per minute. 
Water cooled. Curtis controlled splash lubrica- 
ting system assures low- 
est oil consumption with 
certainty of safe lubrica- 
tion. Design of valves, 
bearings, pistonand con- 
necting rods hasbeen im- 
proved to permit higher 
speeds. Unloader regu- 
lates air pressure. By- 
pass valve permits easy 
starting with no load. 





Curtis I-Beam Air Crane has 10 to 40 
foot span !4 to 10-ton capacity. Very light and 
strong, pressed steel construction. Roller bearing, 
easily handled. Requires no special operator, 
successfully operated 
by any workman, 
especially with Curtis 
Air Hoists. Curtis 
I-Beam Trolley 
has large wheels, roller 
bearings, self-equaliz- 
ing frame and other 
features to make it un- 
usually easy running. 





Curtis Paint Spray Compressor — 
sizes 44 to§$ H. P. Single or two stage. Auto- 
matic control. Recommended by leading manu- 
facturers of spray guns because Curtis Centro- 
ring lubrication prevents 
clogging of filters, minimizes 
chance of lubricating oil get- 
ting into air lines to ruin 
the paint job. Safety and 
efficiency have made 
Curtis the standard 
compressor in auto- 
mobile, airplane and 
other industries. 
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hoist 


1. When first cost is a consideration. 
A Curtis Air Hoist costs one-fifth that of other pow- 
er hoists — little if any more than the chain block. 


2. When cost of operation is consider- 
ed. The true operating cost of any hoist includes 
power, labor, depreciation and servicing. On all 
costs the Curtis Hoist proves its operating economy. 


3. When hoists are handled by ord- 
inary labor. Any one who can handle a hand 
chain hoist can handle the Curtis Pneumatic Hoist. 


4. When overloaded. No damage is done 
to a Curtis Hoist when it is given a load beyond its 
capacity. It simply won’ lift it. 


5. When hoist failure means costlyin- 
terruption to production. The Curtis Air Hoist 
requires practically no servicing for years at a time. 


6. When accuracy of spotting is im- 
portant. The control possible with the Curtis 
air hoist is exact to a hair’s breadth. 


7. When gentile handling of the load 
is necessary. It is possible with the balanced 
type Curtis Hoist to handle without jerk or jar,such 
delicate work as opening and closing of molds, 
explosives, molten glass and the like. 


8. When horizontal motion is requir- 
ed. A Curtis hoist will, for example, push or pull 
heavy loads into and out of desired positions with- 
out requiring anygears, pulleys or other contrivances 
to change the direction of application of power. 


9. When atmospheric conditions are 
destructive. Steam, moisture, acid, fumes, grit, 
dust, etc., do not affect the operation of Curtis Air 
Hoists as they do other power hoists. 


10. When outdoor operation is re- 
quired. Exposure to the weather does not harm 
the Curtis Hoist. 


CURT] 
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j Curtis Pneumatic Mchy. Co., 

1 1928 Kienlen Ave., St. Louis—5518-V Hudson Term., N.Y. 
1 Please send catalog and information about{State product youare interested in} 
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The Most Important Convention 
in 20 Years 


The Triple Mill Supply Convention, to be 
held in Washington, D. C., April 27, 28, and 
29, will be of vital importance to distributors 
and manufacturers throughout the country. 


For the last year, the Joint Merchandising 
Committee of the Mill Supply Industry has been 
developing a constructive program for the bet: 
terment of conditions in the industry. 


Results of nation-wide research activities will 
be presented at the convention, together with 
recommendations for a definite plan of proce- 
dure designed to secure more general recogni 
tion of the value of the service rendered by the 
distributor—with consequent increased profits 
for the distributor, greater sales for manufac- 
turers selling through him, and improved service 
for the industrial user. 


If you are interested in the future welfare of 
the industrial supply house--whether you be a 
distributor or manufacturer, a member of one 
of the associations or not—you should make sure 
that your company is adequately represented at 


the Triple Convention. 


Convention headquarters this year will be at 
the Wardman Park Hotel, Washington. Send 


in your hotel reservation now—today. 
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“Electric Bronze” 


Bronze” 


Bars, 


standard of quality. 





Motor Driven Gear Pump 





Motor Driven Centrifugal Pump 


2300 Thompson Road 


Sell Oberdorfer Products 
of Established Reputation 


HE complete line of Oberdorfer Pumps, 


and “Electric 


(Red Brass) Pipe Fittings is well 
known to the trade for its remarkably high 
For this reason the Ober- 
dorfer franchise is particularly valuable. 
Oberdorfer Motor Driven Pump Outfits are 
available with gear or centrifugal pumps. Ober- 
dorfer “Electric Bronze” Bars make excellent 
bearing or bushing metal. Oberdorfer Bronze 
(Red Brass) Pipe 
Fittings are well 
known for their 
accuracy, strength 
and low cost. 












- L. Oberdorfer 
Brass Co. 


Syracuse, N. Y. 











OBERDORFER PRODUCTS 




















Better Saw-Filing 


Means Increased Production 


Foley-filed saws are increasing pro- 
duction 25% to 40% and cutting 
saw filing costs. This is because 
they cut better, faster, cleaner, truer 
and stay sharp longer (require 
changing less often) than saws filed 
by any other method. 


FOLEY“xncSAW FILER 
One Machine Files All Saws 


Band Saws, Cross-Cut Circular Saws 
and all hand saws are filed with every 
tooth uniform in size, height and spac- 
ing, automatically, quickly, economically and 
Hundreds of saw users 


without eye-strain. 
find the Foley Filer indispensable. 


We have a liberal proposition for industrial 
Write for complete informa- 


distributors. 
tion and discounts. 


Foley Manufacturing 


46 Main St. N. E. Minneapolis, Minn. 





Co. 


Also manufacturers of metal cutting 
saw grinders, hack saw blade grinders, 
circular saw sharpeners and gummers, 


automatic band saw sets; retoothers for | 


equipment. 


hand saws and other saw conditioning 








district sales office. 


widely noted throughout the New 
England states. He was 84 years old, 


| and had for many years been a promi- 
| nent figure in the industrial field. 


Mr. Sloan was one of the few re- 
maining veterans of the Civil War, 


| having served in the Seventh Con- 


necticut, ‘Joe’ Hawley’s regiment. 
He was born in Tolland, and as a 


| young man identified himself with the 
| manufacturing industry. Since enter- 
| ing the employ of the Cushman 


Chuck Company as skilled mechanic 
he had worked his way through fore- 
manship and factory superintendency 
to the head of the company. 


* * * 


| Joe E. Bass, Myers Representa- 


tive, Dies 
Joe E. Bass, who for over 30 years 
represented the F. E. Myers and 
Brothers Company, Ashland, Ohio, 


died at his home in Utica, New York, 


February 15. Mr. Bass was 81 years 


| old, the oldest member of the Myers 
| sales 
| among the ten oldest in point of 
| service. 


organization. He was _ also 


All his life he had been a 

salesman, and he called on his trade 

up to within a week of his death. 
Mr. Bass is survived by his widow, 

a son, and two daughters. 

J 


Corby Forty Years with Yale 
and Towne 

George F. Corby celebrated his 
seventieth birthday recently. He has 
represented Yale and Towne Manu- 
facturing Company in the northern 
New Jersey territory for forty years. 

: 2s 


Davis Manages Gears and Forg- 
ings Pittsburgh Office 

George H. Davis has been trans- 
ferred from the Milwaukee office of 
Gears and Forgings to the Pittsburgh 
He is to be in 
charge of the Pittsburgh territory. 
Mr. Davis has been in the gear: bus- 
ness for many years and is familiar 
with all gear problems in steel mills. 


* + * 


Ostcr Catalog Shows New Tools 

The Oster Manufacturing Com- 
pany, Cleveland, Ohio, has recently 
issued a new catalog covering its 
complete line of pipe threading tools 
and machines. The new book is of 
the standard size, loose leaf, and 
contains information on the extensive 
Oster lines. Of particular interest is 
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Automatic-Oiling Pyramid 


ump 
Adaptable for a _ variety of 
service. Capacities, 3 to 82 
G. P. M. For heads up to 
8,000 feet. 











° The New Automatic- 
OU Profit from These Facts: Oiling Deep-Well Heads 
lhe Goulds line is complete— Se 
rj i 7 r S 500 ft. deep. For pressure 
with it, you can supply pumps tor papacy = Ma nig 
any requirement. Goulds service is belt or chain drive. 


fast—your order is shipped within 24 
hours. Goulds is nationally known— 
you will find it easy to sell this adver- 
tised and widely accepted line. These 
pumps are dependable and economi- 
cal—your customers will stay sold. 

Write today for Catalogue S, 
which will help your salesmen make 
more sales and earn a greater profit 


for you. 


Rotary Power Pumps 
Discharge head, 100 feet. 
Capacity, 20 to 65 G. 
r. MM. 


“1776 Minute Man” 
Cellar Drainer 

A leader in the field 
of low-priced, high- 
quality automatic 
drainers for resi- 
dences, stores, small, 
factories, ete. Capac- 
ity, 5 to 25 G. P. M. 








Condensation Outfit 
A new return pump and re- 
ceiver for handling conden- 


sation of low pressure steam GOULDS PU MPS INC Centrifugal Pumps 
heating systems up to 15,000 9 7 Built in nine sizes. Capacities, 10 


sq. ft. of radiation. Ball- 

















: to 1300 G. P. M. Also a complete 
—— pump. Galvanized Seneca Falls, N. Y. line of motor driven units. 

tank. 

BRANCHES 
Houston, 2114 Second Na- *Chicago, 12-14 So. Clinton *New York, 16 Murray St. | *Philadelphia, 111 North 
tional Bank Bldg. St. 19 Park Place Third St 
*Boston, 194 Congress St. Pittsburgh, 636 Henry W. *Tulsa, 213 E. Archer St. 
Oliver Bldg. 
Cleveland, Union Trust Atlanta, Citizens and Charlotte, N. C., 811 John- 
Bldg. Southern Bank Bldg. ston Bldg. 


*Branch Warehouses. Representatives in all Principal Cities. 
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Prospects for this | 
Specialty Everywhere 


the mention of several new items 
which have never appeared in an 
Oster catalog before. These new tools 
have all been placed on the market 
since the last book was issued ap- 
proximately two years ago. 

These are: leader die stocks; chip 


| chaser die stocks and reamers; num- 


| ber 


414 reamers; number 412 


| “Power Boy” with gasoline engine 


THE U.S. 
AIR GUN 


The U. S. Air Gun finds a ready 
market in machine shops, tool 
rooms, garages, foundries and 
in practically every type of in- 
dustrial plant where com- 
pressed air is available. 


Here is a real specialty item 
for the distributor. Its effi- 
ciency is of a kind to please 
the most discriminating buyer. 
Made of bronze throughout, it 
is rugged and durable. Fur- 
nished in the button operated 
type (as illustrated) or lever 
operated. Sold to distributors 
at a price which compares very 
favorably with the prices of 
any other air guns on the mar- 
ket. 


The U. 8S. Air Gun Is only one of 
many items for the mill supply sales- 
men which we manufacture in addi- 
tion to our automatic injectors, lu- 
bricators and oilers. Write for fur- 
ther information. 


G 
AMERICAN 


INJECTOR 
COMPANY 
Detroit * Michigan 








Spring Clean-Up 


catalog 





You have a darned good 
chance to cram those words 
with cash this year. Sell the 
modern safety ladder that’s 

supplanting all 
the other types. 
Nice profit 

each sale. 

tures that sell 
themselves be- 
cause they make 
money for users. 
Nationally adver- 
tised line. Sizes 
3 to 16 feet. 


Good territories 
still open. Ask 
Dept. MS-4 about 
them. 


The Dayton Safety Ladder Co. 
121-123 W. Third St. Cincinnati, Ohio 


gve_INDUSTRY 
De = Loy, 








Safety Ladder 


(Patented) | 





machines. 


| 
| 


| drive, and the “Tom Thumb” pipe | 


In addition to these new tools the 


contains brief 


machines, which ,Oster through its 
merger with the Williams Tool Cor- 
poration, is now able to offer. 


information | 
concerning the “Willie Williams,” | 
the “Rapidaction” and “Wilco” pipe 





SALESMEN! 


VV Vat Manufacturers 
)/ Wood Tank Makers 
V Boat Builders 


V Laundries 
Buy 


Brass and Bronze 


Bolts, Nuts, Washers 


especially brass 


CARRIAGE BOLTS 


Do Not Neglect This Source Of 
Added Profit 


THE H. M. HARPER 
COMPANY 


2622 FLETCHER STREET 
CHICAGO, ILL. 














;| Copper Tubing 


Charles Sanford Knight, Jr. 


C. S. Knight, Jr., Steel Official, 
Dead 

Charles Sanford Knight, Jr., sales 
manager of electrical and wire rope 
of the American Steel and Wire 
Company, Chicago, died March 11. 
He was born in Worcester, Massa- 
chusetts in 1864. At the age of 14 
years he was employed by the Wash- 
burn-Moen Manufacturing Company 
in Worcester, as a weigher and time- 
keeper. From that position he was 
advanced from time to time until he 
reached the position he held at the 


Seamless. Sizes—from 7; to 144 
| in, O. D. any gauge. 
Brass Tubing 

Seamless. Sizes—from Ys to 14 

in, O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7 to 112 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
' Assemblies 


time of his death with the American | 


Steel and Wire Company, which was | 


the successor of the Washburn-Moen 
Company. 


—manufactured to your specifi- 
cations. Send your blue prints 


Mr. Knight was well known in the | 
electrical, power and industrial world, | 


and was a member of numerous clubs 
and associations, including the Chi- 
cago Athletic Association, 


Union | 


1451 Central Ave. Detroit, Mich. 
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FLEXIBILITY 


‘lexible, quiet, clean, free from adjust- 
nent and maintenance troubles—the V- 
3elt Drive has won nation-wide recogni- 
ion for many types of short center drives: 
Because the efficiency of every V-Belt 
Drive depends in a large measure on the 
motor pulley where balance, accuracy and 
1 non-abrasive surface are vital—A MER- 
ICAN Wedgbelt Pulleys offer unusual ad- 
rantages. Pressed from steel with such 
positive accuracy that no machining is re- 
quired, they present a velvet-smooth 
vroove surface for belt contact to prevent 
belt wear. Air spaces within pressed steel 
sections aid in dissipation of frictional 
heat—thus prolonging belt life. Strong 
and durable, yet pounds iighter in weight, 
they impose less dead load on motor shaft, 
insuring smoother, faster starting and de- 
livering more useful power. See your 
dealer or write for information. 
AMERICAN PULLEY CO. 


1200 Wissahickon Avenue Philadelphia 


MERICA 
ag leet 
PULLEYS 































PULL HARDER 


Sprucolite, a special, patented synthetic 
material, was developed expressly for 
motor pulley construction. That’s why 
AMERICAN Sprucolite Motor Pulleys 


pull harder—last longer. 


3,000 tons of hydraulic pressure interlocks 
clear Sitka spruce fibres, and a casein 
binder penetrates to form a homogeneous 
mass of uniform density. This ideal pulley 
material has the highest coefficient of 
friction of any commercially built pulleys, 
is light in weight, and possesses extreme 
strength and durability recommending it 
for the most strenuous service. 


Optional equipment on all leading makes 

of motors, AMERICAN Sprucolite Pulleys 

can also be had from a nearby dealer. If : 
your dealer cannot serve you, write for the 
name of one who can. 


MERICA 
SPRUCOLITE 
PULLEYS 
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“CHICAGO LINE” 


Ball Bearing Equipment 


The Right Line for Dis- 
tributors Who Want to 


Serve Their Customers 


Well and 
Net 
Real Profits 


Doing It 


Daggett Ball Bearing Loose Pulley 


Loose Pulleys 
Hanger Boxes 
Friction Clutches 
Countershafts 


—all of one standard, 
the same that has made 
“Chicago Line” equip- 
ment a steady and a 
profitable seller for our 
distributors. 


Send for our Catalog 
and Distributor Plan 


CHICAGO PULLEY 


& SHAFTING CO. 


19 N. Desplaines St. 
CHICAGO 














| 
| 
| 


League Club, Lake Shore Athletic 
Club, South Park Masonic Lodge, 
Oriental Consistory and Medinah 
Shrine: 

He is survived by his widow, Mary 
Earle Knight ; a son, Earle, who was 
a lieutenant in the World War; two 
sisters, Mrs. David Star Jordan, wife 
of the chancellor emeritus of Leland 
Stanford University; and Mrs. 
Bertha Knight Landes, who was 
at one time mayor of Seattle. 

* * * 


Wolsey Resigns from Whitman 
and Barnes 

David A. Wolsey has given up 

his work as purchasing agent for 

the Whitman and Barnes Company, 


Detroit. 
oo a 
Vehmeyer Manager of Ryerson | 

Detroit Plant 

Joseph T. Ryerson and Son,. In- 
corporated, announces the appoint- 
ment of E. M. Vehmeyer as manager | 
of its Detroit plant. Mr. Vehmeyer | 
comes to this position with a back-| 





| ground of many years of experience | 
| in the Steel-Service business. He has | 

" ‘ . | 
| been associated with Ryerson for) 


| over 22 years. 


| pany, 
| Ludwig-Austen Company, Oklahoma 
_ City, Oklahoma, have been appointed 
| district I 
| James P. Marsh and Company, Chi- 
| cago, in their respective territories, 
| it is announced by A. C. Rose, gen- 
eral sales manager. 


| division of the Commercial Instru- 
| ment Corporation, Chicago, manu- 
| factures 
| systems and industrial instruments. 


| Company, Woonsocket, Rhode Island, 


| and service departments. 


| tion of sales manager in the Detroit 
| plant. 


| plant manager, has been transferred 
| to Chicago where he will do special 
| sales work. 


| tool room specialties. 


The greater part of | 
this time has been spent in the sales | 
For the 
last two years he has held the posi- 


W. H. Basse, formerly Detroit 


* *« * 
James P. Marsh Appoints 
Representatives 


American Appliance Com- 
Omaha, Nebraska, and the 


The 


sales representatives of 


The Marsh company, which is a 


steam specialties, heating 


* * * 


New Taft-Peirce Leaflet 
The Taft-Peirce Manufacturing 


has issued a new leaflet covering 








DUXBAK 


BELTING 


will help to hold 


business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 








oe fire (is 


Tanners 
Belt Manufacturers 


42 FERRY STREET . NEW YORK 


CHAS. A. SCHIEREN COMPANY 
OF CANADA 
711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 
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Will Stimulate 
YOUR Sales in 1931 


Maximum power efficiency in this new and 
better pulley—at no increaseé in cost over 
other motor pulleys. 

Sell your customers the ATLAS where speed 
constancy and service durability are essen- 
tial—and you will be rewarded with steady 
repeat orders. 


Well 


Balanced 


Metal 
Dowels 


Metal Side 
Plates 


ATLAS LEATHER CO. 


CASEYVILLE, ILL. 





ARM avo HAMMER 
Wrot lron Anvils: 


CRUCIBLE STEEL FACE 


Sold Through 
Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND | 


FORGING CoO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS : OHIO 


General Forgings 


of Wrought Iron and Steel | 


Established 1905 | 


Philip Rogers 


Goodell-Pratt and Millers Falls 
Merge 

Announcement has been made of 
a merger between the Goodell-Pratt 
Company, Greenfield, Massachusetts, 
a Millers Falls Company, Millers 

Falls, Massachusetts. The Millers 
Falls Company will be the operating 
company and the officials are to be 
|the present officials of that organiza- 
| tion—P wg Rogers, president ; 
| George Hatch, vice-president ; 
| John W. pt vice-president and 








George U. Hatch 





BeUNGMT 
Satety Set Serewe 
woo t 


No Wonder Distributors 
Like ECONOMY 


The constant good-plus quality of ECON- 
OMY screws makes users grateful. When 
they need more screws they come back to 
ECONOMY-—and the distributor who sold 
them on this reliable line. Our distributors 
will tell you ECONOMY screws are fast 
sellers and bring them good profits. Write 
for details. 


Safety Set Screws—Socket Head Cap 
Screws—Headless Set Screws (in 
machine screw sizes)—Service on 
per Size Orders—Special Screw 

achine Products Made to Specifi- 
cations. 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 




















THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 


Class B. 1 to 20 Ibs. 
Class C. 20 to 70 Ibs. 
Sidelug. 40 to 150 Ibs, 


Distributors and their salesmen will find 
Nason Time Tested Tra 

cialties increasingly profitable to handle. 
Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 








APRIL, 1931 MILL SUPPLIES 


SPEED REDUCERS 


A AN 
COMPLETE ADVERTISING 
LINE PLAN 


THAT REAL 





NL 


<< 


DOVETAIL 





WORM 
GEAR 


Quiet, smooth, 
economical step- 
down drives... 
Widely used for 
driving conveyors, 
mixing and agita- 
ting equipment, 
production ma- 
chinery, etc. 


: INDUSTR ie 
BP ENGINEERING | 


vow 


CAN uy 
tT Feoe 


PLANETARY 


Furnished in three 
types: Direct Drive, 
Angle Drive and Ver- 
tical Drive. Particu- 
larly adapted for 
driving machinery 
subjected to severe 
shocks and fluctuat- 
ing loads. 


ADVERTISING MESSAGES 
APPEAR REGULARLY IN.. 


Iron Age ° American Machinist 
Industrial Engineering ° Power 
Food Industries . Product Engineering 
Chemical and Metallurgical Engineering 
Factory and Industrial Management 
Mill and Factory Illustrated 


G & F Speed Reducer advertising reaches 
every important speed reducer market 
regularly through the leading trade publi- 
cation in each field. This means that the 


HERRING- 
BONE 








The most efficient 
type of drive where 
large horsepower 
capacities are re- 
quired, as for heavy 
mill equipment. 
Capacities 5 H. P. 
and up. 


TEX LIES £3 bee 





G & F line is known throughout industry 
and that the G & F organization is recog- 
nized as a leader in the power transmission 
field. It means more profitable contacts for 
you and paves the way for sales. 


‘COMPLETE SUPPORTING 


MATERIAL FOR YOU. 





- GEARS 


GEARS AND FORGINGS, INC. 

GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, O., U. S. A. 
District Offices: Chicago, Pittsburgh, Detroit, Buffalo, New York, Indianapolis 
Factories: Cleveland, Chicago, Ford City, Pa. 


AND 
INC. 


SEND FOR OUR PLAN 


FORGINGS ° 


SPEED REDUCERS 
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DESMOND 


Grinding Wheel Dressers 
and Cutters 











We manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line is unconditionally 
guaranteed to give your customers 
complete satisfaction. 


Write to-day for our new catalog 
and discount sheet. 


The 


DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Headquarters for Dressers and Cutters 

















SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 


Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
—_ today on Distributor 


W.O.BARNES 2) a 


1297 Terminal Ave. 
DETROIT, MICH. 





William M. Pratt 


| Earl D. Holtby, treasurer. William 
| | M. Pratt, president of the Goodell- | 
Pratt Company has been elected a | 
member of the Board of Directors, 


which is composed of the officers and | 


rte 


Y VALVES 


| G. C. Lunt and E. P. Stoughton. The 
two lines of tools will continue to be 
|manufactured under their present 
| trade marks. 
Both these firms are prominent, 
| well-established companies, the Mil- 
lers Falls Company having been 
| founded in 1868 and Goodell-Pratt in 
1888. Two of the men who did most 
| toward developing the Millers Falls 
| Company in the early days were Ed- 
| ward P. Stoughton and George E. 
| Rogers, both of whom joined the 


| company soon after its organization, | 


Mr. Stoughton coming to the com- 
| pany in 1869 and Mr. 
| 1876. 
| ent time chairman of the Board of 
| Directors. When Mr. Rogers joined 
| the company he was secretary, later 
| attaining successively the positions of | 

treasurer, vice-president and general | 


manager. 


| pany manufactured automatic drills, 


| hand drills, breast drills, drill chucks | 


Massachusetts Tool Company. This 
company, together with the Lavigne 
Micrometer Company, New Haven, 
| Connecticut, both of which had been 
| acquired by the Goodell-Pratt Com- 


DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 

Ball Bearing 
Portable Electric 
Blower 


ers for Sivas dust and 
dirt out of ry, 
motors, generators, 
switch ete. 
Liberal profits and fast 


turn over. 
Model No. 3 Sells for 
$60.00. 


Electric 
Blower 





Rogers in | 
Mr. Stoughton is at the pres- | 


Originally the Goodell-Pratt com- | 


| and automatic screw drivers. In 1900 | 
| the manufacture of precision tools | 
was started under the name of the | 


Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S.A. 

















that help 
you make 
new sales 


YZ 


RODUCTS like Williams Re- 
grinding Valves, containing 
every desirable sales feature, help 
you make new and more sales. 
Low cost of operation, safety, 
and dependability help you secure 
repeat orders. 
Let us hear from you today. 


THE 
D.T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 
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GAGS 
CE WHIDE| 








The Stamp 
of Quality and Service 


Mr. Supply Dealer: 


We manufacture 
supplies as listed 


Belting & Accessories 


Leather Belting 


Flat, Solid, 
Twist, Oak, 
Chrome, Raw- 
hide. 


Lace Leather 
(Sides and Cut) 


Rawhide, Indian 
Tan, Chrome. 


Rawhide Round 
(Safety Lace) 
Rawhide Pins 


Mechanical Leathers 


Packings, Wash- 
ers. 


Leather Specialties 


Straps, 


Joint 
Covers. 


Rawhide Mallets & Hammers 


“If it’s made of Leather for 
Mechanical Purposes 
WE Mee 6 a se ene 


Gears and Pinions 
Spur, Spiral or 
evel.) 
(Non-Metallic) 


Rawhide, Fab- 
roid, Bakelite. 


(Metal) 


Iron, 
Brass. 


“Perfect” Oil Seals 
The 


CHICAGO RAWHIDE 
MANUFACTURING CO. 
CHICAGO 
ILL. 
| Ta 


Steel, 














pany, controlled many patents which 
form the basis of the Goodell-Pratt 
precision tool line. 

x * x* 


William H. Leiman Passes Away 

An announcement has come from 
Leiman Brothers, New York, of the 
death of its president, William H. 
Leiman. Mr. Leiman was 68 years 
old and had been in good health until 
the last few months. 

He was a charter member of the 
Newark Athletic Club and a mem- 
ber of the Belmar Fishing Club. 

* * x 


New Gaertner Literature Being 
Distributed 

The Gaertner Scientific Corpora- 
tion, Chicago, has just issued a new 
book, catalog number 1, on inter- 
ferometers and interference appa- 
ratus. The book has 48 pages and 
has been carefully prepared with 
particular attention given to making 


* %* * 


Blacker Engineering Makes 
Personnel Changes 

A. B. Drullard has resigned as sec- 
retary and treasurer of the Blacker 
Engineering Corporation, New York 
City, and at the annual meeting held 
recently the following men 
elected directors and officers: Everett 


B. Cooke, president ; Leon B. Dexter, | 
Cooke, 


Charles D. 
Walter F. 


vice-president ; 
treasurer, and 
secretary. 


Shorter, 


Pierce F. Chartres, 80 South Allen | 
| Street, Albany, New York, has been | 
appointed district representative of | 


the firm in the Albany territory. 
* « 


Ellicson Speaks at Leather Belting | 


Meeting 

S. A. 
Chicago Pulley and Shafting Com- 
pany, was the guest speaker at the 


February 26 meeting of the Leather | 
Belting Club of Chicago, which was | 
held in parlor number 2 of the Elec- | 


trical Association, in the New Civic 


Opera Building. Mr. Ellicson talked | 


informally on his personal observa- 
tions and experiences during his 40 





"TILL DEATH 
DO US PART...” 


HE Hyro SHUR-GRIP was de- 

signed with the idea in mind that 
the main job of a file handle is to 
stay on. And stay on the SHUR- 
GRIP does — with a vengeance. 
There’s no pounding and re-pound- 
ing. You simply screw the SHUR- 
GRIP on. A hardened steel spiral in 
the handle cuts its own thread right 


| into the tang and gets a stranglehold 
the information detailed and accurate. | 0n the file that can’t be broken by 


were | The coupon below will bring all nec- 


Ellicson, president of the | 


pull or pressure. Yet the SHUR- 
GRIP can be unscrewed as easily as 
an electric bulb. and used over and 


| over again. And it saves time and 
| eliminates danger from handles that 
| split or fly off. That’s why the 
| SHUR-GRIP sells! 
| supply dealers everywhere are selling 


Hundreds of 


it—at a real profit. How about you? 


essary information. 


HYRO 
SHUR-GRIP 
\ FILE 


HANDLE 


Patented 
April 24, 1923, 
No. 1,453,082 


spiral in place 
Spiral of square 
wire cuts thread 
into tang 


Steel 


Y, 
p 


HYRO MFG, CO,, INC 


years in the millwrighting and trans- 


mission equipment business. The 
speaker advocated the group drive 


205 Varick St., New York City, N. Y. 


Gentlemen: Please send me descriptive folder 
and price list on the Hyro SHUR-GRIP File 


| Handle. 


system wherever consistently possible. | 


After his talk there was a brief period 


of round-table questions and answers 


on the subject. 
At this meeting resolutions on the 


| 
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CORRECT 
SOLUTION 


of any problem in automatic 
pressure or flowcontrol of steam, 
air, water or gas is found in the 
complete line of Davis Automatic 
Valve Specialties. The effective 
simplicity in design brings the 
stamp of approval from experi- 
enced engineers. The well estab- 
lished and extensively advertised 
Davis line carries a good profit 
for the distributor. ° 


DAVIS REGULATOR COMPANY 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 


MS4—Gray 











What Distributors 
Should Know About 


On the market for over thirty years. 

Used throughout the mechanical 
world, in the bearings of every 
class of machinery. 

Made from highly 
amalgamated 
process. 

Lead base, toughened with tin and 
hardened with copper. 

Has a low coefficient of friction. 

Unexcelled for general railroad and 
machine shop use, and almost uni- 
versal in its application. 

Stands high speeds and severe service. 

Carries our guarantee of satisfaction. 


Write for Distributors’ Samples 
and Terms 


Frictionless 


1458-60 Collins St., St. Louis, Mo. 


refined metals, 
under our special 


Me A 
| Schoen, I. 


| F. E. Gooding, Industrial Transmis- 
| sion 





| 





| to industry. 


| death of R. M. Fensholt, veteran 
| member of the Club and past presi- 
| dent, were read, adopted and spread 
| on the records. 

Those present at the meeting were: 
|W. H. Simonds, Ross Dickson, and 
| C. P. Ryant, of W. D. Allen Manu- 
| facturing Company; Lee Stiles, Chi- 


| cago Belting Company ; S. E. Ullman, | 





| Chicago Rawhide Manufacturing | 


| Company ; J. E. Donovan, Graton and 
| Knight Manufacturing Company; 
| Charles A. Steele, and R. W. Thom- 
| son of Page Belting Company; V. R. 


| Clark and C. H. Richardson, F. Rani- 


| ville Company; George A. Hoopes, 
E. Rhoads and Sons; J. M. 
B. Williams and Sons; 


and Conveying; and D. R. 


| Egbert, Mitt Supp vies. 


* * * 
Ohio Brass Employees Make 
Safety Records 


Awards in the annual waste elimi- 


| nation and safety contests which are | 
| conducted by the Ohio Brass Com- 
| pany, Mansfield, Ohio, were made 
| recently by C. K. King, president, 
|and L. W. Olson, factory manager. 
| This year Frank Schlemmer of the 
| brass foundry is the winner of the 
| “President's waste cup given for 
| the 
| cleanliness and orderliness, safety, 


department rating highest in 
production efficiency, and controllable 
expense. Harry O'Brien, malleable 
foundry, was presented with the 
safety trophy for the year when the 
malleable division broke the all time 
record by completing the 365 days 
without a mishap. Edwin Seybold of 
the insulation department and P. J. 


Kipp, brass finishing department, won 


| second prizes in the waste elimination 
contest. 








It is a remarkable fact that 17 of | 
the 31 Ohio Brass departments have | 


now completed 1,126 days, or the 


| entire period since the safety contest | 


started on January 17, 1928, without | 


| a lost time accident. 


> 2 *& 


Second Lincoln Arc Welding 
Contest Announced 


| 


| 


Announcement has been made of | 
the second arc welding prize compe- | 
tition being conducted by the Lincoln | 
Electric Company, Cleveland, for the | 


| purpose of increasing the knowledge 


of the adaptability of arc welding | 


Awards amounting to 
$17,500 will be made. The jury of 
award, composed of the members of 


| 


you can gua rantee 


Definite Service 
with 


GENUINE HETTRICK 


stitched Canvas Belting 


You can offer more 
than quality when you 
sell Genuine Hettrick 
Stitched Canvas Belt- 
ing. For 38 years we 
have been manufactur- 
ing a product fully 
guaranteed to perform 
a definite service — 
economically. Wher- 
ever Genuine Hettrick 
is in use, it is giving 
more service per dol- 
lar than other types of 
belting. Our distributors 


are realizing a good profit, 
too. Write for details. 


See our Catalog Page 
{35s Mill Supplies cx 
alog & Directory. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 














WANTED: 
DISTRIBUTORS 


LD establish- 
ed house de- 
sires Mill Supply 
Houses to sell its 
line of Diamond 
tools. 


For further information Address: 


Box 132 


Care MILL SUPPLIES 
520 No. Michigan Ave., Chicago 
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Advertised - 
Recognized - 
the MORSE Line 


does push up your sales 


‘THE name MORSE has been in your customers’ minds for 
many years. MORSE advertising keeps the name in 

mind, strengthening and maintaining, 

the reputation which makes MORSE The Morse Line 

sales a certainty. includes 

High Speed and Carbon 

“Popular Science Monthly” and a score DRILLS 

of business magazines keep driving home po 

the MORSE story. You will find that the TAPS AND DIES 

selling, has already been done when you ee 


ARBORS 
offer your customers the MORSE line. CHUCKS 


, COUNTERBORES 


( MORSE tools have been steadily Zather- eae ae 


i] 
i 





: : SOCKETS 
ing momentum since 1864. Let them peer 











add speed to your small tool turnover. 


MOR S&S 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD | MASS.,.U.S.A. 
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ment of Ohio State University, under 
the chairmanship of E. E. Dreese, 
head of the department, will judge 
R eSAa le Q a ly the papers according to the amount 

‘ of saving in first cost and upkeep 
resulting from the application of arc 
welding to the described redesign or 
new design. 

Anyone except employees of the 
Lincoln Electric Company is eligible 
to enter the contest, although only 
one paper from each contestant may 
As manufacturers of a complete line of oo | be submitted. Each competitor must 
Fest’ only, we are in position, to offer = : have participated in the work that 
peer ait ie ate from crane a ae forms the subject matter of his 
of supply. ae By paper. Deadline is October 1, 1931. 
ae eee SP pociogs te the | Sam Further information will be supplied 
Stearate. or ‘ on request by the Lincoln Com- 


pany. 


the Electrical Engineering Depart- 
for 





* * * 


aoe a , a Bricka Leaves Goodell-Pratt, 
na aR  Fiathe, Following Merger 
es, a Walter W. Bricka, general manager 

and a director of the Goodell-Pratt 
Company, Greenfield, Massachusetts, 
will leave the company on March 31. 

Mr. Bricka, who is an associate of 
the Ellery A. Baker Company, Indus- 
trial Managers, 27 William Street, 
New York City, has for the past two 
years managed the Goodell-Pratt 
Company and is terminating his serv- 
ices with the merger of the Goodell- 
Pratt and Millers Falls Tool Com- 
panies. Mr. Bricka was instrumental 
in effecting this merger, which he 
«HOLLOW*» believes to be a step forward in the 
interests of the industry. 

oe oh 


re ye sii my ‘products “Treatise on Leather Belting” 








ite Is Off the Press 
“iy “Treatise on Leather Belting” by 
Oe cues a severe test and winning George B. Haven and George W. 


is not unusual for Holo-Krome Set Swett, which has just been published, 


Screws. Indeed, that is exactly what can is said to be the first volume assem- 


be expected, because the product is made 
right. Our own standards of accuracy are 
rigid and our inspection is constant. 


bling complete, up-to-date, authorita- 
tive information on the leather belt- 
ing industry. 
Mr. Haven is professor of ad- 
vanced machine design at Massachu- 
HOLO-KROME setts Institute of Technology, and 
Screw Corporation Mr. Swett is professor of machine 
design at the same institution. The 
Mostined, Chamestiont book is directed particularly to four 
niece groups of users—purchasing agents, 
“ah bitin feo, millwrights, mill engineers, and en- 
Detroit, Mich. gineering students. Students will find 
nae ee the original nomographic charts and 
<5 Gratien Oh mathematical tables included in the 
New York City book, especially valuable. All tables 
are simplified to cover the range of 
Every single Holo-Krome Screw accuracy found in the usual data of 
mill engineering practice. 
inspected by Hand The American Leather Belting As- 
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sociation commissioned the authors 
to do this work with the purpose as 
stated in the introduction, of leading 
to a better appreciation of leather 
belting as a transmission medium, 
and of creating a more intelligent 
understanding of its proper applica- 
tion and use. 
* * * 


Brisbin Chairman of Hoist 
Association 

D. S. Brisbin, vice-president of 
sales, Chisholm-Moore Hoist Cor- 
poration, Tonawanda, New York, 
was made chairman of the Electric 
Hoist Manufacturers’ A\jssociation 
at the fourteenth annual meeting of 


the group held March 19, at the | 


Hotel McAlpin, New York City. 
William White, Euclid Crane and 


Hoist Company, Euclid, Ohio, was | 


elected vice-chairman. 


The next meeting of the associa- | 
tion will be held in New York City | 


in May. 
é “4 


General Refractories Appoints 
Davis Coal 


Philadelphia, has recently appointed 
the Davis Coal and Supply Com- 


pany, Reading, Pennsylvania, as dis- | 
tributor of “Grefco” and Standard | 


high temperature mortars and Penn- 
sylvania fire clay brick. The Davis 


company’s territory will include | 


Schuykill, Berks, Lebanon counties 


and the northern part of Lancaster | 


County. 
ee. 


Stanley Tool Appoints Distrib- | 


utor, Branch Manager 


C. A. Crosta, Incorporated, Den- | 
ver, Colorado, has just been made 


distributor for the complete line of 


Stanley electric tools. W. T. John- | 
ston has been appointed branch man- | 
ager for Stanley with headquarters | 
at 61 West Kinzie Street, Chicago. | 


* * * 


Bolt, Nut and Rivet Association 
Dissolved 


According to a report printed in | 


the Chicago Daily Tribune for 
March 18, “the Bolt, Nut and Rivet 
Manuiacturers association, doing a 
$75,000,000 business annually and 
controlling 95 per cent of the in- 
dustry, was ordered dissolved today 


“GENUINE 





Grease Cups 


Genuine Detroit Grease Cups are sup- 
plied in pressed steel, pressed brass and 
cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed 
and nicely finished. 


They are carefully manufactured of 
high grade metal and each cup is thor- 
oughly inspected before shipment. 


Full information gladly furnished upon 
request. Write for catalog and prices. 


Detroit |[UBRICATOR (COMPANY 





DETROIT, U. S. A. 


DETROIT” 


ee ee 


General Refractories Company, | 














Three | Useful Handy 
Machines in ONE! 


BLOWER 
SUCTION CLEANER 
SPRAYER 


10 days FREE TRIAL 
Write for Details 


CLEMENTS MFG. CO. 


6674 S. Narragansett Ave. 
Chicage, I11. 


Hundreds of thow 


sands of prospective 
Bs e A of CLEM- 


TS Cadillac 
Blowers are bein 
constantly reach 
through _advertise- 
ments like these. 
Cash in on this 
publicity. 

A Rapid 

Seller 
With Liberal 


Discounts. 


Live 
Distributors 
Wanted For 

Territories 
Not Already 
Covered. 


Market 
Hasn’t Been 
Scratched. 
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by Federal Judge Frank J. Cole- 


man.” 

YO U R E F F O R T S C O U N + It was said further that the action 
a was taken under the Sherman anti- 
1 Q () 229X Machinists’ trust act, and that the association, 
Vise comprising 50 manufacturers, was 
PER CENT a accused by the government of hav- 
ing “concertedly fixed and main- 
tained enhanced, uniform, and non- 
competitive selling prices—and uni- 
form and arbitrary charges on ac- 
count of the cost of transportation 
regardless of the points of origin of 

shipments.” 

In regard to the association’s atti- 
tude, the Tribune report read as 
Points follows: “The court’s decree was 

Ee made with the consent of the associa- 
tion. Charles J. Graham of Pitts- 


_R Be Steel Jews. * It is pleasing to know that your sales effort : i i - 
ay gg ge in cell PA Kit Vises nt “0 ea “or burgh, president, explained that as 
. ARKER ough jobbers exclusively, Th Oo n h been con - 

gripping power. policy, together with odvertising of these well sociation counsel had been confer 


. Outside Saddl mits eas ki i t sers, rm . : ; i 

removal of screw for olling. —fiT:]=<—.  —~* ring with the department of justice 
. Solid underportion gives Good mechanics demand fine tools. The PAR- for a ar Th r lin he said 
nggalthongr age KER SWIVEL BASE VISE illusirated is the cas , , 


. Set screw in handle. one vise that meets their demands. would avert ‘the expense and an- 
. Castings of Parkco Metal. 


. Full sized screw and nut. Sold Thru Jobbers Exclusively noyance of long litigation.’ He an- 


nounced a new association would be 
PARKCR WISES a formed, ‘which will operate so as to 
= be free from any criticism on the 


The Charles Parker Co., Master Vise Makers, Meriden, Conn, *%2* part of the government.’ : 
Makers of the Famous Parker Gun N. Y. Salesroom, 25 Murray St., , “The association was formed in 
1925 when the industry was losing 
approximately $3,000,000 a year, ac- 
cording to the officers, and has 
turned the loss into a profit which 


A N O qT H I R APPLICATION | 12% sear amounted to $7,000,000.” 


* * * 


of LOWELL 1916 New Desmond-Stephan Catalog 


Ready 
Pattern Wrenches. The Desmond-Stephan Manufac- 


turing Company, Urbana, Ohio, has 
A Reversible just issued a new 16-page booklet 
on all types of grinding wheel dress- 


Ratchet Wrench is ers and cutters. The catalog con- 


} 
tains information, illustrations, and 
{ 


of Preference 








a Time Saver in descriptions of the mechanical, abra- 


sive and diamond type grinding 


Many Ways. wheel dressers. 


* * * 


American Steel and Wire Makes 
Preformed Wire Rope 


The American Chain Company, 
Incorporated, in its annual report to 
its stockholders has announced that 
one of its subsidiaries, the Ameri- 

SA | can Cable Company, has concluded 

WRENCHES negotiations with the American 

Steel and Wire Company, a sub- 

Lowell Wrench Company sidiary: of United Sastre Steel Cor- 
poration, to manufacture preformed 

wire rope under a license agreement, 
the patents covering this material 


Worcester, Mass. 
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being owned by the American Cable 
Company. 

In addition the company has con- 
cluded license contracts for the 
manufacture of this material with 
the General Cable Company; five 
leading rope manufacturers in Can- 
ada; British Ropes, Ltd., and its 
various subsidiaries, together with 
four other companies in Great 
3ritain; Australian Wire Rope 
Works, Ltd.; and Felten and Guil- 
leaume, producers of these products 
in Germany and Continental Europe. 
Negotiations are also pending for 
similar contracts with other wire 
rope manufacturers. 























x ok * 
Reliance Electric Makes | 
Promotions 
L. M. Dunning has been promoted 
to the position of sales representative 
of the Chicago office of the Reliance 
Electric and Engineering Company, | 
Cleveland, and Herbert A. Holmes 
has been made sales representative 
of the Pittsburgh office of this com- 
pany. 


* * 


Ohio Brass Declares Dividends 
At its meeting March 17 the 
Board of Directors of the Ohio 
Brass Company declared the regular 
quarterly dividends of $1.50 on the 
Preferred and $1.25 on the Common 
Stocks. These dividends are pay- 


able April 15 to stock of record 
March 31. 



























* 





ok 





* 


Worthington Makes Appointments 
at Buffalo 


E. J. Schwanhausser, manager of 
the Buffalo Works of the Worthing- 
ton Pump and Machinery Corpora- 
tion, Harrison, New Jersey, has an- 
nounced two new appointments at 
the Buffalo organization. John A. 
Mair has been promoted to the 
newly-established position of field 
engineer and A. F. Beres has been 
made personnel manager. 

Mr. Beres will represent the 
Worthington management at Buffalo 
in various phases of industrial re- 
lations; as well as employment, 
cafeteria, safety program and Bene- 
fit Association activities. Previously 
he has been associated with the 
Niagara Machine and Tool Works, 



























Republic Metalware Company and 


for FINE THROTTLING 
AND LONG LIFE/— 


Valve maintenance is far more expensive 
than the first cost of a good valve. Reduro 
Globe and Angle Valves pay for themselves 
many times over in labor shutdown savings. 
Seats and Discs are “Swift Metal”—an ex- 
tremely hard surfaced nickel-bronze alloy. 
They therefore have great resistance to wire 
drawing and other abrasive wear. And they 
may be reground or seat and disc renewed. 








































READING STEEL CASTING COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


An Associate 


Company Offices and Warehouses : 
pe Boston, Charlotte, Chicago, Cleveland, Detroit, Harttord, 
















Chain Houston, New York, Philadelphia, Pittsburgh, Rochester, 
Company, St. Louis, San Francisco, Tulsa. 
Incorporated 












58 publications are carrying the story of Alligator 
Steel Belt Lacing to the user in 1931. This is part of 
our consistent long-time merchandising program. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London E. ©, 2 
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Putting all one has 


into the Game--- 
marks the 


VICTOR 


To excel in any sport is 
the result of years of 
conscientious effort 
and practice. Endur- 
ance, strength, and the 
ability to stand up un- 
der abuse, are qualities 
that make winners. 


VICTOR SAWS are 
the result of years of 
manufacturing experi- 
ence and conscientious 
effort to produce a bet- 
ter saw. 


Their increasing de- 
mand by metal workers 
is proof of their merit. 


A trial will convince 
you. 


Victor Saw Works, Inc. 
MIDDLETOWN NEW YORK 





the American Brass Company of 
Buffalo; also the U. S. Light and 
Heat Company of Niagara Falls. 

Mr. Mair has been a member of 
the Buffalo Works’ staff since 1923, 
serving as foreman of the two-cycle 
Diesel engine erection floor since 
1929. Much of Mr. Mair’s experi- 
ence was acquired in Scotland, where 
he was a foreman in charge of the 
installation of machinery in British 
warships, 

7.8.6 


Nickerson of Walworth Company 
Is Dead 


Thomas Nickerson who for nearly 
15 years has been connected with 
the Walworth Company, New York 
City, died March 10 as the result of 
a fall. At the time of his death he 
was special sales executive. 

Previous to coming to Walworth, 
he had been with Stone and Web- 
ster Engineering Corporation, New 
York City. 

Mr. Nickerson was 53 years old. 
He is survived by his wife and a 
son. 

¢a@ 


Malleable Iron Moves Boston 
Office 


The Malleable Iron Fittings Com- 
pany, Branford, Connecticut, has 
moved its Boston office to 11 Beacon 
Street, Boston. Ted Henry is man- 
ager of this office. 


* * * 


Senior Traffic Manager of Union 
Drawn Steel 

Arthur H. Senior has been ap- 
pointed traffic manager of the Union 
Drawn Steel Company, Beaver Falls, 
Pennsylvania, succeeding the late 
Arthur W. Boyd. Mr. Senior be- 
came associated with the Union 
Drawn Steel Company in 1924, and 
has served as assistant traffic man- 
ager since 1928. His former affilia- 
tions were with the Pennsylvania 
Railroad and Baltimore and Ohio 
Railroad rate departments. 

* * * 


Youngstown Sheet and Tube 
Makes Personnel Transfers 

Glenn W. Christopher has been 
promoted to assistant manager of 
pipe sales of the Youngstown Sheet 
and Tube Company, Youngstown, 
Ohio, and will continue to maintain 
headquarters at the company’s main 





WE INVITE 
MILL SUPPLY HOUSES 


To inquire regarding the pol- 
icy that has made it profitable 
for distributors to handle our 
line. Quality that successfully 
maintains our products in a 
price class entirely separate 
from that of substitutes — 
backed by a fixed plan of dis- 
tribution. through mill supply 
houses, with exclusive territorial 
arrangements—will help you to 
make real profits. Write for 
details. 


Our Line Includes: 


z SLIP NOT BELTING 
ROUND BELTING 


¥% SLIP NOT CEMENT 
zy TEXTILE STRAPS 
SPECIAL ENDLESS BELTS 
y MECHANICAL SPECIALTIES 
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MONARCH 
BALL METAL 


The Babbitt Metal that is 
Different— 


In Form—Cast in balls. Eas- 
ily handled. Always re- 
membered. 


In Melting—The only metal 
that carries its own fiux. 
No dross. 


In Distribution—Backed by 
a 100% Distributor pro- 
tective policy. 


Ask for a set of sales promotional 
literature 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street, Chicago 
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offices. Since September, 1926, he 
has been manager of bar and wire 
sales for the company. William W. 
Brown, who has been Pittsburgh dis- 
trict manager of sales for the 
Youngstown company for the last 
two years, will succeed Mr. Christo 
pher as manager of bar and wire 
sales. 

Mr. Christopher has been with this 
organization since 1911. He served 
in the general sales department for 
a number of years before his transfer 
to the Chicago sales offices. In Sep- 
tember, 1923, he became district man- 
ager of sales at Pittsburgh. 

Mr. Brown came to Youngstown 
Sheet and Tube 22 years ago in the 
general offices at Youngstown, and 
was later made district sales manager 
at Atlanta, Georgia. He served in 
that capacity for 12 years until he 
took up the work at Pittsburgh. 

Guy B. Strausner, who has been 
district manager of sales at Buffalo, 
succeeded Mr. Brown at Pittsburgh. 
Clyde F. Andler succeeds Mr. Straus- 
ner. Mr. Andler had been Youngs- 
town district sales manager for the 
company. 

Earl H. Braunbern, formerly as- 
sistant district sales manager in 
Youngstown, is filling Mr. Andler’s 
position. 

Robert D. MacKenzie, who has 
been acting manager in the Cleveland 
territory, has been made district sales 
manager of that territory, succeeding 
the late G. G. Stuart. 


* * * 


Shaw-Kendall Buys Terre Haute 
Nipple Company 

The Shaw-Kendall Engineering 
Company, Toledo, has announced the 
purchase of the Terre Haute Nipple 
Manufacturing Company, Terre 
Haute, Indiana. The Terre Haute 
plant has been moved to Toledo and 
pipe nipples are now being manufac- 
tured at that point, in addition to the 
other articles by The Shaw-Kendall 
Engineering Company. 

The officers of The Shaw-Kendall 
Engineering Company are: R. M. 
Bellam, president and general man- 
ager; H. A. Knowlson, vice-president 
and sales manager; E. M. Brown, 
secretary, and Howard Carroll, treas- 
urer. 

The company is a member of The 
Central Supply Association, The Na- 
tional Pipe and Supply Association 
and The Nipple Manufacturers’ As- 


sociation, 


Louis Plost, who has been in charge 
of sales of the Terre Haute Nipple 
Manufacturing Company, will con- 
tinue with the new organization. 

The Shaw-Kendall Engineering 
Company will continue the same pol- 
icy of manufacture and distribution 
that was pursued by the Terre Haute 
organization. 

a 
Founder of Graton and Knight Is 
Dead 


Henry C. Graton, a founder of the 
Graton and Knight Manufacturing 
Company, Worcester, Massachusetts, 
died in Worcester, March 20, at the 
age of 100 years. For 70 years Mr. 
Graton had been a dominant factor 
in the management of the company. 

He was born on a farm at Lei- 
cester, Massachusetts. While he was 
a boy, he learned the trade of pre- 
paring leather for card-setting ma- 
chines, and worked for a time at this 
trade. When he was 21 years old he 
formed a partnership with Joseph A. 
Knight as Graton and Knight, and 
bought the belting department of the 
card-clothing factory where they 
were employed. Their cash capital 
was $800. 

At first the two men did most of 
the work, Knight in the fgctory mak- 
ing leather belting, and Graton on 
the road much of the time, traveling 
often on foot. 

In 1867 the men established their 
own tannery, and in 1872 the Graton 
and Knight Manufacturing Company, 
now the Graton and Knight Com- 
pany, was incorporated, with Mr. 
Graton as treasurer, an office which 
he held until he was over 90 years old. 

On his one hundredth birthday on 
July 10 of last year, he received 
a special message from President 
Hoover, expressing the president’s 
admiration for his useful career. 


* * * 


Culley Simonds Saw Employee, 
Passes Away 

Edward C. Culley, a pioneer in the 
saw manufacturing industry, died in 
North Weymouth, Massachusetts, re- 
cently at the age of 81. He had been 
with the Fitchburg File Works for 
most of the time since 1863 when he 
first entered the employ of this com- 
pany. He continued with the organ- 
ization when Simonds Manufacturing 
Company, now the Simonds Saw and 
Steel Company, acquired the business. 

As a young man, Mr. Culley had 
conducted a ship chandlery in Setau- 
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WATER SYSTEMS 


Water systems for country and 
suburban homes, farms and coun- 
try estates—for summer cottages, 
hotels, camp sites, service stations, 
parks and golf courses—for cream- 
eries, dairies, centralized schools, 
colleges and 
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sanitariums — for 


Dependable styles and sizes to 
fit all conditions up to ten thou- 
sand gallons of water per hour. 
For deep or shallow wells. Opera- 
tion by hand, wind, 
motor. 


engine or 
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Information and catalog on request 
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Grinding 
Wheel 
Dresser and 
Boiler Tube 
and Flue 


Cleaner 


that Win and 
Hold Trade 


Oh, yes, there is a differ- | 
i Not in | 


ence in cutters. 
physical appearance, may- 


be, but in the stuff that | 


goes into them—in 
service. they give. 


the 
Quality 


steel, quality workmanship | 


(milling, not stamping) 


Gvery 
VINCENT 
Cutter 
Has 18 
Teeth 
Count 


Them / 


cutters last longer. 


They can be sold on 
that point—especially 
these days. They are 
being bought for that 
reason al 
country. 


How’s your stock 
of cutters? 


The Vincent Steel 


Process Company 


Cutters of All Kinds— | 


regular or special 
2434 Bellevue Ave. 
DETROIT, MICH. 


Cutters 


and scientific heat | 
treating make Vincent | 


over the | 


ket, Long Island. He had held sev- 
eral important financial positions 
during his lifetime. In 1909 he was 
made president of the Peoples Na- 
tional Bank of Lakewood, a position 
which he held at the time of his 
death. He was also a former presi- 
dent and a founder of the Lakewood 
Building and Loan Association. 
* * * 


O. H. Seal with Neilan Company 
Neilan Company, Limited, Los 
Angeles, manufacturer of automatic 
control and regulating equipment, 
has added O. H. Seal to the staff of 
its New York office. Mr. Seal has 
had a number of years of refinery 
| experience with a major oil com- 
| pany. The New York office of the 
| Neilan Company is at 30 Church 
| Street. 
a 





Recommendation on Forged 
Tools Before Industry 


| A summary report of the second 
| revision conference on _ simplified 
| practice recommendation number 17 
covering forged tools, recently held 
| in Pittsburgh, under the auspices of 
| the division of simplified practice of 
| the Bureau of Standards, has been 
| mailed to all interests for their con- 
| sideration and signed acceptance. 

| Several items have been added to 
| the revised recommendation in order 
to meet railroad requirements and 
other consumer demand. In addition, 
the eye number has been incorpor- 
ated in the list and is indicated op- 
| posite each item where it is a part 
of the tool in question. A schedule 
| of standard lengths, where applic- 
able, also has been included. 

This second revision, if accepted 
| by the industry, is to become effec- 
tive July 1, 1931, and will remain 
| in force for the period of one year. 
. 6.9 


Ohio Brass Employs Lyons 
| The Ohio Brass Company, Mans- 
| field, Ohio, has appointed J. E. 
| Lyons to handle its mining mate- 
| rials in the Johnstown, Pennsylvania, 
territory. This district was formerly 
| covered by L. H. Richards, who has 
| been transferred to the sales terri- 
| tory he formerly covered in Ohio. 
Mr. Lyons has been connected 
| with the General Electric Company 
| in Schenectady, selling line materials 
| to the railway and mining trade. 








DA EN’ 
SPRAYS 


= Go? 1 PM EN 


ERE is the ultimate in paint 
spray equipment—a com- 
plete, newline so efficient in every 
part that your customers will want 
to install Imperial equipment at 
once. There are Imperial Paint 
Spray Guns to meet every paint- 
ing requirement. Let us give you 
complete details on The New Im- 
perial. You will be amazed at the 
simplicity of its working parts and 
the efficiency of its performance. 
It is the easiest gun to take apart 
and reassemble for cleaning that 
we know of. 


There are complete Imperial 
Paint Spray Outfits, too — com- 
pressors, tanks, filters and regu- 
lators. Write today for our dis- 
tributor sales plan. 


THEIMPERIALBRASS MFG. CO. 
527 So. Racine Ave. Chicago, U. S. A. 
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Making Sales Efforts More 
Productive 
(Continued from page 103) 
it has been sold to make sure it is 
giving the proper service. 

5. Make in known that you are 
available to contractors for emerg- 
ency calls or for consultation over 
the telephone at any time. Showing 
a willingness to cooperate pays good 
dividends. 

These five policies, while not defi- 
nite rules which must be adhered to 
strictly, serve as general reminders to 


keep sales efforts in the most pro- | 


ductive channels. 





Barber-Greene Announces 
Organization Changes 
(Continued from page 110) 


E. H. Cooper, since 1927 man- | 
ager of the Barber-Greene Company | 


of Kansas City, has been appointed 


Ditcher line head for the western | 
division to operate with J. M. | 
3rune, Ditcher line head for the | 
eastern division. Mr. Cooper has | 
been with the company since 1925. | 
The territory formerly served by | 
him as manager of the Kansas City | 


office, is now divided between the 
Kenney Machinery Company, Kan- 


sas City, Missouri, and the Buda | 


Engine Service, Tulsa, Oklahoma. 
Two new branch managers are 


also announced by the Barber- | 
Greene Company. They are: Frank | 


Ness, manager of the Barber-Greene 


Company of Philadelphia, and D. H. | 
McLean, manager of the Barber- | 
Greene Company of Cleveland. Mr. | 
Ness received his education at Clark | 
University, Worcester, Massachu- | 
setts. He has been with Barber- | 
Greene at its Boston office for five | 
years. Before that time he spent | 
eight years in the belting and power | 


transmission industry, including six 
years with the Lewis E. Tracy Com- 


“IMICO 
IRON BODY BRASS MOUNTED 
GATE VALVES 


are tested 


Before leaving the plant every Illinois 
Gate Valve is tested and each is guar- 
anteed for 125 lbs. water pressure. 
You take no chances when you sell 
your customers Illinois Gate Valves. 
Backed by more than 50 years’ manu- 
facturing experience, Illinois Gate 
Valves provide a complete line which 
enables you to satisfy the most dis- 
criminating customers. There are no 
comebacks. 


ILLINOIS 
MALLEABLE IRON CO. 


CHICAGO, ILL., U.S. A. 


FIRE PROTECTION 
EQUIPMENT oircr onic: 
Fire prevention is better than 
protection, but when preven- 
tion fails, DIENER fire protection 


equipment should be on hand 
to fight the fire evil. » » » » 
































Write for the com- 
plete catalog of .... 
Diener Fire Protec- 
tion Equipment. 











pany, Boston, and two years with | 
the Fairbanks Company, New York | 


City. He also served two years with 
the Base Hospital Unit number 5, 
the first American outfit to go to 
France. 

Mr. McLean, manager of the 
Cleveland branch office, was gradu- 
ated trom the University of Colo- 
rado in 1924 and after coaching 
football for two years entered the 
Detroit branch office of Barber- 
Greene after several months’ expe- 
rience at the home plant. 


| 
| 
1 
| 
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BUSINESS TIPS 


ALLWOOD, N. J.—American 
Colortype Co., 207 W. 25th St., New 
York, will make extensions and im- 
provements in recently acquired 
plant of Brighton Mills, to cost over 
$75,000. Plans are being prepared 
by Ballinger Co., 100 E. 42nd St., 


architect and engineer. 
x * x 


BOISE CITY, OKLA.—Cimar- 
ron Utilities Co., Borger, Tex., is 
planning to install a natural gas 
system here including pipe lines, 
compressor station, etc. C. R. Stahl 
is manager. 

es 6 

BROOKLYN, N. Y.—Coal Ser- 
vice Station, Inc., 478 Leonard St., 
will build a service garage at Eng- 
ert Ave. and Leonard St., at an 
estimated cost of $40,000. H. J. 
Nurick, 44 Court St., is architect. 

x ok * 

BRYAN, TEX.—Stevenson Ma- 
chinery Co. will rebuild part of its 
plant recently destroyed by fire with 
damage amounting to over $40,000 
including equipment. 

x * * 

CAMDEN, N. J.—Board of Ed- 
ucation plans to install manual train- 
ing equipment in new high school, 
tc cost over $550,000. Architects 
are Davis and Dunlap, 1805 Walnut 
St., Philadelphia. 

x * x 

CHARLESTON, W. VA.—Kelly 
Axe and Tool Co. is planning instal- 
lation of machinery for a shovel- 
manufacturing department for initial 
output of about 1200 shovel units 
a day. It is expected that new divi- 
sion will be ready for service in 
May. This company is a subsidiary 
of the American Fork and Hoe Co., 
‘Keith Bldg., Cleveland. 

’ + 2 

CHICAGO, ILL.—Bell and How- 
ell, 1803 Larchmont Ave., has asked 
bids on general contract for a one- 
top addition, to about 
$40,000 with equipment. Pond and 
Pond, Martin and Lloyd, 180 N. 
Michigan Ave., are architects. Bell 
and Howell make motion picture 
machines, parts, etc. 

k * x 


story cost 


DAYTON, O.—Advance Foun- 


dry Co., 100 Parnall Ave., has com- 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








pleted arrangements for building a 
one-story addition for storage and 
distribution, to cost about $25,000 
with equipment. C. A. Hock, Realty 
Bldg., is architect. 

.* «2 

DETROIT, MICH.—E. A. Jas- 
tion, W. V. Weinet and N. B. Mor- 
rish have organized International 
Conveyor and Washer Corp., 1057 
Beaufait Ave., to make conveyors, 
industrial washing machines, etc., 
and is now installing equipment. 

:-* 

EAST AURORA, N. Y.—East 
Aurora Chemical Co., recently 
formed by Robert O’Neil and asso- 
ciates has leased plant property at 


56 Paine St., and will soon start 
operations. Company will manu- 
facture industrial chemicals. 

* * * 


EAU CLAIRE, WIS.—Gillette 
Rubber Co., 799 Wisconsin St., will 
make fourth story plant extension, 
150x238 ft., to cost $85,000. Gen- 
eral contract has been placed with 
Hoeppner-Bartlett Co., 204 E. Grand 
Ave. 

* * x 

FORT STOCKTON, TEX.— 
Fort Stockton Independent School 
District is planning to install manual 
training equipment in new 3-story 
igh school to cost about $125,000, 
for which bids have been asked on 
general contract. David S. Castle 
Co., Alexander Bldg., Abilene, Tex., 
is architect. 

e * 

HARRISBURG, PA.—James F. 
Malone, secretary, Department of 
Property and Supplies, is buying 
hardware and electrical supplies and 
equipment for a six months’ period. 

x * x 

HIGGANUM, CON N.—Undina 
3everage Co. will build two-story 
plant unit, 75x125 ft., to cost close 
to $45,000 with automatic bottling, 
conveying and other equipment, to 


replace a unit recently damaged by 
fire. B. A. Benson is vice-president 
in charge. General contract has 
been awarded to G. H. Birdsey, 2 
Russell St., Middletown, Conn. 
* ss 

HOBOKEN, N. J.—Cornell and 
Underhill, 311 Spring St., New 
York, manufacturer of iron pipe, 
will take over new one-story plant 
at Jefferson, Madison, 13th and 14th 
Sts., which was recently completed 
at a cost of over $150,000. Present 
works are being moved to the new 
location and capacity will be in- 


creased, 
* * x 


INDIANAPOLIS, IND.—A state 
appropriation of $45,000 has been 
secured by the National Guard for 
a new hangar with repair facilities 
at local Stout airfield; plans will be 


drawn soon. 
* Ok Ox 


JACKSON, MICH.—Per fection 
Combustion Burner Corp., Colum- 
bus, O., manufacturer of oil and gas 
burners, has completed arrangements 
for the establishing of a new plant 
here. Space has been leased in build- 
ing of Knickerbocker Mfg. Co., and 
it is expected that works will be 
ready for service in April. Name 
of the company has been changed to 
Combustion Products Corp. 

 * 2 

KEENE, N. H.—Henkel and 
Son, Congress St., plan to rebuild 
part of its plant recently destroyed 
by fire, with loss of about $25,000 
including equipment. This company 
makes manicuring implements and 
kindred steel specialties. 

* * * 

KINGSPORT, TENN.—Tennes- 
see-Eastman Corp., maker of cellu- 
lose products, has awarded general 
contract to Ridge Construction 
Corp., 335 Lewiston Ave., Roches- 
ter, for one and 4-story addition, 
100x580 ft., to cost about $1,000,000 
with machinery. This company is a 
subsidiary of the Eastman Kodak 
Co., Kodak Park, Rochester, N. Y. 

ss * 

LONGVIEW, TEX.—Morgan 
Utilities Co., Inc., plans to build a 
one-story, electric-operated ice-manu- 
facturing plant, 75 x 100 ft. 
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LOS ANGELES, CAL.—Board | 
of Education, Chamber of Com- | 


merce Bldg., will install manual 


training equipment in addition to | 


Grant school to cost about $75,000. 


Plans are being drawn by architec- | 
tural division of the board. A. S. | 


Nibecke, Jr.,, is chief architect. 
es 
MARION, IND.—Indiana Gen- 
eral Service Co. is having plans pre- 
pared for the building of a plant, at 
an estimated cost of $90,000. 
oe a 
MARQUETTE, MICH.—Duluth, 
South Shore and Atlantic City Rail- 
way, Duluth, has placed contract 
with Lake Shore Engine Works for 
complete hoist equipment for new 
$1,800,000 ore dock, with 150 pock- 


ets, work on which is about to start. 
* * Ox 


MERIDEN, CONN.—Bids are to 
be taken soon on a 2-story and base- 
ment boys’ industrial school, 44x148 
it., to cost $93,600 with equipment. 

* 2 

MOUNT MORRIS, MICH.— 
Seventy acres near here have been 
taken over by Northern Aircraft 
Corp., Bay City, Mich., for the es- 
tablishment of commercial airport to 
include hangars, repair shops and 
cther field structures, to cost over 
$85,000 with equipment. 

* * * 

NEW YORK, N. Y.—Depart- 
ment of Hospitals, Municipal Bldg., 
will call for bids soon on general 
contract for one-story automobile 
service, repair and garage building 
at the city hospital, Welfare Island, 
to cost over $125,000 with equip- 
ment. B. Robert Swartburg, 2 W. 
46th St., is architect. 

*k * * 

OAKLAND, CAL.—Owens-Illi- 
nois Glass Co., 965 Wall St., Toledo, 
., is securing property as site for 
iew plant with power house, ma- 
chine shop and other departments. 
Project will cost over $850,000 with 
machinery. William E. Levis is 
president and general manager. 

x ok x 

PEORIA, ILL.—Board of Edu- 
cation has plans for four manual 
training shops to be installed in new 
‘-story and basement junior high 

chool to cost about $750,000. Plans 
re being drawn by Hewitt, Emer- 
m and Gregg, Peoria Life Bldg., 
rchitect. 





BLUE GRASS 
WIPING CLOTHS 


Please Your Customers 


BLUE GRASS quality eliminates any pos- 
sibility of a disgruntled customer. The care 
employed by the Louisville Sanitary Wi- 
pers Co., Inc., in selecting materials and 
preparing them for use insures complete 
satisfaction to the industrial plants to 
whom you sell our sterilized wiping cloths. 
They are clean—soft—absorbent—lintless 
—sanitary—germ-proof. 





And Make Money Yourself 








GUARANTEE 


BLUE GRASS 
Wipers and polish- 
ing cloths are safe, 
sanitary and depend- 
able. They must 
satisfy you that they 
are exactly as repre- 
sented. 

If found otherwise, 
any and all ship- 
ments are returnable 
to the factory with- 
out cost to you. 


BLUE GRASS wipers will prove a 
mighty profitable line for you. They have 
the requisite quality and are marketed ex- 
clusively through the distributor. We co- 
operate with our distributors—and_pro- 
tect them. Make real profits with wip- 
ing cloths by handling the BLUE GRASS 


line. 
We Protect Our Distributors—Ask for Prices 


LOUISVILLE SANITARY 





WIPERS CO., + + INC. 








LOUISVILLE KENTUCKY 
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AIR-WAY | 
. PUMPS 


Quickly and Firmly 
Attached to Drum 
Bungs 









HERE IS ANITEM 
YOU CAN SELL 


Light weight—only seventeen pounds 
including telescopic pipe. 


Every one of your customers a pros- 
pect for this fast selling—ilong profit 
item. 


FOR DISPENSING 


Gasoline Varnish 
Kerosene Stains 
Crude Oils Linseed Oil 
Lubricating Oils Shellae 
Cutting Oils Turpentine 


Alcohol 











AIR-WAY PUMP CO. 
625 W. Jackson Blvd. 
Chicago 











Sheet Metal Truck Style 44 
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CHASE TRUCKS | 


A Substantial Line 
for Distributors 


These strong, smooth running 
trucks give thorough customer 
satisfaction at minimum cost. | 
Their uses are manifold — their 
market almost unlimited. You can | 
do a steady. year-round business | 
with this well established line at | 
a profit that pays you well for 
your efforts. 





Style BB50 





Send for catalog No. 300 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 
Manufacturers of Roller Bearing Trucks and 


Industrial Cars of all kinds. 





Oakland. 


| Co., 


| Lubrication Co., 





PHILADELPHIA, PA.—David 
H. H. Felix, 1416 S. Penn Square, 
| and associates recently organized G. 


| W. West Foundry and Machine Co., 


for operation of local foundry for 
production of iron castings. Israel 
Stiefel, 934 N. Franklin St., is inter- 
ested in the new company. 

+ 2 


PITTSBURGH, PA.— Mayer 
3ody Corp., 6459 Frankstown Ave., 
maker of automobile bodies, is com- 
pleting plans for a one and two- 
story addition, 30x100 ft., and 50x 
i00 ft., to cost over $65,000 with 
equipment. Architects are Lake and 
Davidson, Negley Bldg. W. G. May- 


| er is president. 


* * x 


ST. LOUIS, MO.—Busch-Sulzer 
| Bros. 


Diesel Engine Co., 3300 S. 
Second St., will build 80x150x90x90 
ft. shop and foundry. Contract 
will soon be awarded. W. J. Knight 
and Co., 903 Wainwright Bldg., is 


engineer. 
*x* * x 


SANTA ROSA, CAL.—Pacific 
Gas and Electric Co., 245 Market 
St., San Francisco, will build one- 
story equipment storage, distributing 
and service plant to cost about $45,- 
000 with equipment. General con- 





| tract has been awarded to J. B. 


Petersen, 4021 Agua Vista Ave., 


* * * 
SEATTLE, 
factory, 140x150 ft., 


Regis Paper Co., Norfolk, N. 


with Austin 


Seattle, 


machinery. 


x * x 


SIOUX CITY, IA—Wilhelm 
St. Paul, Minn., is 
build new _ one-story 
compounding plant, with storage 
and distributing facilities to cost 
about $50,000 with equipment. 

* ¢ @ 


SOUTH BEND, IND.—Ameri- 
can Propeller Co., Baltimore, is 
moving its entire plant to new fac- 
tory here. This company, formerly 
Paragon Engineers, makes Paragon 
airplane propeller type fans, and 


planning to 


ventilating equipment and is now a 
division of Bendix Aviation Corp. 











SELL 
YOUR 


m= 


Customers X-L NEW 
Couplings and NEW Pipe Nipples 


They would not accept used or rejected 
pipe from you—and you would not 
try to sell it to them. Surely not. 
Then why not sell them NEW COUP- 
LINGS AND NEW PIPE NIPPLES. 
They will immediately see the differ- 
ence. 


No Leaks 


‘= pte wong 
Nipples 


X-L Seamless Pipe Couplings, bored 
from solid bar, and X-L Merchant 
Pipe Nipples, made from new full 
mill length tested pipe, are New Prod- 
ucts. Your customers, once they use 
X-L_ products, will insist on them 
thereafter. 


No Seams 


Generous freight 


Combination svesgeass 
Shipments 


ae 300 
eae or 


Write us teday for prices. 


Wheeling Machine Products Co. 


Wheeling, W. Va. 














WASH.—One-story | 
now in course | 
| of construction has been leased by 
| St. 
Y., for establishment of new branch | 
paper converting plant to cost over | 
| $75,000 





is general contractor. 


PIPE and 
TUBE COILS 





Copper, Brass, 
Aluminun, Nickel, 
Monel, and Block Tin 


All Shapes and Sizes 


Are Profitable Sales 
for Distributors 


ARTHUR HARRIS @ CO. 


Coppersmiths - Engineers 
210 N. Curtis St., Chicago, Ill. 
Established 1884 
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SPRINGFIELD, MO.—Reynolds 
Mfg. Co., manufacturer of iron cast- 
ings, etc., will soon begin installa- 
| tion of equipment for production of 
|aluminum castings and has plans for | 
|turther expansion. 

* * x 


GOOD 
PROFIT 
SELLING 





SUPERIOR, WIS.—Board of | 
Education is planning new  voca- | 


tional shop building, 100x200 feet | 


las part of Central High School | 
|group to cost about $75,000. | 
| * * x 


SYRACUSE, N. Y.—National | 


& VALVE Ritelvas? | 
| Biscuit Co., 449 W. 14th St., New | 


CO U p L| N GS Gobunn, will build a one and three- | 


| story storage and distributing plant, 


|with automobile service and garage | 
| facilities, 170x325 ft., to cost over | 


| $250,000 with equipment. Company | 
lengineer is L. Wirsching, Jr. 





* * OK | 
| TULSA, OKLA—C it y Council | 
will erect a 2-story and basement | 
hangar at municipal airport, 100x120 | 
ft., with repair facilities, to cost 





Blair, Exchange National Bank 
| Bldg. 

x ok x 
WASHINGTON, D. C.—Kent 
|Automatic Garage and Washington 
Market Corp., 700 Southern Bldg., 








|story service, repair and garage 

<S building, and 3-story public market | 

oe with ice-making, refrigerating and | 
30? other equipment, to cost over | 


$2,500,000 with equipment. John W. | 
Newman is manager of the com- | 
pany. The buildings will be located | 
on the block bounded by 10th, 11th, | 
H and I Sts. N. W. Boyd, Abel | 
and Gugert, Architects Bldg., Phila- | 
delphia, are architects and engineers. | 
R. T. Lipscombe, American National | 
Bank Bldg., Richmond, Va., in- 
| dustrial engineer, is interested in the 
| project. 


|F you want your coustomers re- 
peat business on valves and 
valve couplings---"Quick As 
Wink" Brand will secure it. 


None better made---with a 3 
year guarantee back of them--- 
and a mighty good profit besides. 
You will make a wise move in 
pushing Quick As Wink Valves 
& Valve Couplings. 


also | sie | 
nt | WATERBURY, CONN. — Kap-| 

: kk Swink ‘lan Bros., 352 E. Main St., is receiv- | 
ul ing bids for a one-story, 50x100 ft., | 
“CU S a lO N automobile sales and service build- 
ing on East Main St. Approximate | 

ABRASIVE ‘cost of the project is estimated at | 
'$40,000. Architect is T. M. Freney, | 

W 4 E E a S ‘69 Center St. 

a 


. WAUKEGAN, ILL. — Standard | 
C. B. HUNT & SON wens 


| Welding Co. plans to rebuild part of | 
SALEM ,OHIO works recently destroyed by fire, | 



















| about $35,000. Architect is John T. | 


recently formed, will build multi- | 





















TEAMWORK 


Secret of Sales 


You help us. We help you. 


Result: 
We grow, together! 


The Queen Equipment Sales 
Franchise is a two-way co-opera- 
tion agreement, widely known, 
unanimously praised. It assures 
every Queen Distributor that he 
alone sells every piece of Queen 
Fire Extinguishing Equipment 
sold in his territory. The factory 
fills no orders direct! 


Some sales territory for this 
profit-leading line still available. 
Write for details, Dept. MS-4. 


| 
} 
| 
| 


| QUEEN 


FoR ust 





with a loss approximating $40,000. | 








25 Years of 
Superiority 


Harker Mfg. Company 
121-123 West Third St. 
Cincinnati, Ohio 






EXTINGUISHERS 


FOR EVERY FIRE HAZARD 


“Fortify for Fire Fighting” 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Page 150 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren 


Brown & rpe +o 

Cleveland Twist Drill 

Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


ASPHALT PLANK 
Servicised Products Corp. 


AWLS 
Goodell-Pratt Co. 


BABBITT METALS 
Buffalo Fdy. & Machine Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co. 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
S K F Industries, Incorporated 


sears, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 

Codge Manufacturing Corporation 

Sprout, Waldron & Co., Inc. 

T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
S K F Industries, Incorporated 
Sprout, Waldron & Co., 


BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Richmond Belt Dressing Mfg. Co., 


Inc. 
Chas. A. Schieren Co. 


BELT — 
The Bristol Compan 
Clipper Belt oy —_— 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
Safety Belt Lacer Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Johnson Belting Co. 

Chas. A. Schieren Co. 


BELT SHIFTERS 
T. B. Wood’s Sens Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


BELTING CANVAS 
Hettrick Mfg. Co. 
Johnson Belting Co. 
Thermoid Rubber Company 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Ciamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., 
Graton & Knight Co. 
Hettrick Mfg. Co. 

The Mechanical Rubber Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 

BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Johnson Belting Co. 

A. Sehieren Co. 
Slip-Not Belting Corp. 


BELTING, LINK 
Chas. A. Schieren Co. 
Graton & Knight Co. 


Inc. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Johnson Belting Co. 

Chas. A. Schieren Co. 
Slip-Not Belting Corp. 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., 
Graton & Knight Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick 4 

Johnson Belting Co. 

The Mechanical Rubber Co. 
Chas. A. Schieren Co. 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTING, “Vv” 


Graton & Knight Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Goodell-Pratt Company 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds 3 Saw & Steel Co. 
The Vincent Steel Process Co. 


BLOCKS, CHAIN 
Ford Chain Block Co. 
Reading Chain & Block Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Inc. 
Sprout, Waldron & Co., Inc 
T. B. Wood's Sons Co. 


BLOWERS, FORGE 
Electric Blower Company 


BLOWERS, GAS AND OIL 
COMBUSTION 
Electric Blower Company 


BLOWERS, PORTABLE, 
ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 
ay CARRIAGE 
Buffalo Bolt Co. 
oo Bros. Bolt Co. 


H. M. Harper Co. (Brass) 
Russell a & Ward Bolt & 
BOLTS, _— OR LAG 


Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


Wa Wud Ww Wud Vue Wud Wa Yue Wwe Yue We We 


BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Buffalo Bolt Co. 
Clark Bros. a Co. 
H. M. Harper Co. (Brass) 


BOLTS, MACHINE 
Buffalo Bolt Co. 
a“ Bros. Bolt Co. 
M. Harper Co. (Brass) 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co. 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BRACES, TRENCH 
Templeton, Kenly & Co. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
B. Wood’s Sons Co 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
aga Injector Co. 

The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRONZE BARS, CORED AND 
SOLID 


American  Sndanter, Co. 

Buckeye Brass & Mfg. Co. 

The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
— polis Brusn & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, BENCH, FLOOR, 


Indianapolis Brush "& Broom Mfs. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 

BUCKETS, ELEVATOR 
Dodge Mfg. Corp. 
Illinois Malleable Iron Co. 


BUFFERS, ELECTRIC 
Jr. 
Marathon Electric Mfg. i. 
Standard Electrical Tool Co. 
N. A. Strand 


BUFFING WHEELS 
Cc. B. Hunt & Son 


Wa \wa Wa \wa \wa \wa Ywa \wa \wa \wa \wa YW 


BUSHINGS, BRONZE 
American Injector Co. 
Buckeye Brass & Mfg. Co. 
Bunting Brass & a Co. 
Arthur Harris & Co 
M. L. Oberdorfer Brass Co. 


CALIPERS 


L. S. Starrett Co. 


CANS, OILY WASTE 
w. Diener Mfg. Co. 
Harker Mfg 
P. Wall Mfg. , = Co. 


CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 


CARTS, PUSH 
The Fairbanks Company 
Lansing Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Lansing Company 


CASTINGS, BRONZE AND 
ALUMINUM 


Buckeye Brass & Mfg. Co. 
Arthur Harris & Co. 
T. B. Wood’s Sons Co. 


CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe ‘z. 

Illinois Malleable Iron Co. 

Marion Malleable Iron Works 

T. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


CATALOGUES 
The Cuneo Press, Inc. 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber’ Co., Inc. 
Graton & Co. 
Chas A. Schieren Co. 
Slip-Not Belting Corp. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHAIN 
Reading Chain & Block Corp. 


CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 


CHARGING WAGONS 
The Fairbanks Co. 


CHISELS, COLD 
American Swiss File & Tool Co. 
Goodell-Pratt Company 
Stanley Electric Tool Co. 


CHUCKS, DRILL AND TAP 
Goodell-Pratt yy, 
Morse Twist Drill & Machins Go 
The Standard Tool Co. 


y ~_* LATHE 
Cushman Chuck Co. 


CHUTES, COAL AND CONCRETE 
Lansing Company 


CLAMPS, BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 
CLAMPS, “C” 
Armstrong Bros. Tool Co. 
CLAMPS, HOSE 


Boston Woven Hose & Rubber Co. 
Dixon Valve & Coupling Co. 


CLAMPS, GIRDER 
Bond Foundry & Machine Co. 








